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COMING — NEXT ISSUE — “Ten Ways 
to Prefab for Profit.” This article will 
help you meet that bugaboo of many 
dealers—the prefab house manufacturer 
This is the first in a series of exclusive 
dealer stories on this subject 


See page 50. 





Designed for your profit. 


You can’t help but profit when you sell these Dexter key-in-knob sets, with rugged, 


lifetime service and striking beauty at popular prices. And installation is simplicity 
po] / | } 


itself. Illustrated above: No. 600 Pin Tumbler eylinder set for the ultimate in 


security; and (below) No. 300 Dise Tumbler evlinder set, for dependable security 
where price is a factor... now available Master Keyed. Write for a Dexter ew 
factory representative to call on vou. ® 
-_ ; te. ~e 


DEXTER LOCK COMPANY 


A SUBSIDIARY OF NATIONAL BRASS COMPANY 
GRAND RAPIDS, MICHIGAN 


Miaruyjactarers of America Trat hebullar Look 


tn Canada: Dexter Lock Canada Lid., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, S.A. de C.V., 
Monterrey, Nuevo Leon 





acme sliding door frames for standard 4" stud walls 


completely packaged 


Acme frames are manufactured 
only by mills dealing directly 
with the factory. They come 
completely packaged including 
face jamb and split jamb. 


quickly assembled 
Three parts only — 

easily put together and 
set in rough stud wall. 





strong frame 


Heavy gauge angle iron 
stiffeners guarantee 
rigidity of split jamb. 
Strong galvanized steel 
track has already been 
installed at the mill. 





rubber wheel 
natural rubber 
The graphite core 
eliminates the need for 
. lubrication and guarantees 
graphitecore sooth, quiet operation. 
100°% natural rubber 
face provides 


nickel plated steel bearing permanent resiliency. 


simple adjustment 


Quick adjustment is 
made by means of the 
threaded eyebolt. 

The machine screw with 
lock washer locks hanger 
to the plate —cannot 

get out of adjustment. 


ACME APPLIANCE MANUFACTURING COMPANY 


35 SOUTH RAYMOND AVENUE «+ PASADENA 1, CALIFORNIA 
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sliding door hardware 


Sliding door 
: frames 
» put money 
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Temlok Sheathing 
euls costs in 


air-conditioned homes 


Reduces operating expense... may permit smaller unit 


The builder who uses Temlok Sheathing on his 
air-conditioned houses gains a definite sales ad- 
vantage, At no extra cost, he is providing extra 
insulation that will mean substantial savings 
savings that will make his homes much easier to 
sell. These savings can take two forms. 

\s with conventional heating equipment 
lemlok Sheathing cuts operating costs. Its high 
insulation value keeps down heat gain in sum 
mer, as well. as lowering heat loss in winter. The 
air-conditioning equipment does not have to 
work so hard to maintain an even temperature 
Less electricity and less water are required 
\nd the amount of air-conditioning capacity 


needed to cool the house is definitely lowered 


In many instances, this reduction in required 
air-conditioning capacity will make it possible 
to use a smaller unit, which costs less to buy and 
less to operate. 

Temlok Sheathing is a good buy even where 
other sidewall insulation is used. Temlok usu 
ally costs no more than ordinary lumber, and it 
goes up faster—with less waste. 

Make sure all your builders know these facts 
especially those planning air-conditioning 

For further information on Armstrong’s com 
plete line of building materials, call your Arm 


strong wholesaler or write directly to 


Armstrong Cork Company, 3707 Rieker ® 
Avenue, Lancaster, Pennsylvania. 


A rmstrong’s Building Materials 


M-67 Monowall" + Cushiontone® * 


Temlok® - 


Hardboards °* Insulating Wool 
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WASHINGTON REPORT 





Survey Finds Consumers in Buying Mood for Remainder of 1953 


Two stories centering about the 
Federal Reserve. 

The first, a report issued by the 
Reserve Governors and based upon 
a study made by the Survey Re- 
search Center of Michigan Uni- 
versity. The Michigan people have 
built a notable reputation for ac- 
curacy in discovering what Amer- 
ican customers are thinking about 
and planning to do. 

These investigators say the buy- 
ing public is rather minded to pur- 
chase quite a lot of goods during 
the remainer of the year; and this 
includes more automobiles and 
more consumer durables of assort- 
ed kinds than John and Martha 
Customer laid in during the cor- 
responding months of 1952. 

Of special importance to our in- 
dustry, of course, is the statement 
that the public intends “to main- 
tain purchases of homes at a high 
rate.” 

These pleasant plans could be 
changed fast by an overriding bust 
on the ear by foreign affairs; and 
some careful watchers of overseas 
horizons tell us the next few weeks 
may well be the most critical in 
the American story. If so, all pre- 
dictive bets are off. 

If not, we're likely to see put 
into effect a buying pattern that 
John and Martha have worked out 
for themselves these past two or 
three years; one that didn’t fol- 
low expected lines 


Panic buying 


When North Korea blew, in the 
middle of 1950, there was a panic 
rush of consumer buying. It didn’t 
last long; for, in general, markets 
continued to be well and even opu- 
lently supplied. A second panic in 
November, when the Chinese 
joined the North Koreans. This 
also backed off pretty fast. No 
point in buying an extra sack of 
sugar, when the local grocer was 
ready to sell the scared customer 
a carload. The chief effect of this 
panic buying, as the customer saw 
it, was a sharp advance in prices. 

For about the first time within 
the memory of the oldest inhabi- 
tant the American public, with 
plenty of folding money in the 
back pocket and with plenty of 
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desirable goods on the market 
shelves, came up with a fairly con- 
sistent and lasting performance of 
buyer resistance. John and Martha 
thought they were not being offer- 
ed their money’s worth. Savings 
increased; prices lost their upward 
velocity; government controls for 
the most part began to hang slack 
and unused. 

For our purposes, one of the im- 
portant factors in this FRB - 
Michigan U. report is that this 
cautious but real buying mood of 
American consumers is something 


the consumers themselves have de- 
veloped on their own. If it proves 
to be lasting, it may make neces- 
sary some changes in sales pro- 
motion. 

J. A. Livingston, of the Wash- 
ington Post, using technical words 
of economist, says the American 
consumer at this time is an “inde- 
pendent variable’; that is, he 
makes up his mind on his own 
whether to save or to spend his 
money and, if he spends it, he de- 
cides for himself what he'll buy 
and why he'll buy it. 


Administration relaxes hard money policy 


The second story affects business 
men at the moment more directly 
than it affects retail customers. 
For several months the Adminis- 
tration has been following the so- 
called hard money policy. 

The Treasury still believes in the 
basic soundness of the policy. But 
during this summer the govern- 
ment must borrow some six billion 
dollars; and, with long-term gov- 
ernment bonds sagging in value, 
this would be tough going. So the 
Federal Reserve, after anxious con- 
ferences with the Treasury, has re- 
laxed somewhat its tight-money 


policy; saying frankly it did so to 
help the Treasury over the unex- 
pected hump. 

In addition to the problem of 
government borrowing there was 
still another snag. A lot of cor- 
porations, shocked by the in- 
creased cost of hiring money, had 
been postponing the construction 
of new plants; and the ugly spook 
of unemployment began prowling 
the corridors we guess the 
Treasury isn’t in “full retreat” 
from its earlier deflationary plans, 
as some reports would have it. But 
those grabbing financial brakes are 
being loosened a bit. 


Cole to review housing agencies 


Albert M. Cole, Administrator of 
HHFA, is beginning his study of 
the government’s long-range pro- 
grams and organizations of hous- 
ing and construction. This project 
got started about the first of July, 
under Mr. Cole’s personal direc- 
tion. Conferences will be contin- 
ued into the late summer or fall; 
and the Administrator hopes he'll 
be able to make well considered 
recommendations to Congress, at 
the beginning of the next session. 


NRLDA proposals 


H. R. Northup, of the NRLDA, 
thinks certain items should be in- 
cluded, at this session if possible 
and certainly before long, in the 
housing laws. These suggestions, 
made in a letter to Senator Cape- 
hart of the Banking and Currency 


Committee, include the following: 

A more flexible interest rate for 
VA-guaranteed and FHA-insured 
loans and ending of the discrimin- 
ation against middle-priced hous- 
ing in down-payment requirements. 
Increasing of present mortgage 
limits on Section 8, Title I loans, 
to reflect changed conditions and 
re-examination of rules for han- 
dling loans in smaller communities 
where private mortgage funds are 
not adequate. Recognizing of the 
value of open-end mortgages in fi- 
nancing improvements and mod- 
ernization of homes; and exploring 
the possibility of establishing a 
self-supporting secondary mort- 
gage market through co-sponsor- 
ship of government and private in- 
terests, looking ultimately to fi- 
nancing that market by private 
funds. 
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SCHLAGE LOCKS 
for 
distinctive entrance doors 


Today’s home building industry demands qual- 











ity products that are styled for sales appeal. 





The beautiful designs and precision mech- 





anisms offered in Schlage locks make 





them leaders in this competitive 
market. NOVO RIVIERA 








Stock and display these distinc- 











tive entrance locks and increase 
your sales by using Schlage’s 
proven sales- promotion 
aids. See your jobber 

or write the Schlage 


Lock Company. 


























The name 


identifies you 





as a dealer 
‘ 5 <i a eat, Se ad in quality 
ae “ages | ——— builder's hardware 


“SCHLAGE: 


SCHLAGE LOCK COMPANY 
SAN FRANCISCO NEW YORK VANCOUVER, B.C 











WRITE FOR FREE LITERATURE! 
Schlage Lock Company, 2201 Bayshore Blvd., San Francisco, Calif. 
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: P tS ae Send me information on the following: 





[] Sales Literature 
: (] Store and Window Displays 
ZENITH 803 i [] Newspaper Ad Mats 





























2 Quality 
Guarantees on 


APMI Plywood—- > —_—_ 


TRADEMARKING and GRADEMARKING 


Tiisg-cipveed puant eclesonac aunediibaitcelane eae 
stamp of quality—the grademark of DFPA and the trademark BRANCH SALES WAREHOUSES: 
of ASSOCIATED. 4268 Utah St., St. Lovis, Mo. 


4814 Bengal $t., Dallas, Texas 
APMI plywood originates from the fine Douglas fir that 4003 Coyle St,, Houston, Texas 


grows in Oregon's rich rain forests. This plywood is manufac- ee 

A ‘ nw +, Greenville, S. C. 
tured in modern, efficient milis by skilled people who take pride oah tetiits.. tis teahatoens Cok. 
in their jobs. And it has back of it 2 company with the experi- Eugene, Oregon 
ence and reputation of more than 30 years in the industry. Witenine, Cosges 
APMI plywood is available in major building and distribu- SALES OFFICES: 
tion areas and is sold by veteran plywood men. Your inquiries "31 State Street, Boston, Mass. 
are invited. ” P oe 595 E. Colorado St., Pasadena, Cal. 














RPM ASSOCIATED PLYWOOD MILLS, Inc. 


Plywood plants at Eugene 
GENERAL OFFICES: EUGENE, OREGON ond Willamina, Oregon 


Lumber mill at Roseburg, Oregon 
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NEWS BRIEFS 





Record May for building . . . with new construction totaling $2.9 bil- 
lion, 10% above April and 6° above May 1952. The industry had expected 
even more starts in May but they point to a mild winter and rainy spring 
as one reason for the showing. Expenditures during the first five months 
of 1953 now come to a hefty $12.5 billion. 


Housing bill tug-of-war ... has stirred both the building industry 
and Congress. As reported on the news pages the Senate banking com- 
mittee accepted in modified form the builders’ recommendations for lower 
down payments and adjustments in the FNMA program. The House 
banking committee, also considering a housing bil!, is expected to act 
shortly. NRLDA spokesmen guess that the Administration will resist any 
easier mortgage terms at this particular time. 


VA loans dwindle . . . and the May 18 VA directive on fees and 
charges is credited with bringing home building under the GI program 
to a virtual halt. A Congressional investigation is now under way behind 
closed doors, as we go to press. It’s believed that a revised GI mortgage 
plan is definitely in the works. 


Wholesale prices edge up... but it’s only a slight advance — 0,6, 
to 119.8 for May. Advances were in lighting fixtures, 14“ 
and 3% for both oak flooring and gypsum products. 
6% on soil pipe and 2°% on copper water tubing. 


; cement, 5% 
Prices were reduced 


Decontrol spurs home sales ... and in the Chicago area real estate 
dealers and contractors report business up from 15 to 20°. Lots of scare 
advertising in the newspapers telling renters that they should expect the 
worst. Actually, experts predict only moderate rent increases. Detroit, 
for example, off controls since October 1952, showed an average gain 
of but 11.3°% in rents over the last 12 months. 


Plywood by the pound . .. that’s the way one southwestern dealer is 
selling his scrap pieces. He sells the plywood at 10 cents a pound and it 
has been moving out at a rate of 3,800 pieces weekly. 


Paint sales up 6% ... from last year and manufacturers credit the 
booming do-it-yourself trend for the increase. One of the latest merchan- 
dising tools directed at the handyman customer is a kit of materials with 
a humorous slant that includes everything from a painter's cap to in- 
struction manual. The kit to be offered by dealers to their customers was 
produced by a company providing basic materials for paint manufacturers. 


Hardwood plywood in a carton... is still another item prepared for 
the do-it-yourself customer. Birch, mahogany, walnut and white oak are 
now packaged in an easy-to-handle carton, Sach package contains 40 
square feet of plywood in convenient sizes. 


Association features do-it-yourself kit . . . developed by American 
Lumberman. The Northwestern Lumbermens Association this month is 
publicizing the sales promotion kit produced by this magazine at district 
sales meetings in Iowa, Minnesota, North and South Dakota and Wis- 
consin. More than 2,000 reprints describing the kit will de distributed 
to interested retailers. 


New mills in Alaska . . . that’s a recent development reported this 
week. Area of operations is southeastern Alaska, specifically a narrow 
strip of U.S. territory that hugs the Pacific coastline with its back to 
British Columbia. All told, more than $128 million may be laid out on wood 
product projects now under construction or consideration. In Juneau the 
Columbia Lumber Company’s Alaska Plywood Corporation will have its 
new $1.5 million plant in operation shortly. 


Rents are still low ... and the city dweller’s average rent is just 
$44.17, according to the Commerce Department. Rent payments added up 
to $10 billion for the year and landlords averaged a net return of nearly 
25% on the rents they collected, or about $2.5 billion. : 
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C. W. Ditchy 


Nation's Architects 
Visit Lumber Mills 


More than 550 architects, at- 
tending the 85th convention of the 
American Institute of Architects 
at Seattle, Wash., June 15-19, saw 
first-hand the planting and felling 
of high timber along with the pro- 
cessing of one of their major build- 
ing materials—wood. 

At the invitation of the Wash- 
ington Chapter, A.I.A., architects 
visited two plants of the Simpson 
Logging Company in Shelton where 
they were given a visual presenta- 
tion of all phases of the industry 

logging operations, sawmilling, 
manufacture of wood fiber prod- 
ucts, and plywood. 

From Shelton, the architects 
went by bus to Mason Lake, a 78 
acre forest park, where they ate 
swiss steak a la lumberjack. 

The afternoon program included 
a tree planting demonstration, log 
rolling, bulldozer log yarding, and 
tree-topping by world champion 
high climber, Harold Johnson. 

Clair W. Ditchy was elected the 
34th president of the A.I.A. at the 
concluding session. Ditchy is out- 
going national secretary of the In- 
stitute, a post he has held since 
1947. A distinguished member of 
the architectural profession, he has 
been in private practice in Detroit 
since 1921. 

Architectural activity through- 
out most of the nation remains at 
1952’s high level, according to re- 
ports from 12 regional directors at- 
tending the convention. 





“Strict Texas weight laws, soft Gulf Coast ground, high wage scales 
and keen competition make you seek the best from the truck 


mixer industry. 


MIX-PLUS Jaegers are my choice.” 


D. P. WHEAT, Partner-Manager 


lransit Mix Concrete & Foundation Co. 


D. P. Wheat now hauls 6673% bigger 
payloads with this Jaeger fleet 


When Texas began active weight law enforcement, 
Transit Mix Concrete & Foundation Company, at 
Beaumont, had a fleet of older type 3 yard mixers 
on single axle trucks that could not legally haul their 
rated capacity. To comply, partner-manager D. P. 
Wheat converted to tandem axle White trucks. How- 
ever, this proved uneconomic in the face of higher 


wage scales and keen competition. 


By replacing his 3 yard mixers with 4\4, yard Jaeger 
VIX-PLUS models, Wheat found that he could haul 
5 yard payloads with the same trucks and drivers 
and do it legally with 31,000 lbs. on tandem rear 
axle and 8475 lbs. on the front. 


Moreover, round trips were speeded up by the faster 


operation of the new truck mixers; concrete could 


be spotted faster with Jaeger’s 13 ft. “to-the-spot” 
chute and it took less time to temper concrete to 
customers’ requirements because of Jaeger’s high 
pressure water jet (60 gpm @ 65 psi), located in 
the head of the drum. Wheat’s first 10 Jaeger 414 
yard units proved so profitable that he has since 
purchased 4 more. 


Jaeger MIX-PLUS truck mixers. on standard trucks. 
are engineered to increase your legal payload and 
number of daily payload trips — and do it without 
resorting to short-lived con- 

struction or unacceptable 
non-standard drums. For full 
information, see your Jaeger 
distributor or send for Cat- 


alog TMH-2. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 
Truck Mixers * Agitators * Pumps * Compressors ¢ Concrete Mixers ¢ Peving Machinery 
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Senate Passes 
New Housing Bill 


The Senate has passed the new 
omnibus housing bill, the first 
housing bill for this year, after 
the Banking Committee made some 
changes in reporting it out. The 
measure was passed without exten- 
sive debate and approved as sub- 
mitted with minor amendments 
presented by Sen. Douglas (TIl.) 

In favorably reporting the bill 
for Senate consideration, the bank- 
ing committee left unchanged pro- 
visions to increase FHA’s insur- 
ance authorization by $1.5 billion. 
The committee also extended the 
military rental housing program 
(Wherry Act) for another year 
and prohibited any more prefabri- 
cated loans to be made by HHFA 
excent those made prior to June 
30. Both of these provisions were 
in the original bill. 

The committee made one princi- 
pal change in the bill calling for 
standby authority for. the Presi- 
dent to either raise or lower the 
down payment reauirements on 
FHA backed loans where the mort- 
gage is $12,000 or less. He could 
not, however, lower the down nay- 
ment to less than 5% (most down 
payments at present are 10%). 

Another change from the orig- 
inal bill was the extension for an- 
other year of community facility 
aid in critical defense areas, such 
as loans and grants for water and 
sewer lines, etc. Title IX (housing 
in defense areas) was also contin- 
ued for another year. 


Douglas Fir 
Plywood Ad Drive 


The Douglas Fir Plywood Asso- 
ciation in mid-summer will open 
what is claimed to be the biggest 
newspaper advertising program 
even run for a building material. 
The advertising will cost $200,000 

The seven-week campaign will 
use 1,626 daily newspapers, which 
means every daily newspaper in 
the nation, the association said. 
The new drive is timed to ride the 
crest of the do-it-yourself trend. 
Ads, starting the week of July 13. 
will feature built-ins for the home, 
furniture, garden storage units, 
fences, remodeling ideas, shop proj- 
ects and summer fix-up jobs. 

W. E. Difford. managing direc- 
tor of the association. said, ‘““News- 
papers were chosen above all other 
media because they offer immedi- 
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ate local stimulation of consumer 
buying interest and unmatched op- 
portunity for tie-in advertising by 
the nation’s 27,000 lumber deal- 
ers.” 


See Aluminum 
Prices Holding 


The aluminum producing indus- 
try is out to stimulate new uses 
for the light metal. For this reason 
it is likely that big producers may 
decide to absorb the costs of any 
new wage boost arising from cur- 
rent union negotiations. 

Unlike the steel industry, which 
announced before it went into col- 
lective oargaining that a new wage 
boost would surely mean higher 
base prices for steel, the aluminum 
makers are not issuing warnings 
that a price hike is unavoidable. 


Announce Program 


For Hoo-Hoo Convention 


Plans for the 62nd annual con- 
vention of the Concatenated Order 
of Hoo-Hoo to be held September 
8-11 at the Hotel Nicollet, Minne- 
apolis, Minn., were announced this 
week. 

The program will open officially 
with a welcome address by Past 
Snark of the Universe, Ray E. 
Saberson, St. Paul. Other speak- 
ers include Dr. J. A. Hall, director, 
Forest Products Laboratory, Mad- 
ison, Wis., and George Grim, Min- 
neapolis newspaper and TV com- 
mentator. 

The Twin Cities Hoo-Hoo Club 
No. 12 of Minneapolis and St. Paul 
will be the host to the delegates 
and members who wil! represent 


more than 100 clubs in the United 
States, Canada, Hawaii and the 
Philippines. The convention is be- 
ing planned by Supreme Senior 
Hoo-Hoo John B. Egan, head of 
Jurisdiction 8, and George S&S. 
Withy, general committee chair- 
man. 

The Snark of the Universe, Ar- 
thur H. Geiger, Tacoma, Wash., 
will preside at all business sessions. 
Members of the Supreme Nine will 
report during the convention and 
introduce club officers snd _ dele- 
gates. 


May Retail Sales 
Up 2% From Year Ago 


The nation’s retail stores sold 
$14.7 billion worth of merchandise 
in May—about $320 million or 2% 
above a year ago, according to the 
Commerce Department. 

After adjustment for seasonal 
factors and trading day differ- 
ences, May sales were about $70 
million higher than April. 

The department said the largest 
advance in seasonally adjusted 
sales from April to May was regis- 
tered by the general merchandise 
group, where sales were up 7%. 
This boost resulted largely from 
‘increased activity” in the soft 
goods denartments of retail out- 
lets. Sales by apparel stores 
showed a 4% gain in May on an 
adiusted basis. 

Changes from April to May in 
seasonally adiusted sales for other 
types of retail stores were small, 
according to the department. De- 
clines of 1% to 2% were shown 
for eating and drinking places, 
gasoline service’ stations, food 
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“Ever since my husband discovered oil, I’ve 
been wondering if we shouldnt sell some 


and fix up the house.” 


yurtesy LIL-AD FEATURES, Santa Ana, Cal. 
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stores and lumber building and 
hardware stores. Increases of be- 
tween 1% and 2% were reported 
by furniture, appliance, jewelry 
and drug stores. 


VA Guarantees 
3,000,000th Loan 


The 3,000,000th GI home loan 
was guaranteed by the Veterans 
Administration during the month 
of May. 

VA _ reported 3,004,157 home 
loans totaling $19.6 billion have 
been made to World War II and 


post-Korea veterans during the 
nine years the GI loan program 
has been in operation. 

Of the $19.6 billion, VA has 
guaranteed or insured about half 
that amount. 


Nearly 13% of the 3,004,157 
home loans, or 383,053, have been 
completely paid back by veteran 
borrowers. 

VA reported also that only 
16218 home loans, or less than six- 
tenth of 1% of the total, have re- 
sulted in claims paid by the gov- 
ernment, proving that veterans 
have been outstanding credit risks. 


Advertisement 














An “All-Glass” Window 


The first really new win- 
dow in many years. Best 
described as “only crystal 
glass sliding in a redwood 
frame.”’ 

It is sashless—-no sash around 
or between glass. The assembled 
window combines only the glass, 
the redwood frame and the lock. 
It eHminates weights, balances, 
putty and painting thus saves 
labor on installation and reduces 
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maintenance to almost nothing. 


The Pierson Sashless Window 
was designed by a home builder 
who, in the past six years, has 
installed over 4000 units in a 
coastal area of wind-lashed win- 
ter rains. 


It comes in 22 sizes and, be- 
cause of its simplicity, is one of 
the lowest cost units on the 
market. The Pierson Sashless 
Window is manufactured by 
Ernest Pierson Company, 4100 
Broadway, Eureka, California. 
Inquiries are invited from dealers. 


Home Builders Report 


Tighter Mortgage Picture 

Emanuel M. Spiegel, president 
of the National Association of 
Home Builders, has challenged 
claims by a savings and loan 
spokesman that there is plenty of 
mortgage credit available for GI 
home buyers. 

Spiegel said factual reports from 
builders and lenders all over the 
United States refute the “plenty of 
credit” claim made by Norman 
Strunk, executive vice-president of 
the U.S. Savings and Loan League. 

“A telegraphic survey conducted 
by NAHB just 10 days ago shows 
that builders in every section of the 
country are curtailing operations 
or will do so in the very near fu- 
ture unless the log-jam of mort- 
gage credit is broken,” he said. 

As further evidence of the in- 
creasingly tight mortgage situa- 
tion, he cites figures by the Bureau 
of Labor Statistics showing that 
new housing starts in May, norm- 
ally the peak production month of 
the year, fell below the April level 
for the first time since World War 
IT. 

The NAHB president pointed 
out that savings and loan associa- 
tions finance only about one-fourth 
of all GI housing and that in most 
instances their terms are far stiff- 
er than the minimums set by the 
Veterans’ Administration. 

For example, he said, these lend- 
ers customarily require down pay- 


SP, 





Profit-Sharing Plan 


How to get the maximum output 
and cooperation from every employe 
and still maintain high morale is the 
goal of every progressive dealer. Some 
dealers believe that profit-sharing plans 
help achieve this end. 

Read about this unique management 
board found at Stebbins Anderson in 
Towson, Md. This is the fourth in a 
series of exclusive American Lumber- 
man articles on this subject. You'll find 
it on page 66. 
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“Dodge outpulls and outlasts our other trucks!” 


. says PRICE RIVERS, 


Rivers Brothers, McIntosh, Alabema 


Why new DODGE “Job-Rated’’ TRUCKS 
put more profit into lumbering 


Built for bigger loads 


Here's good news for all lumbermen. New 2!>5- 
through 4-ton Dodge ‘‘Job-Rated”’ tractor- 
trailer combinations now tote from 2,600 to 
5,000 more pounds of payload and are really 
engineered to do the job! Besides bringing 
home more profit on every trip, Dodge trucks 
are specially engineered to withstand the 
punishment of off-the-road logging operations. 


Built for bigger value 


Dodge offers seven engines, three prand-new, 
ranging from 100 to 171 h.p. Each engine pro- 
vides economy, dependability and the right 
power. Other new features include advanced 
dual-primary rear brakes, reinforced cab con- 
struction, twin carburetion and exhaust system, 
offered in 21!4- through 4-ton models. Wide 
front treads and shorter wheelbases make 
Dodge easy to handle. Better see or call your 
friendly Dodge dealer today. 


Buitpinc Propucts MERCHANDISER 








“Our first Dodge gave us the longest service, for 
less money, of any truck we ever owned. So now 
we've got four Dodge trucks, and as fast as our 
others wear out, we’re switching to Dodge. 
“Dodge trucks have more speed, more power, 
better brakes, and everything. They outpull and 
outlast our other trucks! 

“It takes mighty good trucks to stand up under 
the loads we put on them. And Dodges’ loads are 
always bigger than those we could put on our 


other trucks.” 


Job-Rated TRUCKS 
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YOU WON'T FEEL THE LABOR SHORTAGE 


WEEN YOU HANDLE WITH CLARK EQUIPMENT 


There’s no secret about the shortage of dependable labor. Like- 
wise, there’s no secret about the way smart dealers are eliminating 
that headache: 6 out of 10 report plans to mechanize their handling 
operations. 


Which is where CLARK comes into the picture — with a complete 
line of both pneumatic and cushion (or solid) tired fork trucks in 
capacities of 1000 lbs. to 15,000 Ibs.. with POWRWORKER hand 
trucks and towing tractors. CLARK, the world’s largest manu- 
facturer of industrial trucks, has experienced dealers throughout 
the country. They’re qualified to serve you—to help you plan a 
mechanized handling system, to provide complete service facilities 
for your equipment, and of course to supply you with the right 
equipment from the CLARK line. 


Look for the name of your local CLARK dealer in the Yellow 
Pages of your "phone book, under “Trucks, Industrial.” A brief talk 


with him will indicate 
1d K ELECTRIC, GAS, DIESEL. L.P.GAS 
CLARK Fork TRUCKS 


a fool-proof way to beat 
AND POWERED HAND TRUCKS - INDUSTRIAL’ TOWING TRACTORS 


the labor shortage. Call 
him today —or use the 

INDUSTRIAL TRUCK DIVISION © CLARK EQUIPMENT COMPANY + BATTLE CREEK 40. MICHIGAN 
Please send 


coupon below 


Condensed Cotalog Hove Representative Call 


Driver Training Movie 
Name 
Firm Name 
Street 


CLARK 


EQUIPMENT City Zone State 








AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AWD SERVICE STATIONS IN STRATEGIC LOCATIONS 





ments of 15 to 20% and limit their 
mortgage terms to about 20 years, 
although the GI program calls for 
no down payment and 30 years to 
pay. 

“The hard truth is that savings 
and loan associations, while they 
are doing a good job within their 
limitations, just don’t have the re- 
sources to finance all the GI hous- 
ing that is needed,” Spiegel said. 


1954 CONVENTION DATES 


January 

11-12-13, Kentucky, Louisville, Brown 
Hotel 

12-13-14, Northwestern, Minneapolis, 
Auditorium 

17-21, National Association of Home 
Builders, Chicago, Conrad Hilton 
Hotel 

19-20-21, Ohio, Cleveland, Auditorium 
25-28, Northeastern, New York City, 
Statler Hotel 

27-29, Southwestern, Kansas 
Mo., Municipal Auditorium 


City, 


February 

2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel 

3-4, Western Pennsvlvania, 
burgh, Wm. Penn Hotel 
3-4-5, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Illinois, Chicago, Hotel Sher- 
man 

10-11-12, Mountain States, 
Shirlev-Savoy Hotel 
16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19. Virginia. Old Point Comfort 
22-23, West Virginia, Charleston 
W.Va 


Pitts- 


Denver, 


March 
2-3, North Dakota, Fargo, City Au- 
ditorium 

2-3-4. Indiana, 
Temnle 
19-11-12, Towa, Des Moines, Exhibit 
Rlde 

16-17-18, Carolina 

17-18 Louisiana, New Orleans, Jung 
Hotel 
94-95 


Indianapolis, Murat 


South Dakota, 
Colisernm 

94-95-96. New Jersey. Atlantic Citv 
NT. Hotel Claridge (No exhibits) 
25-96-97. Tennessee, Memphis (No 
exhibits) 


April 

5-6 Mississippi 
Hotel 

8-9-1909 Florida. Jacksonville, George 
Washineton Hotel 

19-11-12 
Rovers Coliseunm 

20-21-92. Sonthern California, Los 
Aneeles. Statler Hotel 

29.93-24. Arizona. Chandler, Ariz 
Sam Marens Hotel 

92.94. Northern California. Vosemite 
National Park, Ahwahnee Hotel 


Sioux Falls 


Biloxi, Buena Vista 


Texas, Fort Worth, Will 
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THE BILLDAD 


(Saltipiscator falcorostratus) 


If you have ever paddled around Boundary 
Pond, in northwest Maine, at night you 
have probably heard from out the black 
depths of a cove a spat like a paddle strik- 
ing the water. It may have been a paddle, 
but the chances are ten to one that it was 
a billdad fishing. 


As the story goes, this animal occurs only on this one pond, 
in Hurricane Township. It is about the size of a beaver, 
but has long, kangaroo-like hind legs, short front legs, webbed 
feet, and a heavy, hawk-like bill. Its mode of fishing is to 
crouch on a grassy point overlooking the water, and when 
a trout rises for a bug, to leap with amazing swiftness just 
past the fish, bringing its heavy flat tail down with a re- 
sounding smack over him. This stuns the fish, which is 
immediately picked up and eaten by the billdad. It has been 
reported that sixty yards is an average jump for an adult 
male. 


Up to three years ago the opinion was current among lum- 
ber jacks that the billdad was fine eating, but since the 
beasts are exceedingly shy and hard to catch, no one was 
able to remember having tasted the meat. That fall one 
was killed on Boundary Pond and brought into camp where 
the cook made a most savory slumgullion of it. 


The first (and only) man to taste it was Bill Murphy, a 
tote-road swamper from Ambegegis. After the first mouth- 
ful his body stiffened, his eyes glazed and his hands 
clutched the table edge. With a wild yell he rushed out 
of the cook-house, down to the lake, and leaped clear out 
fifty yards, coming down in a sitting position exactly like 
a billdad catching fish. Of course, he sank like a stone. 
Since then not a lumber jack in Maine will touch billdad 
meat, not even with a pike pole. 


KINZUA 


Signgos? 


Ally prev 
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LUMBER LEGENDS 
AS WE REMEMBER THEM 


BUT DEALERS FROM MAINE 
TO CALIFORNIA LIKE 
KINZUA PONDEROSA PINE! 


Kinzua Pine has the soft texture and easy 
workability that builds sales for dealers. For 
every construction purpose, these natural 
qualities win builder approval and repeat 
business. In addition, methods of manufac- 
ture are of the highest caliber, with particu- 
lar emphasis on uniform high quality. 


Carefully inspected again 
and again, all Kinzua 
products are sold Quality 
Guaranteed. You can be 
sure with Kinzua Pine — 


order yours today! 





*% 
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Celotex National Advertising Sells for YOU—Here’s Proof! 


H. W. Field, Sales Manager, Dierks & Sons Lumber 
Company, Kansas City, Mo., writes—"Recently we 
ran an ad in our local newspaper tying in with the 
Celotex national ad featuring House No. 25 in THE 
SATURDAY EVENING POST. Results were gratifying 

three jobs definitely sold the first day, plus over 
twenty other promising leads!” 





Now, how about you? Are you getting your share 
of the business that goes to alert building materials 
merchants who feature famous Celotex Building 
Products—and tie in with Celotex’s powerful na- 
tional advertising program ? If not, now's the time 
to begin! Ask your Celotex representative for the 
full story. 
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$15,000 on 300 units 


with Celotex Insulating Sheathing 





that eliminates need for corner bracing 





“We save the cost of corner bracing on our homes by using 
4 ft. wide, 25 32” thick Celotex Double-Waterproofed Insu- 
lating Sheathing. Its great structural strength enables us to 
meet F.H.A. requirements without corner bracing. Our cost 
figures show this saves us an average of $50.00 per unit, for 


a total saving of $15,000 on 300 homes so far built.” 


Charles Costanzo, President 
GARDEN CITY DEVELOPERS 
Teaneck, New Jersey 














Top choice of more and more builders today is the next leading brand. 


Celotex Insulating Sheathing. Reasons? Practical So, to move more sheathing and pocket more 


job advantages profits 


like the one reported in Mr. start now to stock, display and promote 


Costanzo’s letter, and those described below! Celotex Double-Waterproofed Insulating Sheath- 


An independent survey shows architects, too, 


ing—more and more the choice of builders and 


prefer Celotex Insulating Sheathing —2to lover —_ architects in every part of the country! 





Only Celotex Insulating Sheathing gives you all these big selling features 











1. Insulates and Weatherproofs as it builds. All 5. Permits Economical Shingle Application. New 
P at one cost. No building paper needed. developments allow quick application of wood shingles 
| 2. Laminated for Extra Strength and rigidity. All or asbestos-cement siding direct to Celotex Insulating 
. e 4 4 . . . . 
Ap gia BK s, Sheathing. It can also be used in combination with 
5 Celotex 7°32” Insulating Sheathing is made of 2 plies, ‘ ee 
Celotex Impregnated Backer Board. 
| permanently bonded. 
i 6. Double-Waterproofed. Inside, by integral treat- 


er 











3. No Corner Bracing Needed to meet F.H.A. re- 


quirements, with 4 ft. wide, 792” 





thick Celotex Insu- 
lating Sheathing. Has approximately 30% greater 






bracing strength than ordinary sheathing 





4. Goes Up 30% Faster. Easier to cut and fit. Up to 


15° less waste. 








ment that coats every fibre; outside, by asphalt coating. 
Lets you resume work quicker after rain. High vapor 
permeability, too! 


7. It is the Only Sheathing made of tough, strong, 
long Louisiana cane fibres—and protected by the pat- 


process from dry rot and termites. 


ented Ferox 
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THE CELOTEX CORPORATION, 120 S.LA SALLE STREET, CHICAGO 3, ILLINOIS 


architects prefer... 





Feature the brand builders and 


ELOTEX 


INSULATING SHEATHING 





SIGNS OF THE TI 


LIFT-OUT WINDOWS 


The key word today is ‘‘convenience.”’ 
It is wrong for anyone to think that 
our modern architects are primarils 
concerned with designing homes for 
beauty alone. The best architects 
put convenience first, then beauty. 
Architects prefer R-O-Ws by 2 to 1. 


Advertisement 


| 


R+O-W SALES COMPANY 1334 « + 68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 
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R-O-W BITS 
ABOUT BUILDING 


Reports by the U. S. Labor De- 
partment’s Bureau of Labor Sta- 
tistics and the Building Materials 
Division of the U. S. Department 
of Commerce indicate that the re- 
modeling market will be even more 
important in 1953 than in 1952. 
Expenditures for measurable re- 
modeling contract work, alone, 
amount to about 10% of new 
dwelling costs. Since this ratio is 
based only on work involving 
building permits, many authorities 
believe that 20% may be a more 
accurate relationship. 


Why the sudden spurt in remodel- 
ing? The primary reason is that 
families are larger and new homes 
are smaller than in previous years. 
Families with two children are up 
91% from 1940. The number of 
families with three children has in- 
creased 86%; with four 61%; with 
five 15%. During the same period 
the average area of new homes has 
decreased almost 25%. 


As a result, an increasing propor- 
tion of “‘house prospects” are look- 
ing for the better-bargain (and 
larger) old homes to modernize. 


As our national birth rate con- 
tinues to climb, buyer resistance 
to “peas-in-a-pod” houses mounts 
steadily. An increasing proportion 
of those who can afford any new 
home are now insisting on those 
houses which best combine individu- 
ality, charm and value. Many builders 
are now leaning away from the 
sterner modern designs which tend 
to “type” homes and are blending the 
best of traditional charm with the 
functional advantages of contempo- 
rary structure. The farm-rambler 
shown below was recently completed 
by the firm of Korzon and Colvard 
who are now building many highly- 
individualized homes in the Birming- 
ham, Michigan area. 
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Advertisement 


Rental vacancies appear to be 
increasing in San Francisco, Port- 
land and Indianapolis. As national 
percentages of ownership by indi- 
viduals grow larger, additional 
areas of rental overbuilding will 
appear. Municipal authorities are 
becoming increasingly cautious 
about lending their support to pub- 
lic housing or redevelopment proj- 
ects. The state of New York, where 
only 38% of the families own their 
own homes will be least affected by 
this shift in building requirements. 

Unusual tornado activity along the 
East Coast and in the Mid-West has 
resulted in at least a temporary in- 
crease in demand for new homes with 
basements. In addition, some builders 
are offering homes with the inexpen- 
sive type basement lean-to shelters 
tested by civil defense officials in the 
two houses exposed to the Nevada 
Atomic explosions of last March 
17th. The tests are claimed to have 
demonstrated that the resiliency of 
wood made it the best material to 
withstand atom blasts. Independent 
experiments indicate also that wood 
sash and frames withstand shock 
better than those fabricated with 
other materials. 


Donald Semling, president of 
Wisconsin Window Unit Co. 
at Merrill, Wisconsin, recently 
released aerial views of his expanded 
plant. Semling reports that part of 
this expansion was needed to take 
care of his increased sales of 
R-O+-Wdouble-hung units and that 
additional space was needed to 
meet the growing demand for the 
new R-O-W HIGH-LITE gliding 
windows. 

HIGH-LITES, designed for high- 
wall installation, insure privacy in 
bedrooms and baths and provide 
additional wall space. 


Mr. Semling says that builders 
who have used R-O-W HIGH- 
LITES are enthusiastic in their 
reports of buyer acceptance and 
the accelerated purchasing of homes 
with “the new windows which face 
the realities of urban living.” Fur- 
ther information about the sales- 
making HIGH-LITE horizontal 
windows is provided in a colorful 
brochure now being sent to those 
who request it from R+O-W Sales 
Company at the address shown 
below. 
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LIFT-OUT WINDOWS 
SIGNS OF THE TIME 


Eliminate the annoyance and hazard 


of climbing ladders to wash windows. 
R-O-W patented construction permits 
removal of the window from inside 
the house for easy washing, painting, 
or glazing indoors. And—snug-glide 
construction is an R-O+-W exclusive. 


R+O*W SALES COMPANY 1334 «+ » 68 ACADEMY AVENUE « FERNDALE 20, MICHIGAN 
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You'll Find 


Cement Finishing Trowel 
Sad 
* 
Sales and Profits 


Brick Trowel 


OLS 


Plastering Trowel 


It’s easy to sell the masonry tools your customers know 
and trust. Goldblatt is the best-known tool company in 
the trowel trades. For more than 65 years, craftsmen in 
these trades have depended on Goldblatt for finest 
quality tools that are comfortable, easy to handle and 
help them do their jobs better. 

The continuous broadening of Goldblatt’s reputation 
is assured by extensive consumer advertising. Here 
again, Goldblatt leads the trowel trade industry! 

Take advantage of this pre-selling that Goldblatt 
does for you—offer your customers the tools they want. 


Write Today for Free Catalog 


Write for your copy of Goldblatt’s 
illustrated catalog describing the 
largest and most complete line 
of masonry tools and supplies. 


La 
Cyoldblatt TOOL COMPANY 


1924A Walnut Street, Kansas City 8, Mo. 


Ist Choice of the Trowel Trades 
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Letters to the Editors—— 


To the Editor: The ADservice has been very helpful 
to us in the laying out of our local newspaper adver- 
tising. The cuts are very good and display items or 
jobs that would be difficult to find in other sources. 

William Leiber, Leiber Lumber Co., Inc., Neenah, 
Wis. 


To the Editor: We are the advertising agency for the 
Thompson Lumber Company, 612 South Neil Street, 
Champaign, Illinois, and have had a chance to look 
over several proof sheets of 
pages. 


your ADservice mat 
I feel that we will be able to use the complete series 
. even the spring ads will be usable next year and 
valuable to us. 

Would you please send us direct, the mats and a 
proof sheet of each page and also bill us for $3.95 
per page. 


be 


Congratulations on a fine promotion and the valu- 
able service you are lending lumber dealers! 
Helen L. Malott, Grubb & Petersen 


Advertising, 
111 N. Market St., Champaign, Il. 


To the Editor: Your material for advertising is just 
grand. We liked it very much. In the near future, we 
are sending direct mail pieces to our customers ex- 
plaining ‘“‘How-to-do-it.”” Our suppliers are furnishing 
the material. 


Torno and Donaher, Inc., Building & Mason Sup- 
plies, Post Road, Westport, Conn. 


To the Editor: I personally think, after reading some 
of the advertisements in yesterday’s Chicago and 
Milwaukee papers, that retail lumber dealers do have 
a problem in the proper type of advertising. If 
through your efforts this can be eliminated, you will 
have done a terrific job for the industry. 


H. P. McDermott, Secretary, Wisconsin Retail Lum- 
bermens Association, Milwaukee 2, Wis. 


To the Editor: I have just been re-reading some of 
your “Patterns for Survival’ editorials in the 1950 
American Lumberman. 

When people save and re-read editorials in trade 
papers, that is an achievement! It is also an indica- 
tion that you are wielding an influence for good upon 
the industry that is far more potent than the super- 
ficial and temporary influence of most editorial com- 
ment. 

May you long continue to exercise that influence! 

Findley M. Torrence, Secretary, The 
tion of Retail Lumber Dealers. 


Ohio Associa- 


To the Editor: We are interested in knowing more 
about the ramp shown on page 16 of your Jan. 26th 
issue. Can you tell us where to write, for more de- 
tails? 


Harry W. Frey, Frey Bros. Lumber Co., Inc., Mich- 
igan City, Ind. 
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GATES...THE ORIGINAL TWISTED WIRE TIE 


CONSTRUCTION DETAILS 


This foundation, 453 sq. ft. (one side); built using 
1x8” sheathing, 150 3’6” rods and 150 8” ties. 


Completed in 20 man hrs., stripped in 6 


man hrs. 























S 
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Here are three actual foundations, each a recently built custom installation, 
each accompanied by actual time breakdowns which prove the great 
savings accomplished by the use of the original twisted wire tie, 
developed and manufactured by Gates and Sons. 
Compare this data with your own local cost figures. 
Greater savings can be obtained on project building. 


CONSTRUCTION DETAILS 


This foundation, 351 sq. ft. (one side), 
using 1”x8” sheathing, requiring 
118 3’6” rods, 118 8” ties. 

Completed in 14 hrs., stripped in 











5 man hrs. 


CONSTRUCTION DETAILS 
This job, involving 1215 sq. ft., 8 win- 
dows, 8” wall, 7’6” high; completed 
with 180 8’ rods, 600 8” ties using 
1x8” sheathing. (The job included 
building, setting windows, establish- 
ing grade, lining forms, wrecking and 
cleaning lumber.) 

" Completed in 53 man hres., strip- 
S .» ped in 17 man hrs. 
76 
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“HARDWOODS: 


eer SS ARS x! ‘ 

. Pa i es ‘ . 
eS ete fhe setup eA ae el 5 
TO VE RES TERRI FT. 


Consult the tirms on this page tor your 


For well over 50 years Northern Woods have been recognized tor their high quality. The 
Northern Lumber Mills are better equipped toaay than ever beiore to serve you with well- 


manutactured, accurately-graded Northern Woods 
requirements in Northern Woods 
. . Goodman, Wis. 


“Goodman Lumber Company . 
Rotary cut veneers. 


* . 
+Boehm-Madisen Lumber Co. Mitwaukee 3, Wis. 
Mills: Lake Linden, Mich., White Lake, Wis. Mirs. Hardwoods Northern Hardwoods. Hemlock, White Pine. Basswood. Hard 

and Hardwood Flooring. EK. D. facilities available. L.C.L. ship- wood Dimension. Planing mill. Dry Kilns. 

woods trom stock at Thiensville. Wis. 
* . : 
Michigan Pole & Tie Co. . . . . Newberry, Mich. 
Old Faithtul Hemlock. NORTH- 
iling. Excellent 


ments kiln dried har 
Sault Ste. Marie, Mich. 
Hemlock, White Northern Hardwood Lumber, 
ERN WHITE PINE, NORWAY PINE and Piling 
Transit Millworking Facilities. 


Cadillac-Soo Lumber Co. . 
Hard Maple a Specialty. 


Northern Hardwoods, 
Modern Dry Kilns. Facilities for Surfacing. Resawing. etc. 
Ironwood, Mich. 


Pine. 
+ 
Abbott Fox Lumber Co. . [on Mountain, Mich otal 
Manutacturers and Concentrators of Hardwoods, Hemlock and Roddis Plywood Corporation 
White Pine. Planing Mills. Dry Kilns. Sadiia ier 6 Veneer Go. tb Sh. « 
Roddis Lbr. & Vegees “. Ltd. 5° og lg — ne —_ 
. Compl. stk. N. Hdwds.. Hemlock. W. Pine. Cedar Prod., Maple. 
*+Connor Lor. & Land Co. 1 Mills: Laona, Wis.) Sales Marshfield, Wis. Birch. Fig. Hdwd. Ven'r'd Doors. Plywd. Mod. Dry Kiln facil. 
D. & A. D. Hardwoods. Hemlock, W. Pine—Cedar Shingles. 
Posts, Poles—Laytite Rock Maple & Birch Fig.—Dimension stock. 
* . 
Ahonen Lumber Co. 2 =. =.) . .) S.~sArnwood, Mich. 
Northern Hardwoods, Hemlock, White Pine. Spruce. Planin 
Sales agents for the “AAA bran 


K. 
Marquette. Mich. Mill—Modern Dry Kilns. 
MFMA Hardwood Flooring. 


Schneider Bros. Lumber Co. =— 
Northern Hardwoods and Hemlock, Hardwood Dimensions. 
oe Hardwood Turnings. Hardwood Pallets—any size. Pian- 
ing Mill and Dry Kilns 


Marshfield & Park Falls. Wis. 


*Copeland Lumber Co. . 
Millis — Mar wens and Cusioe, Michigan 
AGO — 135 S. La Salle St. 


Oconto, Wis. 
Sales Office — 
Hardwoods. Witte Pine and Hemloc 


“Holt Hardwood Co. =. wt 
Birch. Beech, Oak Flooring. ” strip. Assembled Block 
all types Heavy Duty Flooring. 
. Phelps, Wis. 


Maple. 
Herringbone. Parquetry types: 


Menominee, Mich. . 
C. M. Christiansen Co. 
Ap omnes Wisconsin lumber manutacturer — Hardwood. 
te Pine, Hemlock and Cedar Products. 


J. W. Wells Lumber Co. 


* 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 
Custom kiln drying. Upper grades Hard Maple and Birch lumber, 


Mills at Soles Neenah, Wis. 


rough 
“Te oe ae AM. ;' 
Chicago, I “Wm. Bonitas Lumber CO. (ore Sucy,) Sales 
Northern Hardwoods, White Pine. 


Edward Hines Lumber Co. 
Mill at Bergland, Michigan 
-77 W. Washington St.—Chicago 2 ‘ 
Modern Dry Kilns. Expert Millwork 
*Member Northern Hemlock & Hardwood Mirs. Assn 


Scales Office— 
Hardwoods, Hemlock and White Pine. Planing Mill and Dry Kilns 
tMember Maple Flooring Mirs. Assn. ' 
CSS Ss SS SI a eae 
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Sometimes 

A DOVBLE-BARRELED 
PROGRAM 

ig called for ! 


at 


Today’s paint merchandising problems call for a 
double-barreled sales approach, too. One barrel to 
wing the huge home-owner market and the 

other barrel to cover the professional painter 
market. The next three pages outline such a 
double-barreled program ... and YOU are 


invited to participate. 
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Look at these exciting WEEK-END DECORATOR’ selling tools! 


“WEEK-END DEC- 
ORATOR CORNER" 
DISPLAY 


Sturdy construction, 
stands 54” above 
table or counter 
level. A dominating, colorful sales 
maker—helps you set up « Week-End 
Decorator Headquarters. Displays 
paint, brushes, rollers and other items. 


Pe, 57 SPECIAL CAPS, 

\"s Ne, BANDANNAS, 
ye mos APRONS 
Your customers will go for these 
amusing and gay novelties that em- 
phasize the ‘‘fun’’ aspect of Week- 
End Decorating! 


HOW-TO-PAINT 
BOOKLET 


Complete, colorful, 12- 
pages. Tells your customers how to 
get started, what they'll need, how to 
go about their Week-End Decorat- 
ing. Saves you time! 


WINDOW AND WALL POSTER 


Big, 22” x 40’—colorful poster for 
walls and windows flags your custom- 
ers, tells them your store is Week- 
End Decorator headquarters. 


ce NEWSPAPER MATS, 


‘\e)\ RADIO COMMERCIALS 


a AK 4 
a4 
Everything you need for 
local promotion of your 
store. Be the first in your community 
in developing this tremendous paint 
and sundry selling opportunity! 
Many, many other sales-helps avail- 

able. 
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THE 


WEEK-END. ts you ot «BIGGER shor 
| IF (ORATOR the Homeowner’s dollar! 


PROMOTION 


You know what a big thing the homemaker’s 
market has become. . . how sales to home- 
owners have soared. Yet there are thou- 
sands of families today who are putting off 
painting that should be done . . . simply be- 
cause they don’t know how economical .. . 
how easy... and how much fun... it can be! 


That’s where the great new Week-End Dec- 
orator Campaign comes into the picture... 
and here’s the way it works for you: Scores 
of the country’s leading paint and paint 
accessory manufacturers are tieing the 
Week-End Decorator promotion into their 


own advertising and promotion plans start- 
ing September 1. They’ll be offering you a 
host of point-of-sale and advertising tools to 
help you sell your customers on becoming 
“‘Week-End Decorators.” It’s backed by 
full-page ads in Better Homes and Gardens, 
too! 


THE KEYNOTE IS: “It’s Easy—it’s Fun—to 
be a Week-End Decorator!” All the ads, dis- 
plays and sales tools carry through the “‘easy 
and fun” angle, and tell your customers they 
can decorate a room for “‘less than $8.00 
or $9.00.” 


Here’s a promotion that will make you scores 


of new paint customers 
Raa 


Ask your paint supplier to give you the 
complete story on how you can double 
—yes, and triple—your sales to home- 
owners by tieing your business into 
the Week-End Decorator Promotion. Or, 
if you want the good news immedi- 
ately, use coupon at right. 
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You could sell a lot more paint if your painting contractor 
customers were better salesmen of paint jobs. 
To help the contractor sell his services more effectively, 
we've collected the sales experiences of scores of top pro- 
fessional painters. And we’re passing on 
these selling aids in two forms. 
FIRST . . . an illustrated booklet, “101 
Sure-Fire Ways To Sell More Paint Jobs.” 
A brief and breezy, cartoon-style, easy- 
to-read handbook that includes tips on 
locating prospects, presenting the story, 
and closing orders. This vaiuable 24-page 
selling guide is being made available for 
your distribution to painters. Check with 








Aoshi Loktaarth beach sub casio 2 
| better, because the oil molecules are re-shuffled 
f and interlocked by Pol-mer-ik’s special heat im 





SECOND .. . a fifteen-minute sound-and-color slide-film 


available for group showings. A “natural” for your 
painter meetings! 





- 


Archer Daniels-Midland Co. 

691 Roanoke Bidg. 

Minneapolis, Minn. 

C) Please send free copy of the booklet, "101 Sure-Fire Ways 
To Sell More Paint Jobs.” Additional copies at cost. 

C) Please send me information regarding the availability of 
the film "101 Sure-Fire Ways To Sell More Paint Jobs.” 


Send to: 
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FE GEE modern wood windows 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fit with 
. modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling touch 
for any type of construc- 
tion...any kind of interior. 179 
styles and sizes of all-wood casement, 
picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home. And 
you can “Clean the Outside from the Inside”. 


“ribbon-styled”.. . long—low— beautiful! 
New type construction 
oo 
..- designed to emphas- ify; aia ee 
ize the modern lines of — =e 
ranch-type and con- in je pre 
temporary homes, with al 
all the warmth, charac- |f* 


} 
ter and practical advan- aes 


light and airy for health and comfort 


Bee Gee Windows open your home 
to nature's air and sunlight! And 


: PA - tages that only wood 1x q: 
Bee Gee's Pressure Vacuum Venti- windows provide. aig 
Ae lation” is scientifically engineered to nail a 
FRESH ll in fresh air fro f 3 direc- ae 
pu in fresh air m any Oo irec "] ats tyle 
tions of wind and exhaust stale air every window avail ein2s e <a 
at the same time...the only window T 


on the market to give this truly 
complete room ventilation. 


State 








Style “A"—a brilliant expanse of unob- 
structed glass. Style “B"—the glass di- 
vided to give you long horizontal lines. 
i Choose the style that best fits your home. 
ease of installation spells economy y 
eo STYLE B 
































BROWN-GRAVES CO. 
Dept. AL-107, Akron 1, Ohio 


/ Please send my FREE Bee Gee Window Catalog 
GET with complete data and specifications. 
YOUR tama [] builder [] architect [] dealer [] jobber 
: ‘ — FREE 
A Complete Window.. Ready to Set in the Wall. Nailed in Place... Ready to Use! 7, _ 


BEEGE 
BROWN-GRAVES Cc AKRON 1, CATALOG 


e OHIO 


ADORESS 
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Advertisement 


HOTTEST NEWS IN 
THE BUILDING FIELD! 


AMERICA’S 
FINEST 
GARAGE 

DOOR 





a ee ee Leen 


ana ee a 











Stock Em and Youll Scll'Em 


Here’s the one-piece all-steel garage door you've 
been looking for. It's new from stem to stern. 
Boasts six startling exclusive features. (See oppo- 
site page.) One man can install it in less than 
60 minutes. Cost-conscious builders, architects, 
and home owners from coast to coast are 
demanding this new Berry Door because of its 
smart appearance, its floating action, its low 
price and light weight. 


If you’re not handling this amazing new Berry Door 
now write us today for full details, prices and the 
name of your nearest jobber. 





STEEL DOOR CORPORATION 


359 S. JESSIE ST. ° PONTIAC, MICHIGAN 





REVOLUTION BREWING 
IN GARAGE DOOR FIELD 


The day of the steel garage door is 
here—more and more the public, the 
builder, and the architect are demand- 
ing steel garage doors because they're 
light in weight, less expensive, easier to 
install, and much quieter. Furthermore, 
they won't warp or rot and a single coat 
of paint will last for years. These plus 
features of the steel garage door are 
causing a revolution in the garage door 
field, says Glen Berry, president of the 
Steel Door Corporation, Pontiac, Michi- 
gan. 


Glen Berry 


According to Berry the steel garage 
door will replace the wood door in other 
parts of the United States as it has in 
Michigan, the Pacific Northwest, Canada, 
Florida, etc. 

“An American Lumberman survey 
taken in 1950 showed that 85% of 
garage doors sold by lumber dealers 
were wood and only 15% were steel. 
Experts forecast that by 1958 steel 
doors will have captured 50% of this 
market and that the trend will continue 
progressively in favor of the steel 
garage door. 

“With this in mind,"’ continued Berry, 
“it's easy to see why more and more 
lumber dealers are taking on our revolu- 
tionary new Berry Door and selling it in 
preference to a wood door. 

“Because of this growing trend to 
steel doors,” said Berry, ''we have com- 
pletely re-designed the Berry Door so 
that it will be superior, even in 1963, 
to wood doors and to any other steel 
door in the United States, or Canada. 

"If you've seen the new Berry Door 
I'm sure you'll agree that we accom- 
plished this objective. If you haven't seen 
it write me for full details and prices at 
the Steel Door Corporation, 359 S. 
Jessie St., Pontiac, Michigan. You'll re- 
ceive the information you request by 
return mail.” 
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HOW TO SELL 100 GARAGE 
DOORS A WEEK 


Arthur Winfree, National Sales Manager, 
Steel Door Corporation, recently re- 
vealed that his company has developed 
@ unique new inexpensive method of 
selling garage doors. This sales plan was 
first tested in Detroit, which is the most 
competitive steel garage door market 
in the U.S. In a little more than six weeks 
time the sale of Berry Garage Doors 
had passed the 100 a week mark—and 
is still going up—all from one outlet! 


ARTHUR WINFREE 


This feat becomes even more startling 
when you consider the fact that no Berry 
Doors were sold in Detroit in 1952. 

“From no business at all to over a 
hundred doors a week in such a short 
space of time is, we feel, a remarkable 
accomplishment,” said Winfree. "We 
are offering this entire plan exactly as 
used in Detroit to any jobber or dealer 
in the United States or Canada who 
wants to really get himself back into 
the highly profitable garage door 
business. 

“To us,"’ continued Winfree, ‘this is 
the first time in years that the dealer has 
had the opportunity of recapturing the 
garage door business lost to the spe- 
cialist who, in most cases, buys direct 
from the jobber or manufacturer. 

“The revolutionary new Berry Garage 
Door, together with our tested and 
proved method of selling promises to 
change all this. With this new sales plan 
and the new Berry Door there's no 
reason in the world why any dealer or 
jobber can't double, or triple, their 
garage door business.” 

For full details on the revolutionary 
new Berry Door and the startling new 
sales plan, write to: Arthur Winfree, 
National Sales Manager, Steel Door 
Corporation, 359 S. Jessie St., Pontiac, 
Michigan. 
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Advertisement 


THE REVOLUTIONARY NEW 
BERRY GARAGE DOOR! 


7 AUTOMOBILE TYPE RUBBER 
oon 


MOUNTED WINDOWS FULLY RUSTPROOFEO— ¢. } 


lasts o lifetime 


SMART 
STYUNG 
a TROUBLE FREE EASY-GUIDE 
soles bie- 
EXCLUSIVE NEW SOUND TRACK for long trov' 
DEADENERS for quiet appeal free life 


operation D fs 
- 


9 








EXCLUSIVE 
ADJUSTABLE TRACK 
HANGER speeds 
installation 





EXCLUSIVE AUXiIL 
IARY LIFTING ARM 
for better, 


= service | . r et ida el Z “gh, 


NEW TYPE SPRING TENSION 
ADJUSTMENT helps eliminate 
service calls 








REVOLUTIONARY EXCLUSIVE NEW 
STABILIZING ARM eliminates 
sidesway 


r. Sly 
Vee 
is 


1 
\ NEW, FACTORY IN 
STALLED LATCHING 


MECHANISM 
\| (latches both 


EXCLUSIVE BOTTOM AD 
JUSTABLE WEATHER SEAL 
AND NEW TOP 
WEATHER SEAL assure 

tight fit 


“Americas finest garage door 
mericas guest 
Track style available in 8 x 7,9 x7, 16x 7 and 18x 7 
Canopy style available in 8 x 7 and 9 x 7 


EXCLUSIVE DIAGONAL GRID DESIGN 


sides) speeds 
for greater strength — installation 


No other garage door in America has so many sales 
features. No other door is so easy to sell. The entire trend 
in the building industry is to use steel instead of wood 
wherever possible. If you’re not handling this startling 
new Berry Door hop aboard this profit train. Write us 
today for the name of your nearest jobber. Be the first in 
your area with the finest garage door in America—the 
new Berry Garage Door. 


PIN ME TO YOUR LETTERHEAD AND MAIL TODAY! 


STEEL DOOR CORPORATION 
Dept. 1 
359 S. Jessie St., Pontiac, Michigan 


\ 


| want aboard this new profit train. Rush me full details, prices and name of nearest 
jobber for the new revolutionary Berry Garage Door! 


Name 
Address 


City 





NORTH IDAHO 


Why is North Idaho Engelmann Spruce 

a NEW WOOD? Because it’s different from 
other and commoner Spruce Species. 
North Idaho Engelmann Spruce Trees are 
big, sturdy forest giants growing at high 
elevations. They often are 3 feet in 
diameter and more than 100 feet high. 
Why is North Idaho Engelmann Spruce 


a BETTER WOOD? Because our mills and 





men have perfected methods of good 
manufacturing and scientifically controlled 
kiln drying to insure uniformly high 
quality, dependable lumber. 

Lumber that is especially good for 


D Furniture and Interior Finishes. 








ACK RIVER SALES CO. 


SPOKANE, WASH. P.O. BOX 64 e TELETYPE SP. 105 ° TEL. MAdison 0121 


Managing Sales For 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sondpoint, Idaho Gibbs, Idaho Thompson Falls, Mont. 


Contact your wholesaler or Pack 
River Sales Co. 
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The quality, strength and stamina that de- 
liver satisfactory performance under tough 
oil-field conditions mean low-cost mainte- 
nance, long life, and profitable payloads in 


every hauling operation. 


BUY AUTOCARS...CUSTOM BUILT 
TO YOUR REQUIREMENTS 























Clip this coupon...mail it today 


r 


AUTOCAR TRUCKS 


The Autocar Company, Ardmore, Pa. 


The Autocar Company, Ardmore, Pa. 
Please send me more information about Autocar: 
custom-built to my needs. 
Factory Branches and Distributors from Coast to Coast 
n the United States and Canada 
oa 
Export Division: 


Drexel Building, Philadelphia 6, Pa., U.S.A. 


Name 

Firm Name 

Address 

Number of trucks in fleet 
Type of Operation 


2U0G 
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and you’ll be surprised how the extra “spring-back”’ of 


BARRETT SPUN WOOL simplifies your handling, 


storage and selling problems! 


The high resilience of Barrett Spun Wool offers rock 
wool dealers a tremendous advantage. A revolutionary 
pinning process makes it possible to compress Barrett 
Spun Wool to 60% of its bulk store it for months 


insulation value due to greater thickness when in- 
stalled and greater number of permanently retained 
air spaces. And Barrett Batts are a cleaner, more 


“shot-free” product that costs no more than ordinary 
yet the pring-back” action snap batt back into rock wool 


full thickness in a wink. It’s ready for immediate 
application! Just think of the handling and storage 
problen this process eliminates 


Use the Barrett name and promotional material to 
advantage. Homeowners are familiar with the repu- 
tation Barrett has built as a leader in the building 


assure materials field. Reminding them of Barrett’s reputa- 
a firmer batt that is easier to handle, cut and fit on tion for quality helps build your sales! 
the job 


And the longer fibres of this mineral wool 


Because Barrett Spun Wool won't crumble or settle, 


it’s easier to sell, You can offer customers greater BARRETT DIVISION 


Wied | ALLIED CHEMICAL & DYE CORPORATION 
hemical 
+ 40 RECTOR STREET. NEW YORK 6.N. Y. 
205 W. Wacker Drive, Chicago 6, Il! 


36th St. & Gray’s Ferry Ave., Philadeiphia 46, Pa. 


Reg. U.S. Pat. Of 1327 Erie St., Birmingham 8, Alabama 
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his advertisement pulled 


over 25,000 inquiries 
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BEAUTIFUL, MODERN 


Bruce PREFINISHED 
Oak Floors 


Your choice of Block 


Strip, or Ranch Plank 


Easy to lay right Over 
your old floors 


**eMO sanding or finishing 
1 economic al 


to give your home the 
of modern oak floors ~ - + with all 
the glamour of na 


tionally famous Bruce Prefinishe. 
Hardwood! In only a few tours, your living room, 
bedroom, dining room or that unfinished 
vtairs—will glow with a style as modern 
‘ou can choose Bloc k, Strip, 


or Ranch } 


Now it's easy anc 
new beauty 


room. up- 
as tomorrow, 
lank design, 
loors are completely finished—eyen 
at the factory, Just cover old floor or 
subflooring with felt paper and nail down ¢t} 


quality oak. No sanding or finishing , , 
smell, Ready for use as 


home y ill have the rich 5 
ry leading i 


smooth 
lis highest 


- NO mess or 
Soon as it’s laid , , . and your 


tyle and lasting beauty chosen 
nterior decorators, 


It’s ECONOMICAL! A 
will cost you less than a 
will last the life of you 
“Scratch Test” 

scratch, chip ori 
estimate 


new Bruce Hardwood Floor 
good rug or carpet... and 
tr home. The famed Br 
Proves this durable 

nar. Ask your lumber 
° Mail Coupon below for colorf 


uce 
finish doesn't 
dealer for an 
ul literature. 


MAIL FOR FREE LITERATURE 
E. L. Bruce Co., Box 397-E, Memphis Ss 
Send me complete, free information on 
Bruce Hardwood Floors, 


a 


Tenn, 


Prefinished 


| he 
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Wide Andersen Casements with picture sash 


Now! New wider sizes, wider 


Two glazing styles in wide casement sash... horizontal or one-light—Norman Johnson, architect 








25 STOCK SIZES ADDED 
BY NEW SERIES OF UNITS 


Just look at the pleasing effects possible 
with the new wide Andersen Casement 
Window Units! With 414” added to the 
sash opening, the new series gives larger 
glass areas, makes the distinctively narrow 
Andersen Casement mullions look even 
narrower. Particularly in the 5’ height, 
sash proportions are more pleasing. 

There’s greatly increased selection of 
sizes, too. The wide casements add 
stock units to the 34 formerly shown 
































Wide Andersen Casements for both view and ventilation—Charles Klopp, architect, Palatine, Ill. 


selection in Andersen Casements 


Andersen in its unit catalog. And keep in Gudersen Corporation » BAYPORT * MINNESOTA 
mind, architects and builders can combine 

stock Andersen Casement Units and pic- FAMOUS TOR COMMETE WORE WInEOW UMiTs 

ture windows so that the number of pos- 
sible combinations has no limit! 

Sash of the new wide Andersen Case- 
ment are 1’-1014" wide. Available in single A N ry E R S E M 
light or horizontal light glazing. Also . 
groove glazed single light with new deuble 
insulating glass. Five heights and five 
widths, plus combinations with picture 
windows. TRADEMARK OF ANDERSEN CORPORATION, WIND 

For more information, see your mill- 
work distributor or write Andersen Cor- 
poration, Bayport, Minnesota. 


For information see your WINDOWALL distributor or write Andersen Corporation, 
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The heart of the 6-wheeler is the bogie 


SS 





Proved bogie design. International RF-210 Series, GVW rat 
ngs, 37,000 to 45,000 ibs. Gasoline, LPG or diesel power 


“Tough Job” engineering has made International Trucks 
the heavy-duty sales leader for 21 years. International 
6-wheelers give you proved performance PLus the famous 
International bogie with the third differential. 


INTERNATIONAL BOGIE ADVANTAGES 


The third differential and power divider allow each 
wheel to rotate independently. There is practically no tire 
scuffing, “axle fight” or power loss. Perfect matching of 
tires is unnecessary. Fuel consumption is lower. Under 
adverse conditions, the third differential can be locked 
out, giving positive traction to both axles. 


Abnormal tire wear eliminated because International 
bogie design always keeps wheels parallel to frame. 
Reduces road shock by 50%. “Walking action” design 
keeps chassis frame and body level while bogie “walks” 
over obstructions and levels out the road. 


Extra strength without extra weight. More payload 
per pound of chassis weight results from elimination of 


INTERNATIONAL LEADS 
"WHEELER FIELD 












Proved performance 





makes the sales leader 


your best buy 















unnecessary dead weight. Strength is concentrated where 
needed. 


Load stresses equalized. Load is carried from the frame 
to the axles at four points. 


Compare performance... value... and price. Get all the 
facts on International 6-wheelers—proved for top perform- 
ance and greater operating economy—from your Interna- 
tional Dealer or Branch today. 


INTERNATIONAL HARVESTER COMPANY - CHICAGO 





23 New 6-Wheel Models. GVW ratings, 22,000 to 90,000 
lbs. Engines from 130 to 356 horsepower. Choice of gaso- 
line cr LPG fuel systems. Diesel engines available for 
models with GVW ratings of 30,000 lbs. and over. Trans- 
missions, axle ratios for any needs. America’s Most Com- 
plete Line—168 basic models from 42-ton pickups to 90,000 
lbs. GVW off-highway models. 














international Harvester Builds McCormick Farm Equipment and Farmall Tractors... Motor Trucks... Industrial Power... Refrigerators and Freezers 


Better coads mean a better America 


INTERNATIONAL TRUCKS 
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‘Standard of the Highway” 






Now you can win the growing 
“‘l0- It yourself” market with 


NEVAMAR 


THE PRE-FINISHED SURFACING MATERIAL 





Revolutionary new adhesive makes 
it easy for any one to re-surface 








Now you'll sell more NEVAMAR than ever before because a new, 
specially developed adhesive makes it possible for anybody to 
apply. No longer is it a job for an expert. No clamps or special 
tools are necessary. Any handy man can do a top-notch job of 
re-surfacing with NEVAMAR. With the new wonder adhesive, you 
simply coat the surface to be covered, coat the sheet of 
NEVAMAR and press down. That's all! 


NEVAMAR has hundreds of uses in the home where a beautiful, 

super-smooth, colorful NEVAMAR surface will be welcomed. Use 

it on tables, counters, desks, bars, sink tops, wall panels. It never 

needs painting or refinishing . . . resists stains, scars, dents—even 
y eS cigarette burns! 


NEVAMAR Show your customers how easy it is to apply NEVAMAR and 


watch this source of extra business grow and grow. 


For NEVAMAR samples and brochure, write to The Nevamar 
Company, 1224 Wicomico Street, Baltimore 30, Maryland 


DISTRIBUTOR: THE NEVAMAR COMPANY, BALTIMORE-30, MARYLAND 


| NATIONAL 2.2 Zoalecté Cone rang 


Manufacturers of Nevamar High-Pressure Laminates - SARAN FILAMENTS - Wynene Molded Pr i 


NEVAMAR conforms to ODENTON, MARYLAND * NEW YORK: EMPIRE STATE BUILDING * LOS ANGELES: 5025 HAMPTON STREET 


NEMA specifications 
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“Her act is really clicking now that 


EVERYTHING HINGES ON HAGER S:' 


FREE! i: you enjoyed laughing at Herb Brammeier’s mirth-making cartoon 
this month, send for Hager’s new book containing 28 full-size popular 
“Everything Hinges on Hager” cartoons! 't’s FREE! Just address 


C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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Box Gutter—complete line of rain goods— 


gaivanized and copper 


OS POLLS 
e2%e%e% eee eee". 
ISO I8 OS SOS SO SOR 
e%e%ate. 
25252 S22 


Metal Lath 


) ' ; 
ri y t 


Ridge Roll—full range of galvanized rox 


ICcE rie 


Cut shipping... buying... 
bookkeeping costs 


In these days of competitive selling it's just 

good business to watch costs. 

Here Ceco offers you welcome help with a 

1-stop service plan—one source, one invoice 

takes care of your metal building product needs. 
Ceco offers you the widest variety of products. 

You can cut shipping costs with mixed shipments... 
and know in advance what total costs are. 


So deal with Ceco for the best deal ever.. 


enjoy fast dependable delivery. (cnco) 


no- cen 0-0 cen 
Ia construction products 
CECO ENGINEERING 
mates the big dNerence 


CECO STEEL PRODUCTS CORPORATION 
Off } 


ind fabricating plants in pr 


General Office 601 W. 26th St., Chicago 40 




















ae When you handle the 
<— —— TE —— < of a 

: American Fence an 

# ESE asf Pan Wire Products you ex- 
; ’ Ze Lf Gg m 6tend the sales poten- 
. ; tial of every depart- 
ment of your business. 


4l ; 44 Here are just a few 
and you spread the ‘‘welcome mat tom ese 


be quick movers: 


for bigger business! i= 


ou make a strong bid for bigger business when 
Y you hang out the “American” dealer sign. Farm- 
ers will go out of their way to trade where the well- 
known “American” sign is displayed, for they are 
familiar with American Fence . . . are already sold 
on its advantages. 

A lot of pre-selling of American Fence is done for 
you through consistent advertising in leading na- 
tional and farm magazines, reaching some six million 
farm homes. The hard-selling advertisements feature 
actual, believable testimonials of farmers who have 
proved the staying power of American Fence on their . 
farms. On radio, too, your prospective customers are 
reminded to look for the dealer who carries products 
bearing the U-S-S trade-mark. And effective direct 
mail literature, catalogs and folders are supplied to 
American Fence dealers to help them keep in touch U-5-5 American Poultry Netting. 
with their customers and prospects. Lo eae ea 
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The best business-booster you can have, of course, 
is American Fence itself. It’s a quality product, de- 
signed for long life and easy erection. It’s a good- 
looking fence, sturdily constructed and smoothly 
coated with heavy galvanizing that fights corrosive 
effects of bad weather. 

Use the pulling power of American Fence to widen 
your trading area, increase your volume, boost your 
profits. Remember— 


ELE S M70 American Fence i? asé an any oer brand / U-S:S American Tie Wire For Automatic Balers. 








AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA, 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S AMERICAN FENCE 
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“It's open and shut with no work at all..." 
RaW bo’ Garage Door Operators 


Go 

















These R-W Features 
ARE IMPORTANT SALES MAKERS 


@ Easy to install—Completely assembled, with track, in a single 
carton at the factory. 


@ Easy to service—Simple adjustments requiring no special tools, 
keep the doors working smoothly. 


@ Safe—A large friction clutch prevents operational failures with 
resulting damage to property. In power failure doors 
may be operated manually. 


And FOR UNBEATABLE CONVENIENCE, IT’S 
R-W 999 GARAGE DOOR HARDWARE 


Here it is...complete overhead 
garage door hardware conveniently 
packed in one box. No, 999-1 for 
doors up to 9 ft. wide weighing not 
more than 200 lbs.; No. 999-2 for 
doors up to 16 ft. wide weighing 
not more than 375 lbs. Write for 
folder giving free details. 


7oeo £3" 


226 THIRD STREET, AURORA, ILLINOIS 





Check these two R-W con- 


trols, engineered for depend- 
ability and efficiency: 
J —sNo. 1251 Standard Control 


— operates from driveway key 
switch. 


TS \ Ow 
1 3G 
= 


No. 1504 Radio Control 


—operates from dash con- 

trol button, opens and closes 
doors within 75 feet. Also 
operates doors from inside 
garage. 


For complete information 
on R-W AuT-o-DoR line 
write for catalog num- 
ber A-87, 


RICHARDS 
wiLcox 


Reg. U. 8. Pat. od. 
SLIDING DOOR HANGERS & TRACK e@ FIRE 
DOORS & FIXTURES @ GARAGE DOORS & EQuIP- 
MENT @ INDUSTRIAL CONVEYORS & CRANES 
@ SCHOOL WARDROBES & PARTITIONS e@ 
ELEVATOR DOOR OPERATING EQUIPMENT 
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Decorator Doors help bring 
new color interest to the 
home. Notice how this 3- 
panel “Rancho” door har- 
monizes with room colors. 












Look what happens when people find out 


about Frederosa Fixe lecorator doors 


They're coming by the thousands—requests from home owners for informa- 
tion about Ponderosa Pine Decorator Doors. National magazines—big city 
newspapers—are giving editorial mention to these satin-smooth, crisply pan- 
eled doors that can so easily be decorated with paints or stains— wallpaper 
. cut-outs or decals—stencils or old prints. Ponderosa Pine Decorator Doors 
have established an entirely new trend in home decoration—that can mean 
PROFITS for you. Find out the tremendous help which Decorator Doors can 
give you in building dowble sales of doors and paints. Send for a sample copy 
of “Latest Color Style News’’—then order in quantity for your customer list. 











Ponderosa Pine Paneldoorscome 
as a heritage 
from Spanish 


dons. That's why 












Decorator Doors 
enable the owner 


Louver doors of Ponderosa to create “‘pic- 












Pine permit ventilation—with [x] [| ture book doors” these doors are so 
privacy. An excellent choice li rm of rare charm appropriate in 
j for bedrooms and closets. t iB [se # with bird or bo- today's ranch- 








tanical prints type homes where 
they create an 


authentic atmos- 





pher é. 







COLORFUL 24-PAGE BOOKLET GIVES = 
COMPLETE INFORMATION! = -—— 


Page after page of illustrations and ideas! _\ 


38 South Dearborn Street o 


Ponderosa Pine Weodwork 
\ Chicago 3, Illinois 












Please send me a free copy of your full color book "Latest 
Color Style News.” 
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WINDOWS demand rf up! 
production is up! 


Demand is up because more builders are finding houses equipped 
with Ludman windows sell faster, easier and more profitably ! 
iS And no wonder! Ludman windows have more sales features that count than 
any other window! This, plus Ludman’s national advertising to 
TO homeowners, builders, architects, school, hospital and other building 
officials is building demand even bigger! 


AWNING 


Production is up because we are now producing in our new plant... 
the world’s largest, most advanced and 
WINDOWS completely equipped plant 
manufacturing awning windows 


and jalousies. 

















SEALS 
LIKE 
"i Ludman Helps You Sell... 
REFRIGERATOR hin tne enn tebe With Sales Aids That Count! 


Every Auto-Lok Auto-Lok jobber, write 


Window is monu pat 
factured in Colorful folders, Aetolon jetta 
accordance with Sineoe? 


the mest enestine attention getting ea 
material and LUDMAN mailing pieces, / 
qediotan. newspaper mats, J 
Corpbealion cooperative local | 
advertising, be L 
floor samples and 
Box 4541, Dept AL-7 , Miami, Florida many more. 


UDMAN — WORLD'S LARGEST MANUFACTURER OF AWNING WINDOWS AND JALOUSIES 


13, 1953, AMERICAN LUMPERMAN & 





EDITORIAL 


The Road to Orderly Distribution 


Compensatory pricing may be the key factor to bring harmony 
to supplier-dealer relations 


Orderly distribution may be defined as securing 
the full consumption or use of production in the 
most economic manner. 

Effective retailing in this industry may be de- 
fined as supplying from store and warehouse the 
requirements of the local community for the 
products of the lumber, building materials, and 
equipment manufacturers. 

Warehouse jobbing may be defined as a service 
which breaks down bulk shipments of manufac- 
turers into units which serve the requirements of 
numbers of retailers in a trading area or region. 

Non-warehousing wholesalers are area or re- 
gional autonomous sales factors for producers 
who do not have adequate proprietary (or com- 
mission) sales representation. 

Some manufacturers own area or regional ware- 
houses that function as warehouse-jobbing struc- 
tures, thus achieving a decentralization of inven- 
tory, together with a selling inventory of related 
items. 

Many of the above distribution factors in all 
branches have a 100°, dealer policy. Others will 
bypass dealers in local communities and sell con- 
struction projects and industrials direct. 


In certain highly industrialized areas, dealers 
seem to operate happily under a distributor sys- 
tem whereby wholesalers sell large local manufac- 
turing industries direct. In such situations mill 
representatives also often solicit this type of busi- 
ness. 

Dealers generally buy from four sources: ware- 
housing wholesalers, “captive’’ warehouses, non- 
warehousing wholesalers, and sales representa- 
tives of manufacturers, both salaried and com- 
mission. 

Some retailers, however, because of large indi- 
vidual, or cooperative-group buying power secure 
from producers the wholesale functional or selling 
cost discount. 

It is a natural law that you cannot compete 
with your customers and retain their good will. 
Wholesalers and mill representatives, who sell 
their dealers’ customers direct, inevitably promote 
attempts on the dealer’s part to bypass the job- 
her and, in one way or another, to secure the func- 
tional discount of the jobber. 

On the other hand, there is a natural law of 
eaual force that dealers who bypass their area 
iobbers and mill sales people, and secure their 
functional discounts and commissions, tend to 
promote sales to retail customers by these factors. 

However, there are three ways in which orderly 
distribution may be brought about: 

1. The inexorable law of survival of the fit- 
This is the seventh of a new series of editorials 


covering an improved philosophy of pricing and 
the methods to apply it. 


BuitpING Propucts MERCHANDISER 


test. This is quite costly to profits to all con- 
cerned in the process. 

2. A widespread specificity and uniformity in 
manufacturers’ distribution policy. This, too, has 
its difficulties in an extreme buyers’ or sellers’ 
market. 

3. The use of Compensatory Pricing by local 
dealers working with all wholesalers and mill sales 
people who have a 100% Dealer Distribution Pol- 
icy. 

Such a group (q.e.d.) could in large measure 
control community sales volume because the deal- 
er would accept the principle that large quantity 
sales (of the type that usually bypass him) re- 
quire less service and therefore should be priced 
on the service rendered and not involve consider- 
ations of normal overhead. 

It is probably not good accounting to run sales 
of untouched merchandise through the dealers’ 
books as normal retail sales. It is better to add 
the gross profit on such sales to “other income” 
at the bottom of the annual statement. 

Compensatory pricing accepts the principle that 
normal range dealer volume—house bills, jag lots 
and piece goods—which carry normal retail ware- 
housing and delivery service, should carry the 
total overhead and a net profit as well, while the 
creative end-use package sales carry the plus mar- 
gins that offset any possible loss of overhead on 
large quantity sales made in cooperation with 
100° -dealer-policy suppliers. 

Two considerations are vitally important in 
making this third method work: 

1. That the dealers concerned put enough 
pressure in their advertising, sales promotion and 
personal selling efforts to actually secure addi- 
tional created sales volume of end-use packages, 
do-it-yourself and other consumer merchandise. 

2. That the 100% dealer-policy suppliers and 
the dealers work as an intimate team when faced 
with possible losses of important local volume. 

All investment factors in the industry might 
therefore study Compensatory Pricing to their 
individual advantage. 

With its power to promote orderly distribution 
widely understood and applied, the trend would 
be to eliminate much of the confusion and chaos 
that exists in building industry distribution chan- 
nels today. 

Everyone should recognize that as long as we 
have competitive enterprise there will be devia- 
tions from what the majority consider orderlv 
distribution. But where mutually loyal dealers and 
suppliers will work as a team in creating addi- 
tional consumers’ sales volume through the ap- 
plied theory of Compensatory Pricing (see pre- 
vious six editorials), the upsetting effect of the 
deviationists will not prevent a satisfactory net 
profit for the Team. 


..... Art Hood 
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FINANCIAL 


STATEMENTS 


How Does Your Operating 


Statement Stack Up? 


See how your expenses and profits 
compare with scores of other dealers. Here 


are the facts and figures summarized — 


from American Lumberman’s exclusive 


nation-wide survey of operating practices. 


By Ira S. Fields and Norman Fields 


Norman and Ira Fields are part- 
ners in the public accounting firm of 
Fields and Fields, Chicago. For the 
past 12 years, they have served a 
number of lumber dealer clients as 
management and system consultants 
and accountants, 


Net profit before taxes averaged from 5.7% to 
7.4%, according to an analysis of dealers’ 1952 oper- 
ating statements just completed by the American 
Lumberman. 

Dealers showing the greatest profit before taxes 
were in Group 1-— those doing less than $250,000 
gross annually—7.4%; Group 2 showed the second 
highest net before taxes—5.8%; Group 3—those do- 
ing over $750,000 annually—disclosed a net profit be- 
fore taxes of 5.7%. 

Scores of dealers across the country accepted 
American Lumberman’s unique offer to analyze their 
1952 operating statements. The complete results of 
this analysis are revealed in this comprehensive re- 
port. For the purpose of this study all dealers sub- 
mitting statements were classified in three groups 
according to volume: 

Group 1—annual volume less than $250,000. 

Group 2—annual volume $250,000 to $750,000. 

Group 3—annual volume over $750,000. 

In addition to the breakdown showing net profit be- 
fore taxes in these three volume categories, you will 
find other important statistical breakdowns. These 
include sales and gross profits; net profits; yard and 
delivery expenses; selling expenses; overhead; cap- 
ital requirements; inventories and receivables; per- 
centage relationships of various operating expenses 
(overhead; yard and delivery expenses; selling ex- 
pense) to net sales. 

Income statements are often prepared so that man- 
agement may compare the results of operations for 
the current year with the preceding year. While 
such a comparison reveals important information, 
management is still in the dark as to where it stands 
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in relation to other retail building materials dealers in 
the same and other volume categories. 


The analysis on these pages is intended to help the 
dealer clarify his own position—to see where he is 
weak and where he is strong — compared with the 
average dealer. 

This is how the individual dealer profit-and-loss 
statements were processed: first, they were analyzed 
individually by Arthur A. Hood, editor, American 
Lumberman. After the company names were elimi- 
nated from these statements, they were turned over to 
us for the compilation of group statistics. 

As the result of our study, we are able to present 
here facts and figures which we hope will be helpful 
to the readers of American Lumberman. 


Sales and Gross Profit Breakdown 
The average sales volume for each of the groups 
together with gross profit percentages follow: 
Average Gross 
Profit Rate 
24.9% 
24.7% 


24.2% 


Group 


1 $ 154,200 

2 430,700 

3 1,517,501 

It is almost axiomatic in the lumber industry that 
the larger the sales volume, the lower the rate of 
gross profit. This is because smaller sales volume us- 
ually indicates a large proportion of the more profit- 
able consumer sales; whereas the larger volume usual- 
ly denotes greater reliance on the less profitable con- 
tractor sales. Competition is keen in the contractor 
field, since the volume is unexpandable. There are 
only so many building projects and a set number of 
dealers bidding for them. This type of competition 
results in price-cutting. Consumer sales can be stepped 
up by creative selling, hence less competition and a 
better gross margin. 


Average Volume 





Net Profit by Dealer Groups 


The questionnaire did not indicate whether the 
companies were corporations or partnerships. Sev- 
eral questionnaires included in grouns 1 and 2 showed 
no owners’ or executives’ salaries. This may be due to 
the fact that they are proprietorships or partnerships 
in which no provision is made for partners’ salaries. 
or may be the result of the inclusion of owners’ or ex- 
ecutive salaries in some other category. 

Inasmuch as there appears to be a large variation 
as to the amounts of salaries paid to executives. a 
more accurate comnarison of profits can best he 
achieved by adding these salaries to net profits (he- 
fore income tax). The results for each group follow: 

Average Net Profit 
Plus Executive Salaries 

$ 16.077 
Z 29.943 9.2%* 
130,709 8.6% * 
*It is maintained that idealistically net profit before taxes 
should be 10% plus executives’ salaries, 4%, or a total 
of 14% on sales. 


Percentage 
To Net Sales 
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Group 


It is obvious from the foregoing tabulation that the 
larger dealers realize a lower net profit (before exerc- 
utive compensation) per sales dollar than the smaller 
dealers. Again, it is the problem of consumer sales 
vs. contractor sales. The larger company usually de- 
pends on the less profitable contractor sales whereas 
the smaller company’s volume consists mainly of the 
more profitable consumer sales. 
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Overhead 

In proportion to net sales, the majority of expenses 
included in overhead remain constant, a lesser num- 
ber of expenses go down whereas legal, clerical and 
bookkeeping costs increase as volume increases. The 
range for this type of expense is from 1.0°% for Group 
1 to 2.2% for Group 3. Better bookkeeping methods 
and increased legal fees become a necessity for the 
larger companies. 

We stated previously that several companies includ- 
ed in Groups 1 and 2 did not report owners’ or execu- 
tives’ salaries as a separate item of expense. This may 
be due to the fact that certain companies operate as 
partnerships or proprietorships and do not provide for 
partners’ salaries in computing net income, whereas 
others include owners’ or executives’ salaries in other 
salary categories. The average percentage of owners’ 
and executives’ salaries reported for Groups 1 and 2 
in the tabulation presented at the end of this article 
are lowered by those companies not reporting such 
salaries. By averaging the owners’ and executives’ 
salaries of companies who reported this classification 
of expense separately, we find the average amounts 
and percentages (in relation to net sales) to be as 
follows: 

Average 
Executives’ Salaries 


Percentage 
To Net Sales 
1 $ 6.802 44% 
2 17.129 4.0% 
3 43,971 2.9% 
The percentages for the major classifications of op- 
erating expenses to net sales for the three groups are 
as follows: 


Group 





GROUP 
Expense Classification 1 2 3 


~ 








Yard and delivery 5.2% 6.9% 
Selling A 3.0 3.3 
Overhead (other than execu- 
tive comvensation) 6.3 5.7 
Total 14.2% 15.1% 15.997 
Executive comnensation 3.0 2.4 2.9 
Total operating exnenses ..17.8% 18.5°% 18.8% 


Yard and Delivery Expenses 

It will be noted from the foregoing tabulation that 
the high volume group (Group 3) has the highest yard 
and delivery expenses in relation to net sales. The 
major factor responsible for this trend is the propor- 
tionately larger yard and delivery wages included in 
this expense classification for the larger companies. 
Compared to net sales, this category of wages bears 
a percentage relationship of 4.6% for Groun 1: 4.8% 
for Group 2 and 5.2% for Group 3. We believe that 
the main reasons for this trend are: 

1. The smaller companies that depend on con- 

sumer sales very often do some cash-and-carry 
business and consequently avoid some delivery 
cost. 
The larger companies which have branch vards 
often have a certain amount of duplication in 
the handling of lumber as caused by inter-yard 
shipments. 


Selling Expenses 

The larger companies incur higher selling expenses 
in relation to net sales than the smaller onerations 
The survey indicates that Grouns 1 and 2 incur rela- 
tivelv the same amount for salesmen’s comvensation 
(1.5% for Groun 1 and 1.4% for Group 2) whereas 
companies with the highest volumes pay larger sales- 
men’s salaries in relationship to the sales dollar (2.2°% 
for Group 3). 


47 





Average Company’s Capital Requirements, 
Inventories and Receivables 
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RECEIVABLE 


SALES IN TURN 
INVENTORY = 'NVENTORY 
TO CASH 


The following statistics will give the reader some 
idea of the average company’s capital requirements, 
inventories, and receivables. 

VOLUME GROUPS 
Less than $250,000 to $750,000 
$250,000 $750,000 and over 





Sales volume to net 

worth 2.6 times 2.6 times 3.5 times 
Sales to working 

capital 
Inventory to cost of 

goods sold 3.8 times 3.3 times 
Number of days sales in 

in accts. receivable.. 47.4 38.¢ 40.5 
Number of days sales 

in inventory 81.1 93. 73.3 
Number of days to turn 

inventory into cash 128.5 ‘131.6 113.8 

It may be concluded from the foregoing tabulation 
that the larger companies do a relatively greater sales 
volume compared to net worth and have a more rapid 
inventory turnover than the smaller companies. Pri- 
mary reasons for this are: 

1. The larger companies make heavier sales to 

contractors. 


3.5 times 3.2 times 4.4 times 


4.2 times 


Since some of the sales of larger companies are 
drop shipments from the mills to the customer, 
the rapidity of the inventory turnover is favor- 
ably affected. 

The very small companies realize exceptionally 
slow turnovers because required varieties of 
items and disadvantageous prices for low quan- 
tity purchases make it necessary to invest a 
minimum dollar amount in inventories. 

It may be further concluded that the smaller com- 
panies have a relatively larger investment in accounts 
receivable than the bigger companies. Primary reas- 
ons for this are: 

1. Smaller companies do a relatively larger amount 
of consumers business (in reiation to total 
sales) than the larger companies and generally 
do a larger proportion of installment sales. 


Sales to contractors are generally collected 
more quickly than receivables from retail con- 
sumers. 


Larger companies have an executive in charge 
of credit accounts and therefore generally have 
better collections. 


The following is a tabulation of the percentage 
relationships of the various classifications of expenses 
to net sales for the three volume groups: 


Group1 Group2 Group 3 


Less than $250,000to Over 
$250,000 $750,000 $750,000 


Net sales 100.0% 100.0% 100.0% 
Cost of sales ...... 75.1 75.3 75.8 
Gross margin . 24.9% 24.7% 24.2% 
Overhead expense: 
Rent, heat, light, 
power, etc. ....... 
Telephone and telegraph 
Executives’ and owners’ 
salaries** Sua! 
Dues, subscriptions and 
donations tech 
Insurance and licenses 
Legal, clerical and 
bookkeeping 
Miscellaneous overhead 
items 2.5 2.9 
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Group1 Group2 Group3 





Total fixed expenses 8.9°; 9.7% 8.6% 
Yard and delivery expense: 
Yard labor and truck 
drivers’ wages 4.60 4.8% 
Gasoline; truck repairs 
Miscellaneous yard and 
delivery expenses 
Total yard and 
delivery expenses 
Selling expense: 
Salesmen’s compensation 
Advertising 
Misc. selling expenses 
Total selling expenses 
Total expenses 
Operating profit 
Other income 


Other deductions 
Net profit before 
taxes 


Where Do the Sales Dollars Go? 


As mentioned in this article, the percentages for execu- 
tive and owners’ salaries are lowered for Groups 1 and 
2 by a few companies that did not show amounts paid to 
executives and owners. Those companies that did report 


GROUP I GROUP I 


uP TO 250,000 
250,000 


GROUP I 


750,000 
TO 750,000 & OVER 





NE Mises d SFA ES Shs Bt 
O< BE FORES: Secures 
INCOME : 3.0 3.4¢ 








EXECUTIVE 65¢ 56¢ 
SALARIES 


* 








and 4°, of sales for Group 2 
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amounts paid to executives and owners in these groups 
indicated that they were 4.4% of net sales for Group 1 


Includes other income and other deductions 


Garage Doors 


of Distinction 


For distinctive quality of construction and beauty 
of design, look to How-ell-dor, hall-mark of 

one of America’s foremost sectional-type 

garage doors in the popular price field. 

Over 40 easy-to-install stock-size residential 

and commercial How-ell-dors, inciuding 

the modern-designed Picture Door and 

El Dorado, for quick delivery. Custom-built 
doors, like the illustrated Philippine 

Mahogany installation, are a specialty. 


And remember . . . there's a Howell-dor Electric 


Operator for every type of sectional garage door. 


Write for 
FREE ‘53 
Catalogs 


Sold nationally through lumber dealers and supply houses. 


THE HOWEL 
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MANUFACTURING COMPANY 
7200 HASBROOK AVE., PHILADELPHIA 11, PENNSYLVANIA 





CUSTOM MADE, all-bras: 


Colonial locks which duplicate 
famous heirloom pieces of the past are one of the newer 
developments in hardware Left to right 


lach, vice-president 


Photo courtery Yale & Towne Mfg. Co. 


and Jack Copeland, hardware con- 


sultant, Getman and Judd, New Haven, Conn, show the 


Samuel Shar- new locks to Salvatore Giorlando, local builder 


How to Sell More Home Hardware 


Cover: Frank Sushan, home designer, 
left, supervises the installation of a 
new lockset by Ed Jornd, right, mas- 
ter carpenter. Both men are employes 
of the Best Built Co., Chicago con- 
tractors 


The road is wide open for plenty 
of extra sales in the home hard- 
ware lines. 

Basically, dealers report that the 
market for hardware has expand- 
ed materially. They are still selling 
lots of hardware to the contractor 
but now they are picking up added 
sales to: (1) the customer who 
builds or completes his own home; 
(2) the handyman doing his own 
repairs and remodeling; and (3) 
the home workshop enthusiast. 

Retailers feel, however, that 
these newer markets should be 
cultivated only after setting up a 
sound sales promotion program 
for the contractor. They generally 
comment that adequate inventories 
of hardware, attractive displays 
and planned solicitation of busi- 
ness are all essential for selling 
the contractor successfully. Con- 
tractors, dealers say, are interest- 
ed because they have discovered 
that brand-name hardware in the 
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The market for hardware is expanding as home 
ownership hits new highs. Try these time-tested ideas to get 
your share of this profitable business. 


newer designs and finishes has def- 
inite sales appeal to the prospec- 
tive home buyer. 


Here are just a few of the reas- 
ons for growing hardware sales: 


Owner built or completed shell 
homes. Both of these trends are 
showing healthy growth and 
should be considered as offering 
excellent sales potentials for hard- 
ware. Shell homes, especially, are 
now becoming extremely popular 
because of this technique of build- 
ing usually saves $2,000 or more 
for the customer. The basic frame 
of the home is professionally erect- 
ed and the interior is completed by 
the home owner himself. Materials 
required to finish the house are 
then sold as a single package by 
either the contractor or the dealer. 
Hardware, of course, should be in- 
cluded in the sales package. 

Do-it-yourself 
modeling. 


repairs and re- 
Projects by the home 


handyman today are increasingly 
“big ticket” sales. Growing fami- 
lies living in the cramped, small 
homes built since 1946 stimulate 
demand for room additions, attic 
expension, recreation rooms and 
multi-purpose garages that offer 
added storage space. Every major 
home improvement sells hardware 
in volume that means real profit 
for the dealer. 

More home workshops. It has 
been recently estimated that more 
than 17 million homes now have 
home workshops that are well 
equipped with both hand and 
power tools. The home handyman 
with a workshop is building every- 
thing from furniture to the newest 
storage wall cabinet and his proj- 
ects all require quality hardware. 

The market for hardware definitely 
is booming but each individual dealer 
still must plan intelligently to get his 
share of the business. See the pages 
that follow for details of a _ well- 
rounded sales program on hardware. 
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there’s nothing like 


MASONITE PRESDWOOD 


No other product has as many qualifica- 
tions for a ‘‘leader’’ item as Masonite 
Presdwood. 

Test this statement yourself. The chart at 
right lists those qualities that a ‘‘leader’’ 
should have, according to recognized 
authorities in the field of building material 
retailing. Just fill in the headings with any 
“leader’’ items you choose. Then check 
those squares which you feel should be 
checked. 


You can put this powerful “leader” to 
work for you. You can use Masonite 
Presdwood” to build traffic and sell more 
to the “do-it-yourself” market. 

How? Ask your Masonite representative. 
He has the complete program. It’s the 
strongest merchandising you can use. It’s 
already building sales tor many dealers. 


BETTER HARDBOARDS FOR BETTER PROFITS 


— —— = 
hich make * Wii. Match the future 
days and Toung r 
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TRY IT YOURSELF CHECK-LIST TO MEASURE GOOD LEADER ITEM. 
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LEADS TO 
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as, MASONIT 


“Masonite” signifies that Masonite Corporation is the source of the product 


Dept. Al-713, Bex 777, Chicage 90, Ill. 
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1. Sales training is half the battle 


A live, profitable hardware department can almost 
always be traced to informed, enthusiastic sales per- 
sonnel. Qualified employes, of course, just don’t hap- 
pen; they reflect sustained training by management. 
In brief, hardware sales training should cover these 
essential points: 

Help employes know the merchandise. The typical 
dealer today is constantly increasing the number of 
hardware items he sells. Employes should be thor- 
oughly briefed on new products before they are 
placed on the shelves. 

Cover installation instructions. Because the con- 
sumer is buying more and more of the hardware sold 
employes must be ready to answer questions on in- 
stalling products. Manufacturers’ displays which 
demonstrate the installation can be especially helpful. 

Stress package selling. Employes should be trained 
to include top-grade hardware in every home improve- 
ment package. 

Staging a special employe meeting with hardware 
in the spotlight is highly recommended. Manufac- 
turers often will provide interesting displays and 
qualified representatives for such a meeting. Some 
dealers invite their contractor customers to sit in on 


FEATURING HARDWARE at an employe meeting is one 
way to train salesmen successfully. Employes learn 
product selling features, become qualified to serve their 
customers better. 


such a meeting. Dealers say a meeting on hardware 
offers comprehensive sales training in a relatively 
short period. 


Three Ways to Build Hardware Volume 


2. Newspaper Ads Stimulate Traffic 


DOOR STOP 


Foot-Bolt type 
Rubber tip. Of 
wrought steel 


119 


SASH 
o LIFTS 
Bor Sash Lift 


of pressed 


RUSSWIN NITE LATCH steel. Bronze 


? Russwin. Stop finish, Wrought 
99 sets to hold the 


steel, Plated, 
latch in place 


Hook-type sash 
Cc lift 


LONG-BELL advertising frequently includes hardware as 
just one element in a larger ad 


DOOR LOCKS 


Bit-Key Inside 
Lock Set. Dull 
Brass. Plated 


Even the finest hardware department must be pro- 
moted to the consumer by consistent newspaper ad- 
verising. Widespread home ownership assures excel- 
lent response on hardware advertising. There are lit- 
erally scores of interesting items to feature through- 
out the year. 

Hardware advertising, as with building products 
generally, is more successful if each item promoted 
is illustrated, described and priced. For additional 
hardware advertising suggestions see pages 56-57. 
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DOOR CLOSERS 


from O'Malley's 


NOISE ot soning dor tha 


where there ore \ er ; 
mob home vere lemimete de 

cetle dratre—eep out dust ond in DRAFTS tier mote your home 
sects with dependable long looting YALE greeably ch yt ' dong 
Deer Closers from O'Malley's s health or . 


DUST bom nes 


Fe. 506 VALE Airliner, This newly de 
wgned, hornd« ws < 


OOS cons * 


Here's ‘ . v . 
‘ nd hight inte thot 
closer « 

teve, quiet, ruggedly burt 
Me. 506 Yele 

Airliner 


f ' ' with hond ctuol-s2e 


sou. $Q.00 


LISTEN — 
KOOL anaenans” 


pm Mee. tere Pri 4 D * 


“he a , 
Koy 000 om Mee re ber 


Ghee cee ssecesececs 


tueeee — Cae owne es — Paint 
HEADQUARTERS « ath AVE ond JEFFERSON, PHOENIX 





BRANCHES IN 14 ARIZONA COMMUNITIES 


O'MALLEY'S Building Materials Co., Phoenix, Ariz., de- 
voted their entire ad to door closers recently. Prices 
were inserted by the newspaper just before the adver- 
tisement ran, 


July 13, 1953, AMERICAN LUMBERMAN 8 





3. Well Planned Displays 


Wall displays of hardware are 
traditional but many dealers are 
experimenting with more flexible 
and effective units with greater 
sales punch. 

Displays along the wall are con- 
venient and the retailers still us- 
ing them have found that improved 
lighting overhead, less crowding of 
items and descriptive tags makes 
this type of display more valuable. 

Island units are more widely 
used in the newer stores because 
they increase impulse buying. Some 
retailers are placing the units near 
the door or window and combining 
door, cabinet and miscellaneous 
hardware. 


LOCK SETS only are featured in this 
beautiful display planned by an Ari 
zona dealer. Fluorescent lighting in 
a valance overhead makes the hard- 
ware sparkle 


NEAR the window this floor display 
encourages impulse buying. Locks 
are on the top of the counter and 
hinges are mounted on the sides of 
the unit. 


BuILpING Propucts MERCHANDISER 


DISPLAYING LOCKS and other hardware on low island 
units has proved successful for this New England dealer 


Cabinet hardware, hinges and the 
along an adjacent wall 


BOLINGER LUMBER AND SUPPLY 


like 


co., 


are displayed 


sjossier City, 


La., mounts their hardware on door panels and displays 
other hardware in partitioned counters 
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Design No. 4130 Design No. 4133 


Design No. 4144 Design No. 6103 
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EACH MONTH AN 
ARCHITECT- DESIGNED 
HOME IS 
ADDED 


OFFERING 
PROFESSIONAL HELP 
TO THE 
HOME PLANNER 


Effecteve Selling Help in 
the Small Home Freld 





THE WEYERHAEUSER 4-SQUARE HOME BUILDING SERVICE 


As lumber dealers enter a period of increasing 
competition, successful selling and merchan- 
dising methods are always welcome. 

The Weyerhaeuser 4-Square Home Building 
Service has been thoroughly time-tested and 
sales-proved. It has demonstrated its singular 
effectiveness in helping dealers to locate pros- 
pects and close sales. 

Dealers who are using this Service, and the 
promotion material supporting it, will tell you 
that it is successful because it offers great value 
to home owners. . . the proved appeal of mod- 
ern homes that are architect-designed and 
Weyerhaeuser-engineered. 

Some of the ‘‘best sellers’ from this Service 
are illustrated. They reflect the freshness of 
modern styling, open planning, simplicity of 
design . . . and sound economical construction 


that is achieved through competent engineer- 
ing and the use of standard in-stock building 
materials. 

In promoting these extra-value homes, there 
is a strong program of national advertising in 
leading home magazines . . . and material for 
local promotion which dealers are effectively 
using in establishing their yards as centers for 
top values in professionally planned homes. 

Each month Weyerhaeuser continues to bring 
to dealers employing this Service a smart, mod- 
ern design complete with blueprints and material 
lists...a full-color reproduction of each month’s 
home for insertion in their master book of de- 
signs. Weyerhaeuser continues to maintain the 
4-Square Home Building Service as a practical 
selling tool for the exclusive use of retail lumber 
dealers and their customers. 


Design No. 5142 


Wey 


ST. PAUL 1, MINNESOTA 


Burtpinc Propucrs MERCHANDISER 


erhaeuser Sales Company 
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No. 11 of a Series 


Sell More “Hardware For The Home” 


Two main markets are diverting more hardware 
sales opportunities to retail dealers, at full gross 
profit: 


1. Do-it-yourself: Hardware required for jobs of 
all types and sizes owner-built homes. . . remodel- 
ing projects, such as add-a-room, recreation room, 
garage ... home workshop and hobby carpentry such 
as cabinets, built-ins, etc 

Your do-it-yourself customers like one-stop buy- 
ing. Chances are they come to you first for basic ma- 
terials—-plywood, lumber, cement, doors, ete. You 
have the first opportunity to suggest and sell the 
necessary hardware—-a big advantage over compet- 
ing hardware and department stores. 


2. Package Sales: Hardware is as much a part 
of the project package as lumber and millwork. Since 
it is a small part of the total cost, top-quality, top- 
price hardware is easily sold. 

To make the most of these opportunities, follow 
through with (1) Good display, making full use of 
manufacturers’ demonstrators and display boards. 
(2) Creative selling—salesmen trained to sell related 
items will suggest and demonstrate hardware re- 
quired for the job. (3) Advertising, both newspaper 
and direct mail, using brand names, to capitalize on 
manufacturers’ national advertising. 


In your ads, and also for the sign over the depart- 
ment, we suggest that the term “Hardware for the 
Home” is more descriptive and has more consumer 
recognition than the trade term “Builders Hardware.” 


Use coupon below to order mats on opposite page. 





Please send the following ADservice mats: 


AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Page No. 11. | enclose $3.95. 
Pages 1 thru 12. | enclose $47.40. 
Pages 13 thru 22. | enclose $39.50. 


COMPANY 
ADDRESS 
NAME 


CITY 
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SUGGESTED LAYOUTS BELOW show how 
you can use ADservice mats in all-hardware ads. 
Also, include one or more of the mats in your 
project or package ads. 
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SUGGESTED COPY “A” 


When you remodel and repair your home 

. choose the hardware that’s architec- 
turally correct ... that’s styled with per- 
fection . . . and is sure to be admired for 
its richness and beauty. 

And if you're building cabinets or closets, 
or furniture in your own workshop 
don't spoil the job with inferior hardware. 
We invite you to come in and look over 
our complete selection of the newest and 
finest in HARDWARE FOR THE HOME 
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CABINET WA 72 tt ADservice MAT PAGE No.1 
HARDWARE I en WwW 


Tela aii os \ Use these ad mats to tell prospects that 


your store is headquarters for Hardware 
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C N KC WW \ \ for the =EOmne. This entire page of mats 
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Feature illustration for 2-col. or larger ad 


For Hardware, Plywood, or Do-it-yourself ad 
MAT NO. 124 




















Cabinet Hardware Cabinet Hardware Wed ae ai \ 
: MAT NO. 125 MAT NO. 126 . 


LATCH SETS & : 
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Door Closer and Chain Window Hardware 
MAT NO. 130 MAT NO. 131 





MAT NO. 134 


22 ADservice Mat Pages in 1953! 
Place your order now for the complete 
series. Proofs of previous 10 mat pages 
mailed on request. 





Combination Door Latch Set 


MAT NO. 132 Next issue—more mats for your remodel- 


ing advertising 
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PAINLESS LOAN PLAN developed by Yaeger & Kirk enables the handling of 


loans for 50 housing units like this 


at 


a time 


Investors Like Dealer’s 6% Interest Rate 


People jump at the chance to invest money in California 


dealer’s home-building fund. Yaeger & Kirk’s plan for floating private 
construction loans might work for you, too. 


A $3,000 loan made 16 years ago 
by a Santa Rosa, Calif. dealer has 
led the firm into a profitable home 
construction financing service that 
currently involves about 50 units 
and more than $200,000 in loans. 

R. E. Kirk, vice-president of 
Yaeger & Kirk (successors to 
Laws-Yaeger), says the firm’s plan 
for financing home construction 
started some years ago when a 
widow asked him if he could invest 
her limited savings at better than 
3° interest. Mr. Kirk did so by 
using her money to finance home 
building projects and paying the 
widow 67 interest. 

This was the start of a continu- 
ous, residential building program 
financed by money from private 
sources—-the man-in-the-street who 
is interested in a safe investment 
paying 6% interest. 

Interest is paid quarterly in ad- 
vance. Thus the average loan of 
$5,000 pays the investor $75 for 
the first quarter. Paying interest 
in advance, Mr. Kirk says, not only 


58 


saves a lot of bookkeeping, but 
greatly pleases the investor. In- 
terest for the first year is paid out 
of the loan funds. 

Word-of-mouth advertising has 
secured all the money necessary 
for Yaeger & Kirk building proj- 
ects. This plan for financing home 
construction with private money 
has resulted in having every unit 
approved by long-term lending 
agencies on completion. Profits 
from this special service and from 
related sales of building projects 
have been consistently good. 

Loans made by the company 
have averaged around $5,000. Most 
of these have been in the low-cost 
home bracket with approximately 
900 to 1,000 square feet of floor 
area with a value on completion of 
$8,000 to $10,000. 


Loan Requirements 
The requirements for most of 
these loans being handled are: 
1. The individual must own his 
own building site. 
2. He must have a plan that is 


readable and_ specifications 
that will pass the building 
code as required by the iend- 
ing institutions which will 
take over the loan when the 
house is completed. 

3. He must have 
breakdown of 
tracts 
rials. 

4. And he must have the note, 
deed of trust and insurance 
policy drawn, signed and re- 
corded. 

With the requirements satisfac- 
torily completed, the home builder 
is ready to start construction. Kirk 
points out that this plan is espe- 
cially pleasing to “a lot of good 
workers who are able to build their 
own homes and in this way save 
money.” 

As the construction progresses 
and each sub-contractor completes 
his job, the firm pays the bills im- 
mediately up to the amount of the 
estimate given originally. Any ex- 

(Continued on page 108) 


an estimated 
all sub-con- 
and cost of all mate- 
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easily controlled operation > 
The bottom sash of the Silentite awning window may be 
opened slightly while upper sash remain closed. All sash may 
be mechanically opened or closed as desired. 
The opening process may be stopped at any point, 
and the bottom sash closed to prevent drafts. 


new profits for you in these 
striking new features of 


Constant improvement is a Curtis watchword. And 
today Curtis introduces new, exclusive features in awning 
windows—features of weathertightness, beauty and 


positive control which can build extra volume and profits 
for Curtis Woodwork dealers... 





{us these and many other 


important new features... 


A completely assembled unit—toxic water repellent 
treated—may be purchased open or with single or 
double glazing and aluminum screens—all frame 
parts interlocked for weathertightness—concealed, 
zinc plated hardware—pivot points are solid brass 
—large glass area with minimum of wood between 
sash—overlap sash affords deep shadow lines— 
units available in twelve sizes. 











Buitpinc Propucts MERCHANDISER 


4q greater beauty and utility 


Here’s a new, fresh and interesting treatment in 
awning windows! Note how the sash are set 

at a pleasing angle, permitting a sturdy and well- 
proportioned sash and reducing sun glare 

and sound transmission. 











a 
weathertight under all conditions 


Spring leaf bronze weather-stripping is set in the head 
jamb—the rest of the unit is completely weather-stripped 
with durable, refrigerator-type plastic. Completely non- 
porous, this plastic weather-stripping fits snugly, creating 
a weather-tight seal under all conditions. The specially- 
designed hardware operating the sash permits unlimited 
ventilation control. Single crank below the window 
operates all sash, and sash are easily cleaned from inside. 


Get all the facts about Silentite Awning Windows— 
and about how they can make money for YOU. Your 
Curtis representative will give you full information— 
or write us. 


CURTIS COMPANIES SERVICE BUREAU 
Clinton, lowa 
A Department of Curtis Companies Incorporated 
Clinton, lowa « Wausau, Wis. « Chicago, Ill. 


Sioux City, lowa « Lincoln, Nebr. + Topeka, Kan. 
Minneapolis, Minn. « New London, Wis. 





Build a 
Better House at 


LESS COST 


No one building paper answers all of | 


the problems of today’s construction. Nor, 
is it good economy to use a high-priced, 
waterproof paper where a low-cost breather 
sheet will serve the purpose. 

Only Richkraft gives you the full line of 
building papers from Skufpruf, the best in 
waterproof papers, to Richkraft Black 
Sheathing Paper, the best in breather sheets. 
The simple design, above, illustrates how to 
get the most out of paper on your contracts. 
Use Richkraft Medium at over the 
subfill. Use Richkraft Skufpruf at for cur- 
ing concrete floors. Use Richkratt Black 
Sheathing Paper at @ under roofing with 
Richkraft Reflective Insulation over joists 
for keeping the winter heat in and the 
summer heat out. At ry use either Rich- 
flex, Skufpruf, Plasticized Medium, Medium 
or Duplex Papers and at you can use 
Richkraft Black Sheathing Paper (not a 
vapor barrier ), and finally for inside finish 
there is Richbead, the metal corner that 
makes either interior or exterior wall cor- 
ners neat and sharp and gives them the 
protection of metal against cleaning equip- 
ment, toys and general wear and tear. 
Here's the way to get better quality — a better 
house — greater sales appeal — at low cost. 


This material is all in stock near you. One 
source, one responsibility. Remember the 
name “Richkraft Products.” Ask your 
dealer or send the coupon. 


ARCHITECTS @ The new Richkroft 
BUILDERS A.1.A. File giving 


complete details on 
CONTRACTORS 3 Richkroft products all 


in a handy, standard 


“At T 

p20 oY . 

THE RICHKRAPFT CO, 
$10 N. Dearborn Street, Chicago 10, Illinois 
Please send me complete details on: 
Richbead for dry wall corner protection [] 
Richflex Reflective Insulation [_] 
Richkraft Reinforced and Breather Papers [_] 


Name 
Address 


Town —Zone State 


60 


Alabama firm had no 
room to expand, so it did 
the next best thing—opened 
a successful outlet in the re- 
tail shopping area. 


PARKING APRON in front of 
the new “home store” is an 
open invitation to motorists. 
Firm’s delivery truck also car- 
ries advertising messages. 


SALES AND INSTALLATION of 
plumbing, heating and kitchen 
equipment are handled by the 
North Alabama store, which car 
ries a diversified display of all 
these lines. 


Now They’re On the Main Drag 


Faced with building restrictions, 
lack of space and an out-of-the- 
way location for proper expansion, 
the North Alabama Lumber Co., 
Jasper, decided to establish a sepa- 
rate store. 

“A four-year test of the plan has 
definitely proved that the move was 
a profitable one,” says Kelly 
Hyche, manager. 

Briefly, the main advantages of 
the separate retail store, are: 

1. Drop-in trade increased due 
to more convenient location in 
downtown shopping area; free 
parking in front of store; more 
diversified lines; complete stocks; 
self-service displays; model kitch- 
en and bathroom installations on 
the showroom floor. The latter are 
the first and only ones in the town. 


2. The addition of more lines 
with a wider profit margin than 
lumber at no increased cost in 
clerical help. Four people operate 
the store: two doubling as floor 
managers and salesmen; one stock 
and utility man; and one service 
truck operator. 

New lines added with the open- 
ing of a separate store included 
kitchen appliances, gas heating 
equipment, wallpaper, lawn mow- 
ers and floor tile. 

3. Delivery costs were reduced 
and services expanded. Nine out of 
10 customers carry their own pur- 
chases. One service truck makes de- 


livery on kitchen equipment, bath 
fixtures, heating units, flooring, etc. 
The driver is a trained service man 
and handles the service calls on 
plumbing, electric or gas appli- 
ances. 

“The main idea in separating 
merchandise for the store and the 
retail yard was to stock in the 
store all items that are packaged 
separately and easily delivered to 
the customer,” says Mr. Hyche. 

“We keep at the yard all items 
that have to be assembled for a cus- 
tomer’s job including lumber, ply- 
wood, board products, builders’ 
hardware, millwork, roofing and 
siding, insulation, plaster, cement, 
concrete and clay products.” 

Duplicate stocks of paint and 
plumbing are kept at both places. 
Hand tools and garden tools are 
kept at the home store. 


Three months after the North 
Alabama Home store was opened 
it showed a profit. Paint and plumb- 
ing supplies have shown a 25°, in- 
crease in volume. New lines such 
as gas heating equipment, kitchen 
cabinets, wallpaper and floor cover- 
ings, have increased in sales volume 
each succeeding year. 

The entire trade area is combed 
for leads for both the store and 
yard. Store and yard salesmen turn 
in leads. In outlying communities, 
correspondents provide a weekly 

(Continued on page 134) 
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A Produc 


> 
BuILDIN« 


.oif Moves 


the year ’round 
and here’s why! 
DEMAND for Trinity—the whitest white-—is broad and 


growing. Used in concrete products, stucco, terrazzo, light 


reflecting floors. etc., etc. 


A Fine PRopucr. Made of selected oyster shells and 
clays thac are pre-processed before actual manufacture be 


gins. Tested for quality 200 times during each days run 


ADVERTISED Continuously since 1941 and currently 
appearing in more than 20 publications reaching all 


segments of the building field. 


Stock Trinity White for 
year ‘round profits! 


t of GENERAL PORTLAND CEMENT CO. + Chicago 


Propucts MERCHANDISER 


Dallas 


Chattanooga 


ee 
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FOR REPLACEMENTS ... 


ane uniform beauty, the bril 
liant 
good visional properties of Penn 
vernon Window Glass make it first 


choice with many builders when se 


lecting window glass to complete 


unusual and distinctive buildings 


\nd Pennvernon is just as suitable 


, reflective finish, and the 


Ji LOT Anni 














a itt 








FOR LITTLE JOBS 


Sel “Pennvernon” 
not just window glass” 


for the windows of modest homes. 


Its freedom from distorting defects, 
its smooth, less porous surface which 
resists accumulation of dirt, and its 
permanent color add to the charm 
and livability of every home. 

To remind your customers of the 


many advantages of Pennvernon and 


to help you build up sales of this 
quality glass, Pittsburgh Plate Glass 
has made available for dealers at 
tractive, sales-winning merchandis- 
ing helps. To get your supply of this 
point-of-sale material, get in touch 
with your jobber or the nearest 
Pittsburgh Plate Glass branch. 


Pennvernon @ Window Glass 


PAINTS GLASS 


G 


Angn 3 B'a ee. 


IN CANADA: 


CHEMICALS - BRUSHES 


wae Be 


PLASTICS 


S.2A S$ S$ 


CANADIAN PITTSBURGH INDUSTRIES 


FIBER GLASS 


COMPANY 


LIMITED 
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“No more redoing of walls 
hese every few years? That's for me!" 
£ “Most beautiful walls 
q emen S I've ever seen,” 


“Costs half what 
| thought.” 


“Can I get it 
in my house?” 





f ipmcers are the tested reactions of home mod- doing every few years. They are finding it in 
ernizers to Roddiscraft decorative paneling. 
Wherever we've shown the Roddiscraft decora- 
tive paneling line peeple have exclaimed at its 
beauty and low cost. 


the Roddiscraft decorative paneling line — Pana- 

wall, Craftwall, Cedrela, Parquetwall, Plyweave. 
Call your Roddiscraft warehouse for samples 

and stock — attractive counter displays and 
Roddiscraft decorative paneling is priced for other sales helps are available. 

the great do-it-yourself market — some of it 


less than 25¢ a foot — a new big profit item y 
ce oddiscra 
Home modernizers are hungry for a practi- 
cal low-cost wood wall that eliniinates costly re- RODDIS PLYWOOD CORPORATION 
MARSHFIELD, WISCONSIN 


NATIONWIDE Roddiscraft WAREHOUSE SERVICE 


Cambridge 39, Mass. olla 229 Vassar Los Angeles 58, Calif. 2620 E. Vernon Ave. New York 55, N. Y. serve 920 EB. 149th SP. 
Charlotte 6, N. C. 123 E. 27th Lovisville 10, Ky. : 1201-5 § Sth St. Port Newark 5, N. J, 103 Marsh St, 
Chicago 32, Ill. 3865 W. Alst \ Marshfield, Wis. 115 S. Palmetto St Philadelphia 34, Pa. Richmond & Tioga St. 
Cincinnati 4, Ohio 836 Depot Miami 38, Fla 255-315 N.E. 73rd St St. Lovis 16, Mo. 3344 Morganford Road 
Cleveland 4, Ohio 2717 E. 75th a Milwaukee 8, Wis. 4601W. Stote St. San Francisco 24, Coal. ......... 345 Williams Ave, 
Detroit 14, Mich. ........... 11855 E. Jefferson St. New Hyde Park, L.1., N.Y. ..... 1756 Plaza Ave. San Leandro, Cal. 720 Williams St. 


BuILpING Propucts MERCHANDISER 
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Why toss money away? 


COSTS NO MORE 


Redwood is a premium quality wood. Yet, you pay no extra 
premium for the high uniformity of quality and grade in Palco 


PALCO Redwood is tops 
in ALL these qualities 


Certified Dry redwood. Each piece of Palco redwood must match W High Dimensional Stability 
up to rigid standards of inspection throughout each step of 

. an age a Shea Yf Low Swelling and Shrinkage 
manufacturing. The extra costs of producing Palco Architectural 
Quality redwood are offset by economies affected by the most 
modern equipment and production line handling methods in the y 

oat ss 

industry. When you buy, specify Palco Certified Dry Redwood, | Greatest Durability 


, 
and get the most for your money. YW Good Workobility 


]W Finest Paint Retention 


"4 Glue-holding Ability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 
100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REOWOOD ASSOCIATION 
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Here's the name that will help you meet competition! 
Johns-Manville 


Millions read and hear about Johns-Manville quality 
building materials every day! 
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arming | 
Heties WOES a Garters 
Week after week, month after 
month, all through the year, ¥ . 
your customers see Johns- hy Tribune 


Manville Building Materials 


roe i) 
advertised in all of these \ Colliers 
influential magazines with a intry | ne 
combined circulation of over 17 \ Country 
million! GENTLEMAN ad Cappers 

te 


(mer 


! allio- 
On the nation’s largest network, 5 


nights each week, your customers hear 
about Johns-Manville products on 
Bill Henry’s News Program. Broad- 
cast over 450 stations covering the 
entire country, this popular program 
reaches an audience of about 14 
million every week in the year. 


Ask your J-M representative to show you 
our complete line of promotional materials 
to help you capitalize on the consumer ac- 
ceptance of the J-M name. Johns-Manville, 
22 EF. 40th St., New York 16, N. Y. 


JM Selne-thunelie 


PRODUCTS 


JOHNS -MANVILLE 
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Fourth in a series of articles 
on this subject 


Ha 


JUNIOR MULTIPLE-MANAGEMENT BOARD shown in session is composed of employes who rated the highest on the 
merit rating charts in their respective departments. Members actively he!p the Senior Board (composed of depart- 
men heads) and company officers decide policy. 


Profit-Sharing System Works for Maryland Dealer 


Read the details of this unusual employe-management 


relationship which also helps solve operational problems for 
Stebbins Anderson in Towson. 


COMPANY OFFICIALS of Stebbins Anderson work closely with both the Jun- 
ior and Senior Multiple-Management Boards Left to right are: William B 
Edelen, secretary-treasurer; John W. Edelen, Jr., president; J. Walbach Ed- 
elen, Sr., chairman of the board of directors; James R. Cox, vice-president; FOUR STEBBINS ANDERSON CO. 
John H. Somerville, assistant secretary; and manager of the fuel ofl depart buildings house the display rooms 
ment, George FE. Houck and offices of this progressive firm. 
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A combination profit-sharing and 
employe - management plan spon- 
sored by the Stebbins Anderson 
Co., Towson, Md., is paying high 
dividends in company profits and 
excellent employe relationship. 

John W. Edelen, Jr., president, 
says company officials and em- 
ployes are unanimously in favor of 
the three-year-old plan which covers 
the firm’s 185 workers. The profit- 
sharing plan guarantees a minimum 
of one week’s salary for each work- 
er—and some employes may get as 
high as the equivalent of five weeks’ 
pay. 

The plan works like this: 


Plan Explained 


New employes are introduced to 
the plan through a booklet entitled 
“You and Stebbins Anderson” 
when they begin work for the 
company. The booklet contains 
sections on the firm’s history, pol- 
icies and employe - management 
plan. Says the booklet: 

“In addition to sharing in the 
management of Stebbins Ander- 
son through the two boards, you, 
as an employe, will also share in 
the profits after you have been in 
the employ of the company for six 
months. Obviously though, the 


profit must be such that a bonus 
is justified.” 

The company’s operation is di- 
vided into 12 departments (hard- 


ware, millwork, shops, etc.) Each 
employe is rated by his department 
head every six months. The de- 
partment head makes the rating 
on the firm’s Employe Merit Rat- 
ing Chart (see cut). The chart 
lists 14 qualities on which an em- 
ploye is graded percentagewise- 

100% is perfect. Individual em- 
ployes compete only with fellow 
employes in their own department. 


Each Employe Rated 


The department head shows each 
employe his completed rating chart 
and discusses it with him. This 
gives the department head an op- 
portunity to point out an individ- 
ual’s shortcomings and to compli- 
ment him for good work and im- 
provement. 

All merit rating charts go to the 
company’s Senior Multiple - Man- 
agement Board (composed of de- 
partment heads and company of- 
cers who meet weekly). The charts 
become a permanent part of each 
employe’s work record. They are 
highly useful in making promo- 
tions and granting or refusing 
raises. 

The highest ranking employe 
from each of the 12 departments 
becomes a member of the firm’s 
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Name John O. Jones 
Department Hardware 


Type of Work Salesman 


Mill: A-B-C-D-G-K 


All Shope A-B-C-D-G-J 
Drivers: A- D-G-H-J-K 


ersati 


From your own observa 


Appearance 





Thtelligence 





Ability to assume more 
responsibility 
































EMPLOYE MERIT RATING CHART on 
Anderson employe, is shown completed. Total points is 
the points from each quality on which Jones was rated. 
six qualities so the total points (540) 


John O. Jones, a mythical Stebbins 
arrived at by adding 
Jones was rated om 


was divided by six to arrive at his 


average rating (90). The top right-hand section of the chart contains Jones’ 
average rating for quick reference in files. 


Junior Multiple - Management 
Board. As a reward for appoint- 
ment to the board and service with 
it, each member receives an extra 
week’s vacation with pay. 

Sach member serves on_ the 
board for one year. Terms of of- 
fice are staggered so six new mem- 
bers may be elected every six 
months. However, junior board 
members may succeed themselves. 
The board elects its own chair- 
man and secretary. Copies of the 
minutes of each meeting are hand- 
ed to president Edelen. 

The duties of the junior board 
which meets once a month — in- 
clude: examining suggestions from 
employe suggestion boxes; origi- 
nating suggestions for cutting 
overhead and increasing profits; 
discussing employe relations and 
grievances and making recommen- 
dations to the senior board for ac- 
tion. Before any subject is passed 
up to the senior board it must be 
unanimously approved by all mem- 
bers which prevents relaying un- 
important items. 

The firm’s annual net profit is 
the basis for determining the total 
amount to be paid in bonuses. The 
bonus payments are made in Feb- 
ruary after the books have been 
closed for the previous year and 
exact profits are known. 

He says the quarterly payment 
plan may be better from the stand- 
point that employes are reminded 
more frequently and may work 


harder. On the other hand, one 
big payment seems larger than 
four small ones especially if it 
comes when workers are paying 
Christmas bills. 


Basis for Bonus Payments 


The mechanics of allocating bon- 
us payments is as follows: from 
the total bonus amount, each em- 
ploye is allotted a minimum of one 
week’s pay first. Next, payments 
for department heads are allocated 
from the remaining sum. (The 
company’s board of _ directors 
makes the decisions on how much 
each department head receives.) 
Then, payments for the 12 mem- 
bers of the Junior Multiple-Man- 
agement Board are allowed for 
Finally, the remaining sum is al- 
located among the rest of the em- 
ployes. In making these employe 
payments the firm officers use the 
merit rating charts as the principal 
guide. Another factor taken into 
consideration is each employe’s 
time card record (showing punc- 
tuality, attendance and _ hourly 
rate). 

“Our plan has been operating for 
three years,”’ says Edelen. ‘We've 
attempted to improve it constantly 
and the changes have made it dif- 
ficult to evaluate all phases of its 
operation. Nevertheless, we are 
convinced the plan has been well 
worth the time and effort because 
of the vast improvement in em- 
ploye morale alone. 
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NEW IDEA for weekend carpenters and builders is a 


dlistine live Surfwood paneled hoy’s room, Surfwood 
is as rugged as it is good looking, and needs no 
costly, periodic redecoration that ordinary wall sur- 


big” thick, 


faces must have. Size: 4 x 8’: 
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Here’s how new 


Surfwood 
can increase 
your builder 
and ‘weekend 
carpenter’’ sales 


Surfwood—The world’s lowest 
priced 3-dimensional wood panel 
—New decorative idea for build- 
ers and home owners 


The exciting new wood with 3 dimensions— 
Surfwood—is destined for big things! No 
wonder! The cost is low—lower than any 
similar produet on the market. [It’s in the 
$.25 to $.27 per square foot retail range! 

The product is exceptional, Its bonded 
with new, amazing L-1-R adhesive. Resists 
moisture ... withstands mold. 

The promotional kick-off starts this month 
with 2-page ads in builder and contractor 
publications reaching a circulation of 
286.000. 

Surfwood’s big promotional push contin- 
ues in your community with the good-looking 
new Surfwood display rack: new, free news- 
paper mats: window streamers, new enves 
lope enclosures. and counter ecards. 

Its a promotion that starts off big—and 
continues big—because Surfiwood carries the 
Weldwood name which will be advertised 
more consistently than ever before in_ na- 
tional magazines reaching a total of over 
14 million readers per month! 

You ean increase your builder and “week- 
end carpenter” sales by getting on the 
Surfwood promotion bandwagon now. Fill in 
the coupon on the opposite page. Stock up 
on Surfwood ... the new Weldwood product 
your cusiomers will be asking for. It is 
immediately available at United States Ply- 
. S.-Mengel Plywoods distrib- 


uting units everywhere. 


wood and | 








A WARM, COSY ATMOSPHERE is given this 1'V-study room by Surfwood. Its deep-etched 
texture resembles weathered deiftwood. Decorators like it because it blends well with 
either traditional or Contemporary furnishings. Surfwood can be left in its beautiful 


natural state, or given a number of exciting and dramatic finishes. 


’ 


TA NE AA 


New promotion aids and powerful advertising back you up! 


) 
NEW WELDWOOO Giyfertnd PANELING 


has for Low Cost. Distinctive Intenor 


Vew! Put this attractive Surfwood display Here is the attractive new Surfwood counter Advertising blanketing the builder field... 
in vou! show room. | se the new newspaper display with photographs s| owing ideas for and in mavazines reac hing a readership of 
| 


mats, window streamer and mailers. interesting, low-cost home decoration, over 14 million per month! 


Weldwood <4 


United States Plywood Corporation .S.-Mengel Plywoods, Inc. 


argest ply 1 Organizat 
World g piyw JZ 4 Li uisville, Ky. 


o> West bith Street New York 6. N. ¥. 
DISTRIBUTING UNITS IN ALL PRINCIPA 


UNITED STATES PLYWOOD CORP., 55 WEST 44TH ST., N.Y.36, N.Y. 
Please have vour ilesman contact me with full details about 
the big Surlwood promotion, AL-7 


@ Jntertor walls 
° Dloors 
e > 
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When you sell the Griffin line of fine builders’ hardware, 
you sell a fast moving line . . . more sales— more profit. | 


Griffin products are produced from highest quality steel, rolled in our own 
mill, by experienced craftsmen. Griffin butts and hinges will —*? increased 


business into your store. 


When oa customer asks for builders’ hardware, sell him Griffin . . . you'll 


be selling the best. 


RI FFIN qd Every DOOR NEEDS THREE 
MANUFACTURING COMPANY 
—— GRIFFIN PRODUCTS -— 
ERIE + PENNSYLVANIA 


REPRESENTATIVES 
H. C. GLOVER 


& THE Wo Ribl WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS 
1639 W. Fargo Avenue 2450 17th St 4524 East 60th Street 2611 Gerrison Bivd. 
Chicago 26, IIlinois San Francisco 1, Calif. Seattle, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, @. ROY L. ROGERS 

17134-6 Wyoming Avenue 917 St. Charlies Avenue 644 Wellington Road 1620 Garfield Street 

Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. $. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Porkwoy 6954 Oleatha Avenue 

New York 7, N.Y. Boston, Massachusetts Dolias 5, Texas Kansas City, Missouri St. Louis 9, Missouri 
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WITH the flooring 
industry’s biggest 
color ad campaign 


332 ads in 43 national magazines and 
trade papers—110 Sunday Newspaper 
Supplements pre-sell Kentile, Inc. Floors 
to your customers... from coast to coast: 
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See this KENSTYLER 


: flooring 
ms mplete¢ 

1008 It’s a CO in just a few 
estan youn ous department in just 
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see jus Ken- 
» or 
a are + floor will 
Se look in her 
; own home. 
> Order yours 
today . --on'y 


$10.00 with sample tiles. 


KENTILE . SPECIAL (greaseproof) KENTILE ° 


KENTILE, INC. 58 Second Ave 
Streets, Philadelphia 3, Pa. © 12} NBC Building, CI 
City 8,Mo. © 4532 South Kolin A > « 


venue, Chicago 32, III. « 4501 Santa Fe Aven 
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nue, Brooklyn 15, New York © 350 Fifth Aven 
veland 14,Ohio « 900 Peachtree 


KENTILE SETS TH 


-to help you tap a 
million dollar marke} AG: 






ve, New York 1,N.Y. e 705 Archit 
Street N.E., Atlanta 5, Ga 
ve, Los Angeles 58, Calif. « 
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KENTILE tc. 


America’s largest manufacturer of Tile Flooring 


KENCORK - KENRUBBER - KENFLEX 


ects Building, 17th and Sansom 
* 2020 Walnut Street, Kansas 
452 Statler Building, Boston 16, Mass 
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PAINTSTIKS 


SCALING, 

GRADING, 
STORAGE 
MARKS 


Z\ 


PAINTSTIKS 


ARE FADE-PROOF, 

WEATHERPROOF, 

WATER-PROOF, 

ICE-PROOF AND 

PERMANENT 

Markal Paintstiks are made to meet 
all marking conditions... wet, dry, frozen, icy, 
on rough surface or smooth. They are ideal for 
use on green lumber, rough logs, creosoted 
lumber and all other logging conditions requir- 
ing permanent indentification. Markings with- 


stand submerging in icy water of mill pond for 
12 to 15 months. 


Markal Paintstiks are approved and used by 
outstanding lumber companies and Forestry 
Services throughout the U.S. and Canada. 
Markings are clear, distinct and legible. 


Be sure to ask for them by trade name. 
SEND FOR NEW SELECTION CHART 


Nahal COMPANY 


3097 W. Carroll, Chicago 12, Illinois 


ee oe ee 


STORE SIGN with two-foot high let- 
ters is brilliantly illuminated at night 
by 13 overhanging light fixtures. 


ADLER/ BUILDER / /UPRUE/ 


——-— &° Mes fe tar ALTOORA S108 


BILLBOARD REMINDER is one of 


Advertises wasn ee 
Night and Day— 


Billboards spotlighted store 
sign keep the name of Adier’s Builders Sup- 
plies, Altoona, Penna., in the public eye. 


and 


Jet black lettering against white hardboard makes an effective day- 
and-night store front trademark for Adler’s Builders Supplies, Altoona, 
Penna. 

The two-foot high letters over the entrance and along the side of the 
building are illuminated at night by 13 overhanging light fixtures. Fluor- 
escent lighting is used inside the store. 

Four billboards on each of the main traffic arteries leading into Al- 
toona feature a picture of the new store and give the exact mileage from 
the signs to the store itself. The advertising budget also contains allot- 
ments for newspaper, radio and direct mai}. 

Four large windows give street traffic an excellent view of the in- 
terior displays. Tools and hardware are brand-new departments in the 
new store, which replaces one destroyed by fire. There is plenty of off- 
the-street parking space at the front and side of the store. 

R. G. Adler is the manager. Originally founded as a feed concern in 
1904, the three-generation firm went into the builders supply field in 1948. 
Since 1951, it has devoted its entire facilities to builders supplies. 
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. . - CARPORT BECOMES 


EXTRA ROOM... 


8 good chunks of business for the dealer 


Here’s the story: able, usable room in winter, 7hermopane in- 
r sulating glass is the answer. By selling 
Foundation blocks and cement This homeowner was in the spot that l hermopane, you have tne window insula 


Rough lumber millions are today~-he needed more room tion business from the start, the homeowne 


Interior trim for comfortable living. So he made the car is more ‘satisfied and you make a better 

2 large panel window frames port into a room to enjoy summer and profit on the higher dotias sale. 

15 lights The pane * insulat winter He used pane! windows with So, recommend | hermopane insulating 
1 a rmo; - 


; lL hesmopane insulating glas hev give him glass Its a good deal for you and your 
ing glass 


a view—add a feeling of iousness. In customers, If you'd like a list of manufac- 


300 sq. ft. flooring winter, Thern 
Paint door cold and saves him fuel 


pane protects him trom out turers of windows like the one shown 


here —plus many other types that take 
Miscellaneous-sandpaper, nails, You would make money standard size 7 hermopane units—write to 


brushes, etc. dow glass for a job like thi But to Libbey "Owens’Ford Glass Co., 6573 


make sure your customer has a comlort- Nicholas Bldg., ‘Toledo Ohio. 


Two Panes of Gloss 


( , Blanket of dry oir 
] J ? ) 8 insulates window 


INSULATING GLASS . » 
FIBER-GLASS ea Bondermetic (metal 


to-glass) Seal* keeps 


ai dry and clean 
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Recommend Ozark 


TO CONTRACTORS AND CARPENTERS 


Genes Pe 


UMBER COAL CO ® 


Good Signs Are 
Good Advertising 


Colors of bright orange and blue 
are used by the Genesee Lumber 


THAT'S 
OZARK 
OAK 
FLOORING 


Raise your profiy with faster 
flooring sales! Ozark Oak floor 
ing has proved its worth and 


sales appeal all down the line 





needs only 


minimum sanding and finishing for a beautiful installation job TO HOMEOWNERS 


- has the inherent qualities 


ture rO INDUSTRY 


Produced from fine, 


find Ozark has the “ 





“Fine Flooring 


Since 1927” 





of mountain-grown oak, plus superior Ozark manufac 


un Ovark grade for every purpose 


altitude-grown oak stock and properly seasoned and milled, you'll 


* that makes new profits 


Stock and recommend Ozark Brand today! Write for 
complete details and prices 


THE OZARK OAK FLOORING CO. 


33) BISMARCK, 


MISSOURI 


and Coal Co., Batavia, N. Y. for 
its truck and yard signs. The truck 
sign plays up two features: “Ev- 
erything in Building Materials” 
and “Guaranteed Materials.’’ Phone 
number is lettered on the cab door. 

Wrapped lumber is “protected 
lumber” and this quality advan- 
tage is advertised in signs found in 
the lumber storage yard. Sanford 
L. Fisher, secretary-treasurer of 
the firm, looks over some bundles 
of wrapped lumber just inside the 
protective fence. 


Molding Merchandiser 


This unique molding merchan- 
diser was designed by D. F. Cal- 
kins, president, D. F. Calkins Lum- 
ber Co., Inc., Sanborn, N. Y. Short 
pieces of molding on rack enable 
customers to pick out a type with- 
out fumbling over specific names. 
The simple but effective merchan- 
diser was made from plywood. 


Budgets 50% to Radio 


Spear & Sons, Inc., building ma- 
terials firm of Marquette and Ish- 
pheming, Mich. has great faith in 
the value of the radio as an adver- 
tising media. The firm puts 50% 
of its advertising budget into a ra- 
dio program known as the Bulletin 
Board of the Air. 

Phil Spear, president, says the 
program costs about $9 a day on 
a contract basis. Announcements 
of club and organizational meet- 
ings are aired six days a week, 
with three spot commercials used 
on each program. Because of the 
news value of the program, it is 
believed to rate high with listeners. 
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Give Your Customers BOTH 





in a Garage Door... 

















BEAUTY THAT LASTS 


Now you can provide your customers a really 
beautiful Strand all-steel Garage Door with 
modern horizontal line styling in all three sizes: 
S «7.9 <7, am Ww x7. 


All have smart horizontal-line design, providing 
that low, wide, spacious look. They're in keeping 
with today’s architectural trends, a credit to your 
reputation. 


Important, too, is the fact that the beauty lasts 
when you install Strand Doors. This popular steel 
door will stay new for a lifetime. No warping, 
swelling, sagging—ever. 


All-steel, bridge-like construction prevents sag- 
ging or weaving for a lifetime of easier operation. 
Heavy, diagonal steel braces, welded to the deeper, 
sturdier steel frame, form the kind of structure 
used for strength in bridges. 


Strand Doors are galvannealed (galvanized with a 
heavy zinc coat for rust protection; oven-baked 


ALL-STEEL © GALVANNEALED + OVERHEAD 
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__ GARAGE DOORS __ 
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LIFETIME CONSTRUCTION 


to provide a perfect base for paint). No prime 
coat needed. 


Strand Doors cost less—the logical result of stand- 
ardizing big volume production. The one-piece 
door leaf and factory-assembled hardware bring 
you big savings in installation time. Only ordinary 
tools are needed to install. 


Strand Doors are available in these types and sizes: 
8’ x 7’ Receding (track) and Canopy; 9’ x 7’ Re- 
ceding (track) and Canopy; 16’ x 7’ Receding 
(track) only. Order from your jobber or mail 
coupon for information and jobber’s name. 


YOU'LL WANT THIS NEW BOOK! 


GARAGE PLANS AND IDEAS is a new 32-page book 
of information and illustrations. Helps you plan your 
garage for appearance, economy and all-around useful- 
ness. Includes 12 designs and floor plans by nationally 
known designers, how-to-build instructions, material 
lists, driveway sketches, etc. Also information about 
Strand All-Steel Garage Doors. 


— 


CaRage Plans 


STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Co., 

Dept. AlL-7, 2244 E. Grand Bivd., 
Detroit 11, Michigan 


Please send new 32-page book of Garage Plans and Ideas, available free 
to building professionals, only if this coupon is used. Also Strand Door 


information and dealer's name 


lama [) Builder Dealer 


Name 





FOR SINGLE AND DOUBLE Ganaces———! 
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City State 
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FIRE DAMAGE causes more 


Builders Supplies, Altoona, Penna., 


loss than 


last 


any other single cause. This fire swept the office and display room of Adler’s 


year 


Check Your Insurance Coverage Against This List 


RAY E. LATSHAW, 
urer, Middle Atlantic Lumbermen’s 
Association, who was active in the 
preparation of this check list of in- 
surance coverage. 


secretary-treas- 


76 


What types of insurance do you have? Do you have 
sufficient coverage for fires, floods, tornados and lesser dis- 


asters? 


Careful checking of this list against your current 


insurance coverage may save you thousands of dollars. 


Every retail lumber dealer car- 
ries insurance. But the real prob- 
lem facing every thinking dealer 
is how much insurance to carry 
and what liabilities to cover. 

A check list of insurance cover- 
ages especially applicable to the 
retail lumber and building mate- 
riais business has been prepared by 
Charles M. Sheaffer, Jr., Platt, 
Yungman & Co., insurance advis- 
ors to the Middle Atlantic Lumber- 
men’s Association, in cooperation 
with Rav E. Latshaw, secretary- 
treasurer of the Middle Atlantic. 

Too many dealers learn what 
types of insurance to carry as the 
result of a disastrous experience. 
For example, how many dealers 
have Use and Occupancy and Prof- 
its Insurance? One Virginia dealer 


was not familiar with this type of 
insurance until 1939 when a fire 
destroyed two-thirds of his prop- 
erty. If this firm had had Use and 
Occupancy insurance, it would 
have been paid a stipulated amount 
per day for every day lost until the 
new plant was finished. In addi- 
tion, it would have been paid a 
profit on all the material that was 
destroyed. 

The check list on the next page 
is intended as a guide in setting 
up a comprehensive insurance pro- 
gram for your organization. 

1. Direct Loss to Physical 
Property. 
1. Fire and lightning insurance. 

2. Extended coverage, which in- 

cludes insurance against loss 
by windstorm, hail, explosion, 
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Home Buyers are Reading THIS AD 


in Better Homes & Gardens 
and in Living For Young 
Homemakers. Below are 


what two prominent home 1953 Window Modele 
builders are saying about 


Fenestra Windows. 


For complete information on by 3 é | ! 


these popular Fenestra Win- 

dows, call your Fenestra NEW Fenestra a 
Representative or write Detroit is Gas teen 
Steel Products Company, Dept. Mts shed the ra, ate 
AL-7, 2246 East Grand Bivd., 


Detroit 11, Michigan. 


RAIN SHEDDING” 











NEW Fenestra “BIG ViE 
i cw “ Wallt b 


y 


w WINDOWALL 


1 mor 


Fenestra “EASY 
~OPENING” 
iraceful, easy-operss;, NT WINDOWs 


CASEME 
. nent, Fenes 


Fenestra 


* WINDOWs . 


Your h 


So reme 
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AG when you 
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el 90- ae 
{ your WindoWall in our any 

sed y added substan- Frome 

and they addec 

: . 

and sales appeal of our 

e pleased far 


use the 


“Wei u 
house project 
tially to the eye one 
$10,000 class houses. We a 
I our expectations. *0 


beyond i 
Fenestra n 


ity and satisfaction. 


ime is synonymous with qual- “Switched from double-hung wood windows to your 


Fenestra Casements with combination Inside-Outside 
S. Cardin, Vice-President, 


Casings in our new development. The elimination of 
poration, 


Jerome ' 
Admiral Construction Cor 


stools cut our installation time and costs and total sav- 
Baltimore, Md. 


ings went far beyond our initial planning. We'd be glad 
to give any builders our field findings on these units.” 


C. Albert Merritt, President, 
Woodbrook Homes, Inc., 
Baltimore, Md. 
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riot, riot attending a strike, 
aircraft, smoke and vehicles. 
Vandalism and malicious mis- 
chief insurance, 
Sprinkler leakage insurance. 
Water damage insurance. 
Plate glass insurance (includ- 
cluding lettering). 

3. Boiler and machinery 
ance, 
Automobile fire, theft and col- 
lision insurance. 
Transportation insurance. 

. Ocean cargo insurance 
Valuable papers and 
insurance, 


insur- 


records 


Indirect Loss Stemming from 
Direct Loss to Physical 
Property. 

. Business interruption insurance. 
. Rent insurance. 


Dishonesty in All Its Branches. 
. Fidelity bonds (employes). 
. Open stock burglary insurance. 
. Safe burglary insurance. 
4. Payroll robbery insurance. 
. Messenger inside and outside 
holdup. 
6. Forgery. 
If desired all of the above named 


may be included under one Com- 
prehensive Policy. 


4. 


written in 


Insurance for Claims Arising 
Out of Injury to Persons and 
Damage to Property of Others. 
. General liability insurance 
(premises and operations). 
Products liability insurance. 


3. Contractual liability insurance. 


4. Elevator liability insurance. 
Independent contractors insur- 
ance (let or sub-let work). 
Automobile liability insurance 
(owned, non-owned and _ hired 
cars). 


7. Workmen's compensation insur- 


ance. 
Items 1 to 6 inclusive may be 
one policy which is 


known as a Comprehensive Liabil- 


ity 


Policy. 


GENERAL INFORMATION 
All Phases of Insurance 


Fire and Extended 


1 


Coverage Insurance 

Property insured 

a. Buildings (include lighting and 
heating equipment). 

b. Machinery and equipment in- 
cluding office furnishings. 

ec. Stock (market value or selling 
price clause should be consid- 
ered). 

d. Tenants improvements to 
buildings. 

Form of coverage 

a. Specific form. 

b. Blanket form 

c. Stock reporting form. 

Rates are determined by the com- 

pany or state-approved rating 

bureau. 


Factors affecting rates 

a. Type of construction. 

b. Type of stock. 

c. Exposures. 

d. Amount of machinery in 
buildings. 

. Housekeeping 

. Fire protection (private or 
public). 

g. Co-insurance. 


Illustration of a loss adjustment 
involving the application of the 
co-insurance clause: 
Value of property 
Insurance carried 
Co-insurance: 90%. 
Insurance required 
Loss 

Loss Payment: 60/90 


2 


2, x $69,000 


$100,000 
60,000 


90,000 
60,000 


40,000 
All policies covering on the same 
property should read alike. 

All policies should bear the cor- 

rect name of the insured and 

correct location of property in- 
sured. 

Requirements in case of loss: 

a. Immediate report of loss to 
the insuring company or to its 
agent. 

Protect undamaged property. 
Prepare complete inventory of 
damaged property. 

File proof of loss within 60 
days from date of loss. 
rm of policies: 
Buildings, machinery 
ment, business 
and rent. 

1 year—-annual premium 

3 years.-2% annual premiums 
5 years-4 annual premiums 

. Stock: No premium advantage 
for a term in excess of 
year unless building contain- 
ing stock is sprinklered, in 
which case policies can be writ- 
ten for the term of three or 
five years with premium sav- 
ing same as building policies. 


equip- 
interruption 


one 


Five-year premium can now be 
be paid on what is known as the 
deferred payment plan as _ fol- 
lows: 
If the annual 
then the five-year 
paid in advance 
times the 
$4,000. 
Under the deferred payment plan 
the premium would be paid an- 
nually as follows: 

Ist year 

2nd year 

3rd year 

4th year 

5th year 

Total $4,120 

The penalty amounts to a total 
of $120 over the five years. This 
method provides for an even dis- 
tribution of premium over the 
five years and guarantees the rate 
for the five-year period 


premium is $1,000 
premium if 
would be four 


annual premium or 


$1,000 
780 
780 
7TR0 
780 


Automobile Insurance 


Bs 


2. Adequate 


Policies cannot be written at a 
premium saving for longer term 
than one year. 
limits should be car- 
ried for both bodily injury and 
property damage liability. 
If the insured is an individually 
owned corporation and if the in- 
dividual owner insures his per- 
sonal cars under the corporation 
policy, his name should be added 
to the policy in order to afford 
him coverage while he is driving 
other cars. Likewise, any chil- 
dren holding operator licenses 
should be named in the policy. 
Medical payments. 
. The premium for non-ownership 
automobile insurance is based on 
the following division of employ- 
es: 
Class 1--All employes, exclusive 
agents and representatives whose 
usual duties involve the use of 
motor vehicles not owned by their 
employer. 
Class 2-—-All other employes. 


Comprehensive Liability Insurance 


3 


Ww 


3. 


The following coverages can be 
written for three years thereby 
producing a premium saving: 

a. Elevator liability. 

b. Premises liability if premium 
basis is on area and frontage. 
Contractual liability unless 
subject to premium  adjust- 
ment at audit. 

The three-year premium is three 

times the annual premium less 

10%. 

Adequate limits should be car- 

ried for both bodily injury and 

property damage liability. 


orkmen’s Compensation 
Insurance 

Policies should contain “all state” 
coverage. No charge for this ex- 
tension unless exposure develops. 
Medical payments. Some states 
limit medical payments during 
the period of 90 days following 
accident to $225. Additional med- 
ical payments are available and 
in Pennsylvania $10,000 addition- 
al medical payments would cost 
2% of the annual workmen's 
compensation insurance. 
Executive officer coverage. 


Inland Marine (Transportation) 
Insurance 


a 


3 


This coverage can be written for 
three years thereby producing a 
premium saving. Three-year pre- 
rium is 2% times the annual 
premium. 


. Policies are generally written on 


a broad named peril basis (fire, 
lightning, collision, upset and 
perils of transportation). For a 
higher premium policy can be is- 
sued on an “all risk” basis. 

Items rented to.others such as 
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More profit out of your 
floor space than ever before and you can fill practically any door 
need with these Fenestra* Metal Door-Frame-Hardware Units: 


Fenestra Hollow Metal Doors (as nationally advertised in Business Week, and 





in trade publications ). Ideal for schools, stores, offices, warehouses, gas stations, 
etc. Complete with pre-fitted metal Frames and Hardware. Cost less than half 
as much as comparable doors because Fenestra’s tremendous facilities permit 
great mass production. Simply installed—no cutting or mortising, etc. Each 
134” thick door is imsulated for quiet performance. Can't warp, swell, or 


splinter. Very versatile—can be used swing right or left, swing in or out. Any 


combination of glass or metal panels, Available in flush or panel styles. Also 
available are Entrance Doors with the big glass panel and “push-pull” bars and 
Underwriters’ “B” Label Doors. 


Fenestra Residential- _— Fenestra Residential- 
Type Metal Swing Door Type Metal Sliding Closet 
Units— (as nationally ad- rt Door Units—(as nation- 
vertised in consumer and m ally advertised in con- 
trade publications). sumer and in trade pub- 
Come with  pre- fitted lications). Come com- 
plete and can be installed 
with a screw driver—a 
perfect product for your 
free qualities of metal “do-it-yourself” custom- 
constfuction. 134” thick. ers. These doors are beau- 
Sound insulated. Installed d tiful 
in four simple steps: 


Bolt frame together, attach to floor and anchor to 


Frames and Hardware. 
Combine sleek beauty 
with the maintenance- 


space-savers and 

they will always glide 
smoothly, easily. They can’t warp or swell or stick. 
Come with a baked on prime coat of paint or with a 
beautiful “birch” finish. Popular sizes. 


walls, screw on template locks and hinges, hang 
the door! 
*K 
For complete information on these popular Fenestra Metal Door-Frame-Hard- 
ware Units, call your nearest Fenestra Representative (listed in the yeliow 
pages of principal city phone books) or write Detroit Steel Products Company, 
Dept. AL-7, 2246 East Grand Blvd., Detroit 11, Michigan. 


METAL DOOR: FRAME*HARDWARE UNITS 


Burtpinc Propucts MERCHANDISER 


79 





RUBBER TILE - 


OP a. 


soma pe: i 


what “SUPER-DENSITY” means 


Let your customers do the “selling”! Here’s a convincing dem- 
onstration of the exclusive B. F. Goodrich Rubber Floor Tile 
feature — ““Super-Density” — it is self-selling proof of its smooth, 
easy-to-clean surface. And this is the time to demonstrate these 
three added features: Natural Resiliency, for quiet comfort; Rich 
Coloring, which goes all the way through to the back; Easy and 

economical Self- Installation 
by using the 80 gage special 
thickness Rubber Tile and 
B. F. Goodrich Self- 
Installation Kit. 


For complete information write today to Dept. L7, 
B. F. Goodrich Co., Flooring Division, Watertown 72, Mass. 


ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 


Sanders, edgers and_ polishers 
should be written on this form of 
coverage. 


Ocean Marine Insurance (Water- 
borne and Transportation Perils) 
. Open policy -continuous in form. 
2. Shipments reported as they are 
made and premium paid for each 
shipment. 
3. Policy does not cover war risk, 
however coverage can be secured. 
Fidelity Bonds (Infidelity of 
Employes) 
1. Kinds: 
a. Individual or position bond. 
b. Commercial blanket. 
c. Blanket position. 
2. The above bonds can be written 
for three years at 214 times the 
annual premium . 


Surety Bonds (Guarantee of Per- 
formance of Contract) 

1. Bid bonds. 

2. Contract bonds. 


Credit Insurance 
Accounts Receivable Insurance 


Group Insurance 


3 
2. 


Life insurance. 

Accidental death and dismember- 

ment insurance. 

3. Accident and sickness, weekly in- 
demnity insurance. 

. Employe hospital. 

5. Employe surgical. 

. Dependent hospital. 

8. Medical. 

. Polio. 


Key Man Life Insurance 
Pension Plans for Employes 


Profit Sharing Plans 








Write for Weed Killers 


Weeds are a great potential 
fire hazard in the making. If 
you have a problem with weeds 
around your premises, we know 
of two effective killers which 
we will recommend upon re- 
quest. 

The first is recommended by 
U. 8S. Epperson Underwriting 
Co. It is inexpensive compared 
with many other so-called kill- 
ers and can be applied either 
by a spray or dry form. If it is 
necessary to cover a large area, 
another product is available at 
still lower cost. It is applied 
dry and is carried into the soil 
by either rainfall or sprinkling. 

To secure the names and ad- 
dresses of these weed killers, 
just drop a line to American 
Lumberman, 139 North Clark 
Street, Chicago 2, Illinois. 


“, 
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Southern Phillips and Slotted Quality Wood Screws stand 
out on your shelves in new easy-to-handle, error-proof 
packages. “Easy Read” silhouette and color labels instantly 
identify screw types and sizes. 





New Southern packaging is based on extensive survey to 
give most secure and easiest possible handling. All infor- 
— a mation available at Q glance. Eye-appeal color, paraffin- 
Coilesten. treet tadiel base dye and 100% virgin kraft paper make boxes 
attractive, soil and moisture resistant, and long lasting. 





New 5-cross Master Carton to fill , 
special request for medium to large A Quality Screw for Every Purpose Packaged to Speed 


range sizes regularly packed 10 to Your Sales. Write today for our catalogue. 
carton 


Secure, permanently attached 4-fold 


lid 
@ Extra strong 4-fold corners 


FACTORY WAREHOUSES 


4100 Dell Avenue, North Bergen, N. J. SCR EW COMPAN Y 


280 Decatur S. E., Atlanta, Georcia 
325 West Ohio St., Chicago 10, Il! STATESVILLE * WNORTH CAROLINA 
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1. Notice how Keymesh 
is lapped and covers the 
entire ceiling surface. This 
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assures smooth, long last- 
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ing plaster where it is 
most desired by builders, 
contractors, architects 
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2. Keybead protects the 


outside corners against 
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nicks and cracks and 
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makes an easy-to-follow 
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plaster thickness guide 
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Outside plaster corners 
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are more easily made 
with the help of these 


Keybead corner beads 
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3. Keycorner on the in 
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window, at the corners 


of the window and at 
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the entire ceiling-wall 
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curring at these areas 
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to guard against 
plaster cracks 
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KEYMESH on ceilings 
KEYBEAD on outside corners 
3 KEYCORNER on inside corners, 


joints and ceiling-wall junctures 


KEYMESH applied on the entire ceiling area of 
any room assures more crack-resistant plaster 
surfaces. Because stresses and strains are 
distributed more evenly, longer plaster life re- 
sults. There is no limit to the interior design 
and construction possibilities when ceilings 
are completely Keymesh reinforced. Key- 
mesh also provides strong plaster reinforce- 
ment, with desirable heat transfer properties, 
for ceiling radiant heat installations. 


KEYCORNER applied at corners, joints and 
ceiling-wall junctures prevents future plaster 
crack troubles. Its preformed-for-corners, con- 
venient width and easy-to-handle features 
provide fast, economical reinforcing exactly 
where needed. It snaps into corner shape by 
merely flexing the cut piece. And, Keycorner 
lies flat, too, for flat joint reinforcing. 


KEYMESH 

3’ and 4’ widths, 
150-ft. rolls, 
Galvanized 


KEYCORNER 
4”, 5” and 6” widths 
150-ft. rolls, 
Galvanized 

Other gauges and sizes available 


KEYBEAD 
7&9. 10, 
2%" wings, Galvanized. Packed 
in convenient cartons 


KEYBEAD produces strong, economical “‘true”’ 
outside plaster corners. The open-mesh design 
of the Keybead wings permits plaster to flow 
through the steel wires and give a generous 
bond of plaster to lath a solid plaster 
corner results. This thorough steel wire em- 
bedment combined with the true-formed bead 
makes strongly reinforced, more highly crack- 
resistant outside plaster corners. 


THE COMBINED USE of Keymesh on the 
entire ceiling area with Keycorner at inside 
corners and joints and Keybead on outside 
corners, results in trouble-free, lasting plaster 
beauty . a valuable selling advantage to 
plasterers, lathers, builders, contractors and 
architects alike. It promotes greater owner 
satisfaction— more quality 

plaster jobs. 


12’ lengths 
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KEYSTONE STEEL 
& WIRE COMPANY 


Peoria 7, Illinois 


Pier etdiete 


KEYMESH * KEYCORNER * KEYBEAD + KEYSTONE NAILS » KEYSTONE WELDED WIRE FABRIC * 
KEYSTONE TIE WIRE * KEYSTONE NON.CLIMBABLE FENCE « KEYSTONE ORNAMENTAL FENCE 


4293 Bandini Blvd 930 19th Ave 


1800 N.W 16th Ave 
Los Angeles 23, Calif Oakland 6, Calif 


Portland 9, Oregon 


1544 First Ave., South 
Seattle 4, Washington 
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Backed by 12 years 
development and use 
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TYPE “A” 
PLASWOOD 
PANEL 


An extra-strength panel board, 
made from specially treated long 
wood fibers. Made in two densi- 

ties—one as sidewall sheathin 
—one as underlayment for as- 
phalt and rubber tile, linole- 
um, wall to wall carpeting. 


High resistance to indenta- 
tion — exceptional nail- 
holding power — strong 

bracing qualities — 
these, along with posi- 
tive lower cost of Plas- 

wood make it the 
answer to stronger, 
more economical 

construction. 


Southern Plaswood Corporation 


Hope, Arkansas 


“Er 





Send this coupon today. A 
Southern Plaswood Corporation 
Post Office Box 123 

Hope, Arkansas 


Please send me the facts about Plaswood 
and the name of your nearest jobber or 
dealer 


| om 
O Home Owner O Contractor 


© Material Dealer © Architect 
Nome 


Address 
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This Five-Point Program Will Help 
Your Salesmen Do a Better Selling Job 





By Craige Ruffin* 
Ruffin & Payne, Inc. 
Richmond, Va. 


Practically everything that we 
do has some connection with sell- 
ing. Every time we speak to some- 


one, whether it is face-to-face or 


over the telephone, we create an 
impression and we are making a 
sale of some kind right on the 
spot. 

It is management's business to 
constantly coach all of our per- 
sonnel—-from the telephone oper- 
ator down through the shipping 
departments and truck drivers, 
back to inside and outside sales- 
men. All of my employes are made 
to realize that the customer is 
THE person to court. 

In order to be a good salesman, 
I feel there are certain funda- 
mental things my employes should 
know. They should: 


1. Know their products. I hold 
monthly sales meetings in which 
products are discussed and pros- 
pects analyzed. Two or three prod- 
ucts are frequently given special 
consideration at these meetings. 
These meetings teach the use and 
value of these products to our 
salesmen and help bui'd enthusi- 
asm and determination in our men. 


2. Know their suppliers. They 
should be friendly and courteous 
toward their suppliers. To learn 


more about our suppliers, I en- 
courage our salesmen to associate 
with them when they have an op- 


J uly 


portunity, visit their warehouses 
and see what they have to offer 
and how they do things. It is some- 
times feasible for one of our sales- 
men to take buying trips with our 
suppliers. Out of these trips grow 
lasting friendships. 


3. Know their customers. They 
must make frequent and regular 
calls on our customers and try 
their utmost to sell products from 
the point of interest of the cus- 
tomer. It is their business to be- 
come as friendly with the customer 
as possible; this cements a closer 
relationship between the customer 
and the company. 


4. Know their competition. Our 
salesmen belong to groups or trade 
organizations in which they have 
the opportunity to see and _ talk 
with their competitors; to learn 
their competitors’ likes and dis- 
likes; even bend an elbow and roll 
the galloping dominos. Our com- 
petition is bad enough, but if we 
did not keep up this friendly spirit 
by close association with them, our 
competition would be far worse. 
We associate with our competi- 
tion in such organizations as Hoo 
Hoo, Richmond Credit Association 
and, of course, our own state as- 
sociation of dealers. 


5. Know their fellow employes. 
Salesmen should be friendly and 
cooperate with fellow employes in 
their work. I tell our men that 
they are all working toward the 
same goal. We have picnic and 
Christmas parties to encourage 
employes to know one another bet- 
ter. Bonuses and presents are a 
feature of our Christmas party. 

Here are a few examples of what 
we do to build sales and keep them 


growing. We advertise regularly 
in the newspapers. We have re- 
cently found that pricing each 


product has brought an increase 
in floor traffic. Classified ads have 
done a good job for us in special 
sales of scrap plywood and mill- 
work. We also do a limited amount 
of direct mail advertising to a long 
list of people and follow up nation- 
al advertising leads from major 
manufacturers with special mail- 
ings. 


*This is an excerpt from a talk given by 
Wr. Ruffin at the recent convention of the 
Florida Lumber & Millwork Association, Inc. 
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Truscon Steel Ranch Windows and 
Residential Casements are features 
of the"' Westerner,” designed and 
built by Bruscino-Pischer, Inc., 
Lakewood, Obio. 


WITH TRUSCON 
RANCH WINDOWS 


69 of these attractive modern one-floor 
homes featuring Truscon Ranch Win- 
dows are being built in Cleveland, Ohio, 
Called the “Westerner,” this picture- 
windowed three bedroom model is sell- 
ing mighty fast. More ‘“Westerners” are 
planned for early starts. 


Truscon Ranch Windows are handsomely 
styled in steel especially for one story 
ranch types. They are equally adaptable 
to all residential construction reflecting 
modern architectural trends. 


In larger sizes, they provide attractive 
living-room picture windows which 
minimize the “wide open” effect so 
characteristic of large undivided glass 
areas. Medium size units conveniently fit 
window openings for dining rooms, dens, 
libraries. Smaller units are admirably suited to sleeping rooms. 


This new Truscon window development is creating excitement 
wherever it is shown. Builders and home owners are tremendously 
interested. Truscon dealers can cash in on this interest. Write 
Truscon for latest Ranch Window bulletins and for information 
on other Truscon “highest cuality” meta! building products. 


TRUSCON STEEL DIVISION 


MARK OF MERIT REPUBLIC STEEL CORPORATION 
PRODUCTS 1058 ALBERT STREET »« YOUNGSTOWN 1, OHIO 


TRUSCON® 


BuILpING Propucts MERCHANDISER 


a name you can build on 





BEVEL AND 
BUNGALOW 
SIDING 


MOULDINGS 


CUT STOCK 
Windows 
Doors 
Furniture 
Caskets 
Fencing 
CUT AND PACKAGED 


PICKETS 


PANELING 


FINISHED 
BOARDS 


Send for free illustrated booklet 
containing NATIONAL PACIFIC’S 
grade class/fications. 


, ' 
Cia ciettaeele 


NATIONAL PACIFIC Timber Products, Ine. 


Mailing Address, 7161 Telegraph Road, Los Angeles 22, California 
Sawmill, Smith River, California ¢ Dry Kilns and Planing Mill, Montebello, California 
Southern California’s Leading Producer of Redwood Products 
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COMPACT SHOWROOM of the A & 
material 
cluttered effect. Note good use of selling sig 


“bread and butter’ building 


eG 
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Lumber Co. displays a variety of 


merchandise in limited area without 


gns on wall near ceiling. 


Answers Discount Problem 


Profit cutting by 


“10 percenters”’ 


moves Washing- 


ton State dealer to act as his own contractor in package-sales 


program. 


If the 10% discount problem is 
eating its way into your profits 
you might find a method for re- 
lieving this situation as adopted by 
B. E. Reeves, co-owner and man- 
ager of the A & U Lumber Co., 
Enumclaw, Wash. 

Designed originally to meet the 
competitive problem created by 
contractors who insist on receiving 
a 10% discount on all their pur- 
chases, A & U Lumber’s program 
has been found especially suited 
for merchandising building mate- 
rails for remodeling jobs. It was 
begun about four years ago. 

What actually precipitated it was 
the increasing number of small 
contractors who bought only on 
condition that they receive a 10% 
discount. Since Reeves would not 
sell at a discount, the contractors 
purchased their materials  else- 
where. 

Dealers who grant such dis- 
counts, Reeves points out, either 
operate at, or near, the no-profit 
margin on contractor sales or they 
increase the general price level to 
make up the difference. 


BuILpING Propucts MERCHANDISER 


The usual result is to increase 
the prices of building materials in 
an area since the contractors who 
receive the discounts charge their 
customers for the full retail price 
of the materials. And there is really 
no good reason why a dealer should 
give discounts to his contractor 
customer in any case, Reeves be- 
lieves. He cites these reasons why: 

First, for his larger quantity pur- 
chases, the contractor will buy, if 
possible, from suppliers who will 
give more than the 10° discount 
on the retail price. Secondly, he 
will thus make only his smaller 
purchases from the dealer—and for 
things the dealer must give just as 
much service at just as high an 
overhead cost as he must do for 
his other customers. In addition 
to this, Reeves added, the contract- 
or will often expect the dealer to 
“carry” him until he has received 
his payment from his customer. 

Reeves’ solution was to set up 
his package sales program, which 
involves nothing more than his act- 
ing as a contractor himself. 


He started as a roofing and sid- 


B. E. REEVES, left, manager and 
co-owner of A & U Lumber confers 
with one of his ‘free-lance’ con- 
tractor mechanics, Contractors, not 
on A & U payroll, are part of the 
overall cost figured into firm’s price 
quotation with its package remodel- 
ing program. 





You Can Get It At A&U LUMBER 


EVERYTHING'S HERE! 


{ PRE P<TiMAles oo MINNG ond lin Je 


_A&U LUMBER 0. 


Aver ytieimg (or ihe Wuthde 


DRAMATIC AD placed in weekly 
Enumclaw newspaper announces with 
illustrative impact that ‘everything's 
here’ in the way of lumber and 
building materials at A & U Lum- 
ber. 








ing applicator. Here, he simply 
made arangements with local me- 
chanics who were familiar with the 
work, to do the jobs for his cus- 
tomers at the standard prevailing 
labor price per square. The labor 
cost added to the regular retail 
price of the materials made up the 
total job cost to the customer. 
As roofing and siding jobs in- 
reased, requests began to come in 


87 








THE NEW 


ist 
caldér 


GARAGE DOOR 
LINE 
has a style and size 
for every need 


CALDER "STURDY" DOOR 


~sineapitnhgithele bg 


CALDER “LEVELINE’’ DOOR 


BARE! Te 3 
MEP (ea VOSTMO + ow 


CALDER COMMERCIAL DOOR 


Here's a brand new line of doors 
that has everything. Made by a 
manufacturer with over half a cen- 
tury of designing and engineering 
experience, the new Calder doors 
are available in every conceivable 
size and style for every conceiv- 
able need. Special designs and 
sizes to order and for extra ap- 
peal to the customer and extra 
profit for you—all Calder doors 
can be equipped with radio con- 
trolled electric operators. 

Send for complete 

information and 

our new, free, 

illustrated catalog. 


calder 


MANUFACTURING CO. 
LANCASTER 14, PENNA, 








newspaper in the Enumclaw, 
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DIRECT MAIL piece, typic al of many 
sent out frequently by A & U Lum- 
ber Co. to subscribers of weekly 
Wash. 


area 


to have the firm undertake remod- 
eling jobs for customers as well. 


| The typical remodeling job called 
| for addition of a room or repanel- 
| ing an attic or basement- 
| other home modernization job. 


or some 


This opened up a new sales trend 
at A & U Lumber Co. Soon Reeves 


| started to advertise and promote 
| such work in sales contacts with 


customers. Today, 35 to 40% of 


| the firm’s total volume is com- 
| posed of package sales that are 


made with the company acting as 
contractor. And these include both 
roofing and siding 
work. 

“Package sales have unquestion- 
ably been responsible for a substan- 
tial part of the better than 30% 
sales increase that has been noted 
in the last four years,”’ Reeves said. 

There are some definite ‘“do’s” 
and “don’t’s” that must be ob- 
served to operate successfully, 
Reeves adds. 

For one thing, he believes it is 
much more satisfactory to hire his 
mechanics by the job instead of 
putting them on the payroll as 
year-round employes, In this way, 
labor costs do not continue when 
sales slack off. And mechanics us- 
ually prefer their status as free- 


| lance craftsmen as well. 


A & U Lumber is actually able 
to keep the men with whom it. 
works occupied most of the year 


| with jobs that originate with the 


company. According to Reeves, 


| when there are slack periods, the 
| men have no difficulty finding addi- 
| tional jobs to round out their em- 


ployment on the side. 
On roofing and siding work where 
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labor and material costs can be 
figured with exactness, a definite 
contract price is given. On remod- 
eling jobs, however, it is usually 
to the advantage of both the con- 
tractor and customer to work on a 
time and material basis, Reeves be- 
lieves. He is able to sell this meth- 
od of charging on 90% of his re- 
modeling jobs. 

With the remaining 16° who in- 
sist on a contract price, there are 
ways to reduce guesswork to the 
greater satisfaction of both par- 
ties. With his price, Reeves submits 
a detailed bill of materials that he 
estimates will be needed to do the 
job. If additional materials are 
needed, the customer agrees to pay 
the added cost. If less are required, 
that amount is subtracted from the 
price. Labor costs are estimated 
high enough to take care of the 
unforeseeable difficulties that are 
sure to be encountered in nine out 
of 10 remodeling jobs, Reeves ex- 
plained. 

Advertising is a big factor in 
promoting this program at A & U 
Lumber. Reeves places ads three to 
four times a month in the Enum- 
claw weekly newspaper that gives 
very good coverage to about 90% 
of the area in and outside this 
town of 3,000 people. 

Direct mail enclosures are also 
sent out once a month to a mailing 
list of all the newspaper’s sub- 
scribers and promote both the re- 
modeling services of A & U Lumber 
as well as merchandise in the 
store. 

About 60% of the remodeling 
sales are made through FHA fi- 
nancing, Reeves said, with the com- 
pany handling the details of the 
financing. 

One of the several bright as- 
pects of this method of merchan- 
dising package remodeling jobs, 
Reeves notes, is that it tends to 
“snowball.” One job in a neighbor- 
hood will very often lead to sev- 
eral additional jobs sold to home 
owners in that area as a direct 
result of the interest stimulated by 
the work. When the mechanics 
with whom the company works ob- 
tain jobs independently, they buy 
their materials from the firm as a 
matter of loyalty and good business 
policy. 

Plans for the future at A & U 
Lumber include a package home 
and promotion of a package silo. 
Several silos were built last sum- 
mer, according to Reeves, and 
proved so successful that this pro- 
gram is now expanded. 


AMERICAN LUMBERMAN € 





*,.-no other competitive board 


has the quality of finish 


i and durability of Marlite.” 


a 


4 


states John Schroeder, president of the John 
Schroeder Lumber & Supply Co., Milwaukee 


One of Milwaukee’s most progressive lumber and 
building supply dealers, Mr. Schroeder stocks and 
sells Marlite because of its superiority over other 
wallpanels. A consistent user of newspaper adver- 
tising and Marlite sales promotion aids, he makes 
the most of Marlite in sales to the architect, builder, 
and homeowner. 

Evidence of his belief in Marlite profit possibili- 
ties, Mr. Schroeder Says: 


This beautiful Marlite restroom in the company's offices helps sell 


other installations of the world's leading prefinished wallpanel 


Burtp1nc Propucts MERCHANDISER 


i. 


JOHN 
Se 4 


ROEDER 
SOMBER SURRY ¢, 


“We have had the pleasure of merchandising Marlite 
for quite a number of years. We have tried various 
competitive boards; however, found that they did not 
have the quality of finish and durability that Marlite 
has.”’ 


“Many times, homeowners have had a particular 
problem in remodeling a kitchen or bathroom and by 
covering a cracked plastered wall with Marlite, were 
able to make a wonderful improvement at a reason- 
able cost.” 


“A number of our local architects are quite enthusi- 
astic about using Marlite, particularly where the home- 
owner wants to improve his home with something that 
is practical and attractive at the same time.” 


lo give your sales a boust, get the complete de- 
tails on Marlite’s new dealer profit plan. Write 
Marsh Wall Products, Inc., Dept. 741, 
Dover, Ohio. Subsidiary of 


Masonite (¢ orporation, 


for creating 


ante wal) PROD 


beautiful interiors 


PREFINISHED 
WALL and CEILING PANELS 











FREE 
WANT ADS 


FARM & HOME TRADING POST ...7'. 





You too con use these FREE WANT ADS — simply bring or moail your ods of 25 words or less to the Farm and Home Trading Post 


Highweys 33 end 66 — P. O. Box 3338, Tulse, Okichoma. 


Ads must be received on or before the 1Cth day of the month in order to 


eppeer in thet month's fiver — mailed ebout the 20th. Space is limited tc 50 ads and the first received will be published. Form & 


Home reserves the right to edit or reject any ods. 


FOR SALE OF TRADE: © acre farm - five-roos Never 
house & «4 eo house Free range. Included pai 
0.W. Walker 2, Box Sh, Tahlequah, Okla. hoee lines, Westingho 
Or he 7 beat stores, Pith ng stetion er levy sover, 
emi five-rooe sojern house on Righway to Fort er, 
Gibson Dem. Phone 614J, Wagoner, Okla 
POR GAYE: “Two Wolstein ‘ers, two Yereaye. 
All giving milk. Elmer Smith, first section- 
Line North em 1-3/4 miles West of Colagah. 

7 pternational Super ©, 
tivetor. Will trede for Fl2, 3 miles West of 
Claremore on Hivay %, let house West of Lone 


Ela School om South side of road. 


POR SALE: 


Write utfit. 





gotor grinding 
power grist 
and —s t 


e-row cul- tn good ehepe on wos 
Chevrolet truck 
ber and grair 

Son piano, pric 


usec 


hanty = 


in fas 


Seer 


If your od is not used it will be posted on the Bulletin Boord at the store and you will 
be notified by meil. This service — distributed te 20000 Rurel Route Box Holders — is FREE to you . . 


. use it 


FOR SALE: Electric Battery Brooder for chicks 
up to 8 weeks, good as new, see at Bedford 
fara, 5 mi. East of RR tracks at Owasso. Ph 
L6F2, Owassa, Okla. 

OF § : Pour-room house, acres. es 
from Tulsa. Garage, chicken house end small 
barn. 1 mile from Catoosa. Owner, Mrs. Wood 
across a McNab Coal Co. 

"es cycle Coaster 
wneud ° 1>-bess eccordion-$h0. See McClure 
at K-Bar Trailer Camp on Hiway 75 
Alice McClure 

eH Sir: 





Farmers Like Free Want Ads 


Oklahoma dealer offers 50 free want ads in monthly 
flier on first-come-first-served basis; results pay off in sales 


and good will. 


Including free want ads on the reverse side of direct 
mail pieces to 20,000 prospective customers is paying 
huge dividends for the Farm and Home Building Post 
in Tulsa. 


Each month the Trading Post, located at the inter- 
section of highways 33 and 66, sends out its monthly 
“flyer” to the thousands of rural residents in its ter- 
ritory. One side of the sheet is devoted to the Trad- 
ing Post’s advertising which is beamed to the needs 
of the farmer and rural homeowner. The payoff comes 
when the customer turns the flyer over to discover his 
neighbors’ want ads. 


Farmers bring or mail their want ads to the Trad- 
ing Post. The ad is first placed on a bulletin board 
in the store; when the time comes for the flyer to be 
printed, the ads are transferred from the board to 
the flyer. Space on the back of the flyer is limited 
to 50 advertisements; leftover ads are replaced on 
the bulletin board for Trading Post customers to ex- 
amine. 


Of course, the ads list almost everything for sale 
from cattle to automobiles and chickens to feather- 
beds. One farmer brazenly offered an ad describing 
the native lumber he had for sale, at what he termed 
“far below lumber yard prices.’ Naturally, the Trad- 
ing Post reserves the right to reject or edit any ads. 
W. E. Smith, manager of the 
ing Post, says: 
store 


Farm and Home Trad- 
“We have had people come into the 
leave a want ad and wind up purchasing 
several dollars’ worth of merchandise from our dis- 
plays. Many of our customers tell us we have a true 
slogan when we say, ‘At the Farm and Home Trading 
Post, You Can Find Everything to Build Anything’.”’ 


to 
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Let's talk it over 
at your place 


INTERSECTION 


33 8 66 


pri NOTHING DOWN 


3 YEARS TO PAY 


+ term or 


PHONE 8.48863 of 8 0815 Pe 


ranch improvements 


thet quality tor Title 1 FHS Loans 


TRADING POST 


ees to build anything: 
yng vimcine wire 
xorpans 30 Year posts 


[oaks ES OY OES ROY ene semamRL TY 
ae) 


CREOSOTED TELEPHONE % 
po.es foo THAT impaoved 
FLOMOMICAL POLE FRAME 


Cowstaucrioa / 
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KoppEns 30 Year posts 


Femce P 





Diy gery? 
[window Screens as low as 39 

6" « 6'6* « | 1/8" White 
$7.49 


1.98 


SATS 


Pine Screen Doors 

« 24 Window Sash . 
190" Green Slate Roofing 
| with nails & coment 
| 08 sq. ft. 2 95 


| FaRw GATES 


luminous 
steel 


PRONE 8-48 


FREE — Estimates on Repair - ation - idimaeaiinaes FREE 


FHA. i ——— tx 








July 13, 1953, AMERICAN LUMBERMAN & 











~— 


It’s nae so much the pr-r-r-ice... 


It’s wha the 


THRIFTY BUILDERS know that there has never been 
anything made that couldn’t be made for less. They 
know that some products meet competition with 
price—others with superior quality. 

The builder who chooses his materials for 
price alone is more interested in initial cost than 
in getting—and giving his customers—real vaJue 
for the money. 

The thrifty builder of homes buys roofing material 
for longer wear. He buys for freedom from trouble. 
He buys for fewer repairs . . . for more dependable 
service and over-all greater performance. He knows 
that thrifty buying isn’t merely price-tag buying. 


The Best Buy in Roofs is the Material That 
Costs Less Per Year of Service 


CERTIGRADE Red Cedar Shingles, applied on inex- 
pensive spaced sheathing offer the thrifty builder 
low initial price, and the home owner the lowest 
cost-per-year of carefree service. 

Figure your roofing costs both ways: First with 
ordinary roofing material including the solid 
sheathing lumber required. Then figure it again the 
economical way—using only about half as much 
spaced sheathing and far less labor and nail cost 
applying it for use with cedar shingles. 


Burttpinc Propucts MERCHANDISER 
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roof COSTS! 


Once you have found how cedar shingles can save 
sheathing costs, you’ll be convinced, as so many 
successful builders are, that cedar shingles belong on 
the homes you build. Write for a free roof cost 
estimating form. Address: RED CEDAR SHINGLE 
BUREAU, 5510 White Building, Seattle 1, Washington 
or 425 Howe Street, Vancouver 1, B. C. 





the huge, 2. 


Minn around space 
bility 


1. ATTRACTIVE FRONT ENTRANCE of BRIGHT, AIRY SHOWROOM features plenty of walk- 
Islands are mounted on casters for mo 


tjotsford Lumber Co Rochester, 


new yard of the 
of the showroom offer easy access 


Alleys on either side 
to the warehouse 


New Layout Solves Display and 
Warehousing Problem 





a eS 

EVERY FIFTH PILE of dry di 
mension lumber in east alley bins is 
recessed for eye appeal and quick in 
ventory. Bins are 4° 6” o.c. and 
accommodate material up to 20 feet 
long. Small bins allow rapid mate- 1. WIDE OPEN ALLEY will 
rial location displayed to advantage on the 


allow three cars to pass easily. Knotty pine is 


warehouse wall. 


BINS ARE ADJUSTABLE be- 


6. 
of notched posts 


cause of the use 
Estimator Mel Qualey demonstrates 


5. ROLLER CONVEYOR EQUIPMENT speeds truck loading from dock. King 
size displays help sell types of siding and shingles. simplicity of changing bin sizes. 
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LEGEND: Storage areas for ma'‘erials are: 
1. Cement, plaster, sand and other 6. 
bag goods. 7 
Plaster bases. 8 
Hardboard products, tile, lath 9. 
Double-glazed glass. 10. 
Metal lath items. i F 


Nails. 


Roll roofing. 


Fill-type insulation. 


Roofing rolls and felt paper 
Asbestos siding. 
Roofing shingles. 


Oak flooring items. 

Sliding doors, all seven and 
eight feet wide. 

Overhead doors. 
Truck-height ramp. 


Durwood Palmer designed his own store in 


Rochester, Minn. 


With the opening of their new $100,000 store and 
warehouse this spring, the Botsford Lumber Co., 
Rochester, Minn., solved most of their storage and 
operational problems. 


Advantages of the warehouse include: 
toomy, easy-access millwork area. 
Adequate space for new lines. 
Live “king-size’’ materials displays. 
Stairway access to deck. 
Design enables building conversion. 
Adjustable storage bins. 
Roller doors for easy entrance and exit. 
Boxcars can be unloaded to warehouse floor. 
No pillars or posts. 
Advantages of the showroom include: 
Live product displays. 
Idea corner with table. 
Mobile island displays. 
Ample parking space. 
Easy access from town. 
Convenient highway for farmers. 
Showroom visible from offices. 
Easy access to storage. 
9. Window expanse makes showcase of entire store. 


Designed by manager Durwood T. Palmer and his 
staff, the building is 140 feet wide in front and 160 
feet at the rear. Length is 220 feet with a north-south 
axis. The front is plate glass from about 18 inches 
above the floor to the ceiling. Side walls are 13” tile 
tied every third course. The roof is supported by 
solid wood arched trusses, 20 feet on center. It is 
finished with white slate composition roofing. Height 
of the building to the plate level is 14’ 6”; maximum 
height 28’ 6”. 

The display and office section is 32 feet wide and 
94 feet long. Floor construction is clay tile over a 
gravel fill with a 4” slab of vermiculite insulating 
concrete for warmth. This insulating base is topped 
with 2” of sand concrete. The finish is plastic asbestos 
floor tile in a mixture of brown sandpiper tan. 

Each side of the warehouse encloses a 32 foot alley, 
220 feet long with bins. The warehouse was designed 
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Adjustable bins and live warehouse dis- 
plays are just two of the features you will want to read about. 


to display building materials on a sizeable scale. In- 
sulations, paints and sundry items are stored in front; 
job millwork and slower-moving lumber in the rear. 
Ladders are also displayed on the deck which is ac- 
cessible from each alley by an easy stairway. The 
warehouse is free of obstructing columns. The floor 
is a 6” reinforced concrete slab. 

“We placed a slab on the whole floor for flexibility,” 
Mr. Palmer explains. “If the lumber business should 
change 10 years from now, we can take out a section 
and alter our piling and bin structure without touch- 
ing the roof or floor. Or, if we should want to convert 
all the space into a warehouse for other materials, 
we could rip out the entire interior.” 


Flexible Storage Space 

“We wanted our warehouse flexible,” said Palmer. 
“If we have an overstock of any item we can handle 
it without being bothered by posts and partitions. 
Since we use roller equipment, stocks are easily 
moved.” 

Millwork is stored on a second deck in the center 
of the warehouse. This room is 16 feet wide and 36 
feet long. Doors are piled flat in bins that can be ad- 
justed for height simply by moving a 1%.” wood bar 
fitting into a notch. Notches are placed at approxi- 
mately 14” spacing. 

Door bins are raised off the floor to give clearance 
so they can be swept out easily. Each type of door 
is identified with a card giving its size and, when pos- 
sible, a picture. Card and picture fit into a card 
holder at the side. Doors in small demand are stored 
near the ceiling line. 

Mr. Palmer has been associated with the lumber 
industry for 17 years, all with Botsford. He started 
with the Ellendale, Minn. yard in 1936; went to Jack- 
son in 1937; to Austin in 1938; and to Owatonna in 
1939. From there he went to Rochester in 1950. He 
is a member of the Kiwanis Club and Scottish Rite 
and is vice-president of the Izaak Walton League in 
Rochester. 


93 








. 
ities 


, TEXAS 


| 


Vlil)paue 


DIBOLL 
‘| 
1 
a, Y 
fel 


lit 


COMPANY 


SALES OFFICE 


+ OAK FLOORING 





SOUTHERN HARDWOODS 
DIBOLL ano PINELAND, TEXAS 


- 
a 
ha 
a 
a 
» 
‘3 
= 
oe 
i=] 
o 
= 
ve 
a 
few 
=x 
te 
- 
< 
= 
+ 

2 
z 
hed 
tek 
= 
Si 
a 
- 
°o 
= 
ot 
bas 
» 
Q 
Tae! 
A ae 
c 
2 
z 
= 
b 





ce 
all 
ec 
>= 
| 
= | 
= 
|e. 
= = 
| 
— — 
ee 
— 
| | 
| 


MILLS 





Scholarships for Lumber Students 


More jobs than appli- 
cants available to graduates 
of Northern Hardwood’s 
school in lumber inspection 
and grading in Memphis. 


An excellent opportunity for a 
tuition-free education in lumber in- 
spection and grading is offered by 
the John McClure School of the 
National Hardwood Lumber Asso- 
ciation in Memphis. Ten scholar- 
ships have been offered by mem- 
ber companies and organizations. 

“Our problem is to find men to 
take advantage of these scholar- 
ships,” says Joseph L. Muller, sec- 
retary-manager of NHLA. AIl- 
though graduation from the school 
does not guarantee employment, 
four or five good-paying jobs have 
awaited each graduate of previous 
classes. 

The course of instruction is also 
beneficial to men already actively 
engaged in the hardwood industry. 
L. C. Nicely, director of the school, 
points out that “whatever your 
field, whether it be sawyer, edger- 
man, trimmerman, salesman, buy- 
er, superintendent, inspector or 


owner, the course will provide you 
with the stimulus and knowledge 
to improve those standards and 
thereby increase the yield from 
your logs.” 

Some of the scholarships pay a 
portion of a student’s living ex- 
penses as well as the tuition for 
the five-month course. The school 
is approved for GI benefits. The 
full tuition fee is $100. Complete 
information may be secured by 
writing the National Hardwood 
Lumber Association, 59 East Van 
Buren Street, Chicago 5, Ill. The 
next class will start Sept. 8. 


Entrance requirements are: 
1. Age—18 or over. 
2. Good character and good 
health. 
3. Education — the equivalent 
of two years of high school. 
Size of the average class of stu- 
dents is 50-55. Special emphasis is 
placed on individual instruction in 
informal classroom meetings. 
Nickey Brothers, Inc., one of the 
largest companies in Memphis, has 
leased a section of its property to 
NHLA. It has also provided much 
of the lumber used by the class 
for grading instruction. However, 
the school itself owns sample par- 
cels of every species for use in 
identification studies. 
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MAKE MONEY wn. 
BLANKET BUSINESS 


THIS SUMMER! 


@ Gold Bond Rock Wool Insulation offers you a 


lot of potential customers—hemeowners and 


wet ah 


‘> 
a. 


peo 


aces 


co, 


builders who can give you a hefty profit. 

In the Saturday Evening Post, Better Homes 

& Gardens and other BIG magazines, La 
they ve read how Gold Bond Rock 

Wool Blankets keep heat 

out in summer, save precious 


furnace heat in winter. 


You'll build or 
remodel better with 


Gold Bond 


7 HOW DO YOU GET THESE PROFITS? 


Tell em you've got Gold Bond Rock Wool! See your Gold 
Bond representative or write us for powerful sales aids.. 


direct-mail, displays, samples, mats, radio scripts. Do it 
today... because every day we're selling more and more 
people on Gold Bond Rock Wool Insulation! 

It’s a lot easier to sell the brand that builders and home- 
owners know and want—Gold Bond! SEALED BLANKETS 
with vapor barrier, triple-thick nailing flange. Mat-, Semi- 
and Full-Thick. Fit standard framing. POURING WOOL 


for use between open floor joists of non-standard spacing. 


NATIONAL GYPSUM COMPANY e BUFFALO 2, NEW YORK 


Lath, Plaster, Lime, Fireproof Wallboards, Decorative Insulation Boards, Sheathing, Roofing, Siding, Wall Paint, Textures, 
Masonry Paints, Rock Wool Insulation, Metal Lath and Sound Control Products. 
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A BULLETIN BOARD is good start 
Keep a hatful of ideas pinned up 
there—and not just manufacturer's 
literature either. Get local 
color, too. Stress attics one month 
basements the next, Keep ‘em rotat 
ing 


some 





BREEZEWAYS ARE BUSTIN’ OUT 
all over in many areas, especially 
in the South, Here’s one that puts modeling, yet do not require huge 
louvers in the front of the house, outlays of money. With roofing 
leaves the back open for screening. and siding running to earth tones, 
Provides outdoor living at less cost, you can sell color contrasts here 
minimum upkeep and plenty of it. 


ENTRANCE DOORWAYS provide op- 
portunity for startling results in re- 


ideas... Plus How-To-Do-It 


That’s what home planning centers need, and the 
more visual you make them the better. 


The man doesn’t want a house. 
He has a house. 

What he wants is more space in 
the house he already has. That’s 
all—just more space. 

He isn’t even sure where he’s go- 
ing to get it. In the attic? Maybe. 
Add another room? Depends on 
how much it costs. Attic, extra 
room—he isn’t sure... 

His first thought is his neigh- 
bors. How did they do it? 

Then he goes to magazines. He 
sifts through them, looking for 
ideas. 

Finally, one day he comes to vou. 
In the course of talking with him 
you show him your planning center. 
But this isn’t what he’s looking for, 
he tells you. This is all about new 
house plans. But he can adapt 
some of these ideas to fit, you tell 
Bim... 

Right then and there he loses in- 
terest ... And you lose a sale. 

If the planning center is to be 
worthy of its name it must plan 
for remodeling as well as new con- 
struction. It needs to use photos, 
drawings, clippings, models ex- 
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List of Visual Aids 
for the Home Planning Center: 


Product samples , 
Photographs (large) é FORE 


$ woos — THE SIMPLE IDEA is sometimes the 
er — best. Closet storage, for the child, 
——— oat with pole in easy reach—-one way 

SSE, SHSCENSS to solve the attic problem. Panel 
Plan books : Re ere ian One ¢ 
doors, easily framed, make this a 
natural for the do-it-yourself market. 





# 2 ae ig ret a ee ee | 
PORCHES ARE POPULAR, especially the kind that can be easily screened 
in. Your prospect may not want to pour his own concrete, but if he does, 
show him how it’s done. The more porches you can show him, from the 
simple to the complex, the better. 
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MODEL KITCHEN of most dealer showrooms suffers from lack of flexibility 
where 
and 


Place 
tion of 
can be 


the planning center, 
cabinet arrangements 


this is 
different 


for 
with 


to compensate 
kitchens, 
shown. 


hibition techniques. And _ color. 

Color is important, because it sells 

a job when everything else fails. 
And ‘“how-to-do-it.””. Don’t for- 


IDAHO 
WHITE 
PINE 


/ 
/ 


7 PONDEROSA 


SN 
DRUSSELL 


\ | SAWMILL 





Tighter Grained 
IDAHO DOUGLAS 


FIR AND 


LARCH 
Quality Products far 120 Years \ 


RUSSELL & PUGH 
LUMBER COMPANY 


SPRINGSTON, IDAHO 


§ 
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get the how-to-do-it! 

Ideas like those shown on these 
pages are the stock in trade of the 
planning center. Important as prod- 


a 
color 


THE HOW-TO-DO-IT ... don't for- 
get that. The more step-by-step pic 
tures you can show the better, Show 
nailing, cutting, sawing, patching. 


whole collec 
schemes, 


uct samples are—they’re only half 
the story. Ideas plus products 
that spells a planning center wor- 
thy of the name. 





SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 





This compact, lightweight, reversible-belt conveyor 
unit handles and elevates bundled and sacked com- 
modities — flooring, lath. cement — to proper height 
for loading materials into ear or truck. Two types: 
No. 1) elevates te 7 ft. 6 ins.: Ne. 16 elevates to 10 ft, 
6 ins. Write for HANDIBELT Bulletin No. AL-73 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 


Sales and Service in GRAVITY & POWER 





CONVEYORS 





% Principal Cities 
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WITH MANUFACTURERS AND WHOLESALERS__ 


Koehring-Southern Holds 
Six-Day Open House 


To celebrate 
the opening of 
its new manu- 
facturing plant 
at Chattanooga, 

Tenn., the Koeh- 

ring Southern 

Co. held a six- 

day open house, 

April 17-22, at 

Chattanooga. 

Each day was 

devoted to a 

special group of 

guests. These 

included local 

civic and industrial groups, pub- 
lishers, employes and general pub- 
lic, equipment users, and Koehring 
distributors. 

On hand, as hosts for the event, 
were some 30 officers, directors, 
and members of the sales organi- 
zation from the parent Koehring’ 
Co. of Milwaukee, Wis., and its 
other subsidiary companies: C. S. 
Johnson Co., of Champaign, IIL; 
Kwik-Mix Co: of Port Washington, 
Wis., and Parsons Co. of Newton, 
Iowa, 

Program included guided tours 
through the modern 800x120-foot 
factory located on Manufacturers 
Road in North Chattanooga. A 
special equipment exhibit at the 
plant consisted of approximately 
$220,000 worth of Koehring and 
subsidiary products, including the 
latest model excavators, cranes, 
pavers, mud-jacks, trenchers, mix- 
ers, batchers, cement chargers, 
clamshell and concrete buckets, 
power wheelbarrows and fork lifts. 


Wholesalers’ Group Grows 

Membership in the National 
Building Material Distributors As- 
sociation reached 119 in June. The 
association was started with 26 
members a year ago, John P. Ash- 
ton, president of NBMDA, report- 
ed at the recent spring meeting in 
Buffalo, N. Y. 

Seventeen applications for mem- 
bership were received from distrib- 
utors in attendance. Ashton esti- 
mates there are 300 to 400 poten- 
tial members in the nation. 
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MAGCOA Has New 
18-Lb. Hand Truck 


Magnesium Company of Amer- 
ica, leading fabricator of wrought 
magnesium products, East Chicago, 
Ind., announces the addition of a 
new magnesium hand truck to its 
growing line of magnesium mate- 
rials handling equipment, including 
the MAGCOA Dockboard — which 
it pioneered. 

The MAGCOA hand truck weighs 
18 pounds, but its rugged capacity 
tops 500 pounds. It weighs one- 
fourth to one-third that of hand 
trucks made of other materials 
with comparable capacities. Its all- 
bolted construction enables easy 
replacement of parts. 


One Legged Staple 
Better Than Two 


A newly - developed, L-shaped, 
threaded shank fence staple will 
soon replace the conventional U- 
shaped staple because of superior 
holding power and ease of driving. 
This prediction was recently made 
by George Stern, research profes- 
sor at Virginia Polytechnic Insti- 
tute. 

The new staple “provides ap- 
proximately the same or even 
greater holding power than the U- 
shaped staple immediately after 
driving and considerably more 


holding power when in use for some 
time,” Stern emphasized. 

The old staple was all right for 
untreated posts, but with the in- 
creased use of creosote, it has 
proved unsatisfactory. Research 
workers have found that creosote 
acts as a lubricant, causing the 
unthreaded staple to eventually 
lose its holding power and even to 
drap out. 

The Stronghold staple, in con- 
trast, has annular threads which 
actually resist this lubricating ac- 
tion. 

The second feature of the Strong- 
hold staple is that it has only one 
leg. This means that the farmer’s 
task is simplified. He hammers the 
staple once or twice, hooks the 
fencing over the open end and 
drives it in until both short and 
long legs penetrate the wood. 
Hence he does not have to hold 
both wire and staple in one hand 
when putting up fencing. 

Stern also emphasized that nu- 
merous field tests in Southeastern 
states indicate that users are we'll 
satisfied with the new threaded 
staple. Exhaustive lab tests at 
V.P.I.’s schoo! of engineering and 
architecture have also revealed its 
superiority over the old U-shaped 
staple. 

Stronghold staples are manufac- 
tured by the Independent Nail & 
Packing Co., Bridgewater, Mass. 
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MALT-AcMATIC and 
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Now! Malta gives you a choice . . 
every customer. 


. a pair to please 
Yes, with these two complete wood 


window units, you can meet every purse, every pur- 
pose. Both units are fully weatherstripped, both have 
the greatly desired removable sash feature, both are 
precision made units built to last a house-time. But 
here’s the difference. 


Matt-a-Master 


The MALT-A-MASTER is 
fully balanced, yet the ap 
sash can be removed in | = 
an instant! Flip the clip 
to disengage sash from if 


———_ PROFITS Yj, 





frame for easy removal. a. 


MALT-A-MATIC 


the MALT-A- 
MATIC is a fric- 
tion type bal- 
anced unit. Spring 
screw assembly keeps sash 
always in adjustment, shuts 
ovt drafts, heat loss, elimi- 
nates rattling. 









Yes, now you can take your rg 





. take both! Sell 








BUILDING 


to the volume builder who wants utility, beauty and 
economy ,. . sell to the custom builder who wants 
value, extra features that make a house a home. You'll 
have a winner in both fields, and a double play for 
profits when you stock and seil the MALT-A-MATIC 
and MALT-A-MASTER wood window units. 


the MALTA mfg. co. 


MALTA, OHIO 





Member Ponderosa Pine Woodwork Assn., and the N.W.M.A. 
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AN EXCELLENT 


PERFORMER 























Whether interior or 
exterior, for homes, 
offices, buildings or 
apartments — SHORE- 
LINE Flush Doors give 
the performance that 
only high quality can 
produce! 


Of all-wood, 7-ply con- 
struction, SHORE- 
LINE’S beautiful 
Birch faces are rein- 
forced by a strong core 
of wood rails and 


stiles. Built-in air vents and passages permit 
free circulation, and the entire unit is bonded 
with water-resistant glue. Two lock blocks give 
8-way hanging ... and only the finest work- 
manship and materials are used throughout! 
When you tell your customers that SHORE- 
LINE high quality is theirs at a cost that is 
amazingly low — watch your sales mount! 
And, of course, along with fast sales those extra 
profits for you! 








Leland 


Distributors — it costs 
you nothing to investigate 
the profitahie Shoreline 
Flush Door line. Don’t de- 
lay — write now for com- 
plete information! 


Retailers —Ask us for the 
name and address of your 
nearest distributor. 












FLUSH- 
WOOD 
DOOR 
COMPANY 


Suttons Boy, Michigan 
Phone 71 
















Watch the 
Sales 


Here’s a big, profitable market — and 
it’s easy to cash in on. With just three 
sizes of Stanley Track and Hangers, 
you can meet the requirements of: 


® Home and com- 
mercial garages 

® Barns 

® Machine sheds 

@ Warehouses 


®@ Industrial plants 

® Any Place that 
uses, or can use, 
sliding doors u 
to 1,000 pounds 
in weight. 


Your customers get effortless opera- 
tion, trouble-free service with Stanley 
Sliding Door Hardware. Frictionless 
hangers coast quietly, easily. Track 
sections are uniformly straight. Stanley 
“Hold-Fast” Track Clamps bind sec- 
tions tightly into a single length of 
track. Box track is weather-protected, 
dirt-shielded. , 
It will pay you to promote Stanley 
Door Hardware. Send for folder. 





The Stanley Works * New Britain, Conn. 


Pi ghee gin ate se 
Reg. U.S. Pot. Off. 


HARDWARE + TOOLS + ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 


100 





WITH THE MANUFACTURERS 


HOUSEHOLD SCISSORS will readily 
cut the sheet and foil aluminum. 


HANDY OCCASIONAL TABLES can 
the new home aluminum. 


Special Aluminum 


NO TOOL DAMAGE results from us- 
ing ordinary woodworking tools on 
the product. 


>» made in the home workshop with 


Women can make dozens of decorative items with it 


Offered Home Craftsmen 


A new material for use in home 
workshops home aluminum — is 
on the market. Home craftsmen in 
the Louisville, Ky., area are the 
first to experiment with it. 

Soft enough to be fabricated 
with any hand or power tool used 
with wood, home aluminum is also 
strong. It has been tested and ap- 
proved by leading manufacturers 
of hand and power tools. 

It comes in a variety of shapes 
and finishes: sheet (embossed or 


plain); rod, bar, tubing and angle. 

Reynolds Aluminum, the manu- 
facturer, has set up a _ complete 
home workshop at its general sales 
offices in Louisville, where items 
ranging from auto oil-drip pans to 
nesting tables are on display. Dec- 
orative objects which women can 
make are also exhibited. 

Home aluminum is being market- 
ed in Louisville with the coopera- 
tion of wholesalers and retail build- 
ing supply dealers. Distribution on 
a national basis will come later. 
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The ready-finished oak flooring 
you can sell “over-the-counter” 
for easy, customer self-installation 


Parkay is made to order for your ‘‘do-it- 
yourself’’ customers. This fine oak flooring 
consists of ready-finished 9” x 9” tiles 7/14” 
ff thick in either brown or blond finish. It's laid 
} with Parkay Adhesive right over any smooth, 
dry subsurface — wood, cement or asphalt 























tile. No torn up floors — no messy finishing. 
A Parkay floor for an average size room can 
be laid in a day—and it's ready for service 
instantly. 


Parkay is supplied in convenient, easy-to- 
stock cartons. Compact Parkay ‘‘Install-!t- 
Yourself" kit, with complete installation 
instructions, gives the customer everything he 
needs to lay beautiful hardwood floors —at 
a price he can afford to pay. 


Profitable Dealerships Available 


Go after this long neglected and profitable 

market, now. There are still openings for 

Parkay dealerships in many desirable areas. 

i Write today for complete information on 

Parkay Ready-Finished Oak Flooring. ... 
Parkay, Incorporated, 5004 Crittenden Drive, 
Louisville 9, Kentucky. 


READY-FINISHED HARDWOOD 
FOR FLOORS AND WALLS 
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st oun \ NOVA 7 SALES 
| Sweer's (Ze: Trenton 3, N J. 











' ClTY & ZONE 


Homasote 





. 


Build one-piece walls with 
Homasote “Big Sheets”, 
in sizes up to 8’ x 14’! Avoid 
unnecessary joints and 
battens. Perfect base for paint 
or wallpaper. Insulation, 
quiet and mildew protection 
combined. 14 stronger than 
diagonal wood sheathing! 
And FHA approved! For 
specification data, just send the 
coupon. There’s no obligation. 


Weatherproof 


in sizes up to 8’ x 14 












At last—the truly scientific 
way to sheathe and shingle 
at one time. 14” exposed 
shingles or shakes — over 
weatherproof sheathing 
—give deep “double-coursed” 
shadows. Cut application 
costs 33%. No curling, 
splitting or rusting. Send 
coupon for complete details. 


Nova - 


INSULATED 


Sidewalls 





HOMASOTE COMPANY 





HOMASOTE COMPANY, Trenton 3, N. J., Dept. 89C 
Send detailed, illustrated literature on 


(] Weatherproof Homasote [| Nova Sidewalls All Homasote-Nova Products 





NAME 
ADDRESS 






My lumber dealer is 


AMONG THE DEALERS 


Scott, Lotz Lead 





A & M Short Course 


Oklahoma Lumbermen’s Association completed its 
most successful short course on construction and cost 
estimating held May 26, 27 and 28 at Oklahoma A&M 


Tech, Okmulgee, 
according to 
Dale Carter, 
president of 
OLA. 

The course 
was conducted 
over the three 
days and cov- 
ered blueprint 
reading, free- 
hand drawing, 
FHA _require- 
ments and con- 
struction and cost estimating. 


New England Lumbermen 
Meet in New Hampshire 


The spring meeting of the New 
England Lumbermen’s Association 
was held at the Hotel Carpenter, 
Manchester, N. H., May 14, 1953. 
About 50 members and their guests 
were in attendance. 

The directors authorized a sub- 
scription to the Northeast Logger 
magazine (formerly Lumber Camp 
News) and recommended that all 
members subscribe personally. 

A discussion of the general lum- 
ber situation was held during the 
business meeting, at which time 
Edgar Hirst gave an account of 
of how logging operations are reg- 
ulated in California. Dr. Harold 
E. Young, professor of forest men- 
suration at the University of 
Maine, presented a slide lecture on 
the use of aerial photography in 
forestry. Young is also a consul- 
tant to the Army Air Force and the 
Office of Naval Research on Aerial 
Reconnaissance problems. 

President Henry C. Waldo an- 
nounced at the conclusion of the 
meeting that the Association, in 
connection with the U. S. Forestry 
Service, was arranging a series of 
sawmill schools throughout the 
state. The first of these is sched- 
uled for June 9 at Cheney’s mill, 
West Kingston, N. H. 
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Thieves Pass Loot Thru 
Skylight, Leave No Trace 


For the third time in about 18 
months, burglars entered the Col- 
umbia Lumber Co., New Haven, 
Conn., and made off with approxi- 
mately $350 worth of screening 
and tools. 

“This is beginning to get a little 
aggravating,” said Herman Stone, 
vice-president of the firm, recalling 
that on two previous visits they re- 
lieved him of about $500 worth of 
stock. 

“These fellows are uncanny,” 
Stone says. “First they cut a nar- 
row hole in the roof of one of our 
buildings. They crawl through and 
climb over burglar alarm wires 
without touching off th alarm. Then 
they lower themselves about 30 
feet, remove the wire screening 
from our storage room and tools 
from our mill—-and then hoist the 
whole business through a_sky- 
light. 

“And they didn’t leave a shred 
of evidence,” he added. 

Stone says the point in the roof 
where the burglars cut their en- 
trance has alarm wires sandwiched 
between two pieces of wood. He 
can’t see how they avoided them 
unless they obtained a wiring plan 
beforehand. 

Anybody want to buy 4 
burglar alarm system? 


used 


7/953 BUILDING MATERIALS CATALOG 


CAYUGA LUMBER COMPANY 


Saturn Announces 
Cayuga Catalogue 


Frank Saturn, manager of the 
Cayuga Lumber Co., Ithaca, N.Y., 
announces the publication of a 
building materials catalog. Copies 
are being sent to Cayuga’s cus- 
tomers in some 25 rural towns in 
the Ithaca area. 

One of the features of the 38- 
page catalog is a map on the back 
cover showing Cayuga’s six-day 
delivery schedule. 

Prices of some 56 types of build- 
ing materials are listed, along with 
a description of the FHA time pay- 
ment plan available to customers. 

The firm plans to advertise the 
catalog in the local newspaper, 
Saturn said. 


Texas Tornados Take 
Heavy Toll of Yards 


Damage to lumber firms in the 
Waco and San Angelo areas during 
the recent tornadoes was extensive. 
The B. & L. Lumber Co. suffered 
the compiete loss of its brand new 
warehouse and the roofs were 
ripped off the rest of the company’s 
properties. The W. F. & J. F. 
Barnes Lumber Co. was also hard 
hit as was the Sligh Lumber Co. 
Also suffering extensive damages 
to properties and stocks were the 
Bruce Campbell Lumber Co., Wil- 
son Lumber Co., J. A. Collins Lum- 
ber Co., Connor Lumber Co., the 
Darden Lumber Co., DeWitt Clark 
Lumber Co., and Mabray Lumber 
& Supply Co. 
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"Robinson Magnified 
our Paint Brush 
Profits by 200%!" 





TriplegLock, Lead-Seal 
VP Raden Nuls 


THEY’LL 


Cell 


IF YOU'LL 


Tell 


THESE 
FACTS... 


LEAD-SEAL cca ac nce 


down the shank. When the nail is driven, the 
hole around the nail is plugged with lead 
and the break in the galvanizing is completely 
covered, to form a perfect double seal. 


*TRIPLE-LOCK 


As the “bump” is forced 


+. Say 

Jack Kapp and 
Morris Liberman 
of the Birch 
Lumber Co., 


Chen, Mi. J. It’s the same story—Robinson 


magnifies sales—and it’s re- 
peated a thousand-fold by paint, 
hardware, and lumber dealers 
throughout the country. That's 
because Robinson's quality 
brushes are designed and pack- 
aged for fast sales to Do-lt- 
Yourself and master painters. 


THEY 
WORKED 
FOR 
BIRCH... 





...THEY CAN WORK FOR youl | 
Self-Selling Wall : a 

Brush Assortment 

with Brush-Pac 


(Pat. pending) 











Fast Moving Sigg 7 
Spring Assortment 


Sales-Boosting 
Merchandising Board 


DRIVE SCREW SHANK 


» makes the nail turn and hold like a 
screw, It holds with a powerful, unyielding 
grip. Threads are deep and sharp be- 
cause they are formed after galvanizing, 


through the sheet, the sheet 
springs back over the bump 
—this effectively prevents 
the nail from working out. 
The nail, lead and sheet are 
solidly locked together. 


What an advantage it is to offer a nail that bas everything—a nail 
which sells itself on the strength of its own qualities —a nail around 
which you can wrap a real sales story. 

You can’t lose when you offer Deniston Triple-Lock Lead-Seal 
Roofing Nails. Get the facts and tell the facts. 


Eye-Catching 
Superb Assortment 





Put Robinson's power-packed,  self- 
selling program to work for yourself. Con- > 
tact your jobber today or write directly to 


a 





The DENISTON COMPANY 

49th and So. Western Avenue, Chicago 9, Illinois 

Please send me without cost 

[_] Directions Booklet [—] Complete price information 
(_] Pallet and other type nails 




















EAROBINSON 


W JERSEY 


Name 
Address 
City 
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THE LUMBER MARKET 


Douglas Fir 
Production High 


Douglas fir sawmills are holding 
to high levels of production, ship- 
ments and orders, according to 
figures just released by the West 
Coast Lumbermen’s Association. 

At the end of five months of op- 
eration, through May, mills of the 
Douglas fir region of western Ore- 
gon and Washington had cut 
4,580,088,000 board feet. This to- 
tal was well ahead of last year for 
the same period, and topped even 
the five month’s total cut in 1951 

the all-time best output year. 

Harris E. Smith, secretary of the 
lumber association, said orders of 
4,588,300,000 not only topped pro- 
duction for the year to date, and 
exceeded orders for 1952, but came 
close to equalling the 1951 record 
order file. 

Shipments through May were a 
quarter billion feet ahead of last 
year to date, Smith said. 


St. Regis Paper 
Sells Georgia Mill 


St. Regis Paper Company an- 
nounces the sale of the company’s 
sawmill at Fargo, Georgia to the 
Suwannee Longleaf Manufacturing 
Company. In addition, the com- 
pany has entered into an agree- 
ment for 10 years with the pur- 
chasing company to sell it stump- 
age equal to a minimum of 12,000,- 
000 board feet annually from the 
Suwannee tract which St. Regis 
holds under long-term lease. 

G. R. Lyons of Alberta, Ala., 
well-known in southern lumber 
circles as former president of 
Frost, Sibley Lumber Company, is 
president of the newly-formed Su- 
wannee Longleaf Manufacturing 
Company; J. P. Driver, Selma, 
Ala., is secretary, and D. Lyons, 
Alberta, Ala., has been named gen- 
eral manager. 

The Fargo sawmill which has a 
capacity of 1,000,000 board feet a 
month on a single shift basis, was 
built by St. Regis in 1949 


Market Improves 
At Kansas City 


Lumber business in the South- 
west moved along at a fairly brisk 
pace, with the feature being an 
increase in production. The hot, 
dry weather was conducive to 
stepped up operations. 
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PRESIDENT EISENHOWER recently received a “Smokey” 


Photo National Lumber Manufacturers Assn. 


teddy bear, symbol 


of forest fire prevention, for his five-year-old grandson, Dwight David. Present 


at the White House ceremony were (left to right) Dana 


tion chief of the U.S. Forest Service; 


Mills report a small order file, 
running about two weeks’ produc- 
tion for yellow pine, while the 
backlog of orders for the hard- 
wood mills is a month or more. 

Industrial buying of lumber has 
slowed down, due in part to the 
vacation season and yards in the 
farm belt are buying very little as 
farmers are busy with the harvest 
and are not interested in building 
at this time. 

The major demand of yards has 
been for mixed cars and little 
straight car ordering is taking 
place. This indicates that yards 
are interested only in filling broken 
lines and reluctant to build up in- 
ventory. 

Reports also were current that 
the heavy production of fir from 
the west coast is causing mills in 
the southwest some concern be- 
cause the west lumber can be de- 
livered ‘“‘to our back door cheaper 
than common yellow pine can be 
marketed in the nearby area.” 

The building strike in some of 
the larger cities, namely Kansas 
City and St. Louis, has caused a 


July 


Parkinson, informa- 


Leo V. Bodine, executive vice-president 
of the National Lumber Manufacturers 
State Foresters Association; President 
tant chief of the U.S. Forest Service; 
American Forestry Association. Mr, Eisenhower said he is 
over the continuing heavy loss of our natural resources’”’ 
and called on the American public to use “extra care’”’ 


n.; George Dean, president of the 


Eisenhower; Earl W. Loveridge, assis 
and Don Johnston, president of the 


“greatly concerned 
through forest fires 
to prevent them. 


stoppage of lumber moving into 
the two cities. 

The Federal Reserve Bank of 
Kansas City reports that retail 
sales of lumber by 174 yards in 
the Tenth District in May were 
16% smaller than a year ago and 
that stocks were 9% larger than a 
year ago. 

Building permits in 18 of the 
major cities were down 10% in 
May from a year ago. 


Tacoma Mills 


Curtail Production 


Curtailment in production _be- 
-ause of a high accumulation of 
surpluses is affecting many lum- 
ber and logging operations in the 
Tacoma area. Many important 
units have gene on a four shifts 
per week basis and additional clos- 
ures and curtailments are antici- 
pated. 

Logging operations have been 
slowed because of log surpluses at 
a time when loggers normally are 
expected to be at their busiest. 
Some of the curtailment coincides 
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"PICK THE RIGHT SIZE 
EVERYTIME 


AU 


7/ Swedish WOOD CHISELS 
HAVE SIZE MARKED ON HANDLE 


Dealers, now you can select any one of the 11 sizes 
of Gensco Swedish wood chisels at a glance! Each 
handle has the size clearly stamped in the handle end, 

You’re sure to sell more of these famous chisels with 
hand forged Swedish steel blades, individually heat 
treated, tempered and honed — plus unbreakable, 
fire resistant, Tenite II plastic handles. Every blade is 
covered with a protective strip-off plastic coating to 
prevent rust and chipped cutting edges. 


> 


’ Get This Colorful Merchandiser FR EE 


/ with your purchase of Gensco Chisels 


Bs. J: 


Just ask your jobber for the 
Gensco chisel display paek 
containing one each of eleven 
sizes, and one extra of 4”, 
we", %", 1" and 1%" sizes. 
Sits on the counter or hangs 
on the wall. 


OTHER GENSCO PRODUCTS: 


Bushman 
Bow and Pruning Saws 


Gensco 
Stenman Builders’ Hardware 


Gensco 
Crown Brand Wood Screws 


Swedish Mora Hunting Knives _ 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1812 North Kostner Avenue « Chicago 39, Illinois 
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YOU CAN SHOW BUILDERS HOW TO 


with Champion Quality 


HAR-VEY iisnowane 


New Challenger Series! 


+—— ALUMINUM Track 
—no Rusting! 
Oilite Bearings 
a —no Maintenance! 
Nylon Rollers 
—no Uneven Wear! 


V-groove Track 
—no“Chattering”! 


ys 


> = aie, 
ba 


ty 





/ 

No mortising necessary! 
Track is top-mounted, can be 
quickly and easily installed 


Save 7 —— 
MATERIALS Low Headroom—only 1”- 1's” 
ALUMINUM Track serves as trim, 
with no painting necessary! 





mame sees CHALLENGER ™ 
ass 
HAR -VEY ~ asm 


Convenient, complete Packaged Set, 
hardware and 70 
track, only list 





for 2 ft. pocket door — FOB destination! 


ee 





HOMESHIELD 
PRODUCT 


ADVERTISED to your be.t 
customers all year round! 


| 3 Challenger models meet all needs for 70 tb. doors—the Champion 
| Series for 100 lb. doors — the Heavyweight for 200 Ib. doors. 

| Get all the facts from your supplier, or write Dept. L 

| METAL PRODUCTS CORPORATION 
807 N. W. 20th S$t., Miami, Fla. 


| Western Div. (Calmetco, Inc.) « 609 S. Anderson, Los Angeles 
Mid West Div. (Plymouth Metal Products) « 505 W. Harrison, Plymouth, Indiana 
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YOUR PROFITS 
WITH 


SPECIFIED 


LENGTHS 
GRADE STAMPED 










DOUGLAS 
FIR 






Why let needless waste from ran- 
dom widths and lengths lower 
your profit? We can ship Green 
Douglas Fir to your exact require- 
ments—specific lengths and widths 
in dimension and small timbers up 
to 24 ft. Quality lumber accu- 
rately graded and shipped prompt- 
ly. Let us demonstrate today. 





















TIGARD, OREGON 


Telephones — Portland Line CH 3330 
or Tigard 616) 















MANUFACTURING CORP. 
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with the Fourth of July holiday 
shutdown, but the remainder ap- 
pears to be slated for a somewhat 
longer period. 

One of the major curtailments 
was announced by the Georgia- 
Pacific Plywood Company in Olym- 
pia, which announced a _ holiday 
shutdown extending from July 2 to 
6. Following this, the company 
said, it would resume work on a 
four-day week basis until further 
notice. The company has been oper- 
ating its Olympia, Bellingham and 
Springfield, Ore., plant on a five- 
day week. 

Tacoma spokesmen for the Doug- 
las Fir Plywood Association, the 
industry’s marketing organization, 
continued to express optimism over 
conditions, saying that the plywood 
industry as a whole has a 5'%- 
week backlog of unfilled orders, 
where a 3-week backlog is consid- 
ered good. 

Simultaneously, the association 
announced a $250,000 advertising 
campaign to start July 16 in news- 
papers and magazines throughout 
the nation. The campaign, it was 
explained, is designed to promote 
the use of plywood as an all-pur- 
pose building material, with em- 
phasis upon the do-it-yourself 
angle. 


Market Holding 
In Seattle Area 


Prices are holding to levels of a 
fortnight ago but whether this is 
due to a better demand or is a 
flurry of orders caused bv immi- 
nence of mill shut-dows in the 
week of July 4 is a matter of con- 
jecture. Transits are active and 
selling well without much demur- 
rage with some random loading 
bringing good prices. Transits are 
not moving at distress figures. 
There is a seven to eight dollar 
spread between green fir and green 
hemlock for cargo shipment, and 
a surplus of D flat flooring in 1x3 
and 1x4. Mills are looking for cut- 
ting orders. Hemlock No. 3 boards 
are about $2 weaker. 


No. 2 perfections and No. 1 5x 
shingles reveal a little weakness 
but other grades are holding. Can- 
ada is still buving shingles on the 
American side. Demo-nd is slow. 
Red cedar siding is steady at the 
lowered prices of earlv June. The 
nine markets are steadv with the 
hetter grades strong. Drv spruce 
is holding. Air dried pine and 
spruce is late coming on the mar- 


ket due to bad weather. 

There is little to build on in the 
export picture. U.K. is not buying 
much in Canada. Ocean charter 
rates are dropping. The rate to 
Australia has fallen to $33. Aus- 
tralia wants to buy lumber but is 
hesitating, fearing to be caught by 
lower prices. Rates to the conti- 
nent have declined $5 and rates to 
the Atlantic coast are weak. 

Production weather has been 
good with no fire closures so far. 


Prices Slump 
At Baltimore 


Business at the lumber yards 
seems to have hit the doldrums, 
but still complaints are not acute. 
A fair volume of lumber is chang- 
ing hands, but the price situation 
seems precarious, to say the least. 

Some yards report sawing up 
good timber for distribution but 
have sold at a loss. One operator 
said “it is better to lose so much 
now, than more later on.” 

Further influences on the mar- 
ket on the downside are the im- 
pending strike in supplying mills 
on the West Coast, a_ possible 
strike in shipyards with which lo- 
cal lumbermen do business, and 
some ruinous competition. 

Both strike actions have not 
been decided at the moment of 
writing, but their very possibility 
adds a depressant. 

On the brighter side, is the con- 
tinued rise in building permits, al- 
though this is not great enough to 
pull lumber distribution out of a 
slump. 

Permits for May in the Balti- 
more metropolitan district amount- 
ed to $17,043,787, topping the 
same month for both 1952 and 
1951. The total included $11,434,- 
173 in permits for home building, 
also above the same month for the 
two preceding years. 

For the five months ending May 
31, the building permit total here 
was $77,868,967 compared with 
$69,312,391 for 1952 and with $64,- 
617,254 for 1951. 

Home construction permits alone 
totaled $45,785,067, a decline from 
the $48,204,735 of last year but 
exceeding the $39,956,659 for 1951. 

Actual number of starts on 
homes is down from last year, but 
the grand total is affected on the 
upside by several substantial in- 
dustrial contracts and numerous 
school and church construction 
permits. 
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TO BEAUTIFY DOORS 
AND BOOST YOUR CYLINDRICAL 
| tockser SALES 


¢ Just looking at these new superbly styled Norwalk 
Locksets will convince your customers that here’s 
the most for their money! 

This new line concentrates on only those units 
for which demand is strongest. A few well-planned 
interior and exterior sets fulfill every residential 
need. Most important—you can stock the entire 
line with a small inventory. Then watch turnover 
and sales volume jump. 

The Norwalk line carries a time-honored name, 
is guaranteed and backed by effective merchandis- 
ing aids. Order from your jobber or distributor. 

sossers—If your Norwalk representative has not 
called on you recently, write us. 3.134 


These features add up to SALES: 


HARDENED STEEL PARTS REVERSIBLE CYLINDER 


CLES RPI ‘gMbing ie Pit: 


NO EXPOSED SCREWS 
parr i “4 SMART STURDY PACKAGES. Easy to 
_ | ~— store, quickly identified by name, 

style number, and illustration. 
Attractive displays are 
available. Write 


g 


NORWALK LOCK COMPANY ‘v2. soci, sion tried iten| 


395 BROADWAY, NEW YORK 13, N. Y. 


Burtpinc Propucts MERCHANDISER 


BABE 
would have been 
pleased | 


Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 
floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 
the eyes, helped make this flooring possible. 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring's melting 
snows and formed a delightful lake! At least, that’s 
the story. 


It’s a fact that the Northern Hard Maples 

grow near the lakes, straight and tall. They 

© are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 


become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 
has strength . . . installs easily and economically. 
And lasting beauty? Look at any Robbins floor 
and you’l! understand why Robbins is the world’s 
largest manufacturer of maple flooring. 





Members Maple Flooring Manufacturers’ Association 





ROBBINS FLOORING COMPANY | sur 


Reed City, Michigan Ishpeming, Michigan 
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There is considerable shopping 
around in the local lumber market, 
and all types of the business seem 
hit by the slow trend, but there has 
been no precipitate slide in quota- 
tions for the present. 


Lumber Shipments 


2% Below Production 


Lumber shipments of 516 mills 
reporting to the National Lumber 
Trade Barometer were 2.0% be- 
low production for the week end- 
ing June 20, 1953. In the same 
week new orders of these mills 
were 7.2% below production. Un- 


filled orders of the reporting mills 
amounted to 41% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 23 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 54 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.2% above production; new orders 
were 5.1% above production. 

Compared to the average cor- 
responding week in 1935-1939, 
production of reporting mills was 
61.3% above; shipments were 
69.7% above; new orders were 
62.0% above. Compared to the 





Southern PINE 
and HARDWOODS 
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corresponding week in 1952, pro- 
duction of reporting mills was 
1.4% below; shipments were 1.7% 
below; and new orders were 7.0% 
below. 


Western Pine 


For the week ending June 20, 
1953, 115 mills reporting, produc- 
tion amounted to 78,923,000 feet, 
which was up 2,373,000 feet from 
the previous week. Orders were 
73,711,000 feet, which was 6.6% 
below production. Shipments were 
76,757,000 feet being 2.7% below 
production. Orders were 4.1% be- 
low shipments. 

The same week a year ago pro- 
duction was 77,628,000 feet, orders 
87,543,000 feet and shipments 87,- 
399,000 feet. 


Southern Pine 


For the week ending June 20, 
1953, 129 mills reporting, produc- 
tion amounted to 17,951,000 feet, 
which was 23% down from the 
previous week. Orders were 16,- 
335,000 feet which was 9% below 
production for the week. Shipments 
were 17,044,000 feet, 5.05°% below 
production for the week. 

The same week a year ago pro- 
duction was 16,728,000 feet, orders 
were 18,189,000 feet and shipments 
15,836,000 feet. 





Investors Like Dealer's 
% Interest Rate 
(Continued from page 58) 





tras are paid by the owner as the 
job progresses. 

The notes are always made pay- 
able on or before one year (in 
California it takes an additional 
four years before these loans out- 
law). Most of the homes are com- 
pleted within the year or within a 
year and a half at most. Generally 
when the notice of completion is 
filed, where a contractor is not in- 
volved, it takes 65 days before a 
new loan can be consummated. 
“This gives me 65 days in which to 
find another loan to keep these con- 
struction funds working,” Kirk 
added. 

“A final important selling point 
to be considered,” said Kirk, “is 
that the individual borrowing the 
money saves anywhere from $100 
to $175 on financing fees. We find 
that this saving for the borrower 
offsets the fact that a competitor 
may sell certain materials at a 
lower price.” 
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Good Merchandising builds a nice volume 
1 PRESSURE-CREOSOTED fence posts for 





W. R. McKEE (right) AND HIS SON, W. R. McKEE, Jr., 
have found pressure-creosoted fence posts a 
good item for their firm in Lee’s Summit, Mo., 
just 12 miles from Kansas City. 


PRESSURE-CREOSOTED POSTS AND POLES are 
stored in the yard at McKee Lumber Co. Ap- 
proximately 3000 posts, or a carload, are kept 
on hand in 14 sizes. Other sizes can be obtained 
quickly from their nearby pressure-treater. 





RR high- 
way signs, frequent newspaper 
advertising and a concentrated 
direct mail program— backed 
by a quality product that is sure 
to satisfy the customer — have 
built a profitable volume on 
pressure-creosoted wood fence 
posts for W. R. McKee Lumber 
Co., Lee’s Summit, Mo. 

Located near Route 50, the main 
artery between rural Central 
Missouri and the livestock mar- 
keting center of Kansas City, W. 
R. McKee took advantage of his 
location in 1949 with highway 
signs advertising pressure-creo- 
soted fence posts. 

‘*‘A farmer drives 50 to 75 miles 
to market with a load of stock,”’ 
says W. R. McKee, Jr. ‘‘He 
doesn’t like to drive back empty. 
He’ll haul something back.”’ 

Sales figures tell the story: busi- 
ness on pressure-creosoted fence 
posts increased the first year. And 
in 1952, volume on pressure-creo- 
soted wood doubled over 1951. 
Fourteen sizes of posts and poles 


| 
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FENCE PC 
MCKEE LB 


MMIT 


HIGHWAY SIGNS like this remind farmers 
on their way to livestock market that 
McKee Lumber Co. is their headquarters 
for pressure-creosoted fence posts. 


are stocked in the yard and the 
average sale is 100-200 posts. 


The McKees find that handling 
pressure-creosoted fence posts not 
only boosts the sale of fence and 
wire, but also brings customers 
back to their place of business be- 
cause of the good results they get 
from these posts. 


HERE'S HELP FOR YOU IN SELLING 


PRESSURE-CREOSOTED FENCE POSTS 


Turn the page to read how the makers of U-S’S Creosote are help- 
ing to promote the use of pressure-creosoted fence posts in your area. 
Then mail this card (no stamp necessary) for full information on 


United States Steel Corporation 


how to become a pressure-creosoted fence post dealer. 


MAIL THIS CARD TODAY — NO STAMP NEEDED! 


Room 2813-U, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


I’m interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure- 
treaters who produce this product. And include a copy of your new 


guide, “Fences That Pay.” 


Name 
Address 
City 


State 


FARM PAPER 
ADVERTISING ®t the fall fence-building season gets 


under way, advertising in leading state and 
regional farm papers again wil! be telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts. 

They’ll stress the savings in labor, sav- 
ings in replacements and savings in fence 
that result from using pressure-creosoted 
fence posts. They’ll go a long way toward 
convincing farmers that pressure-creosoted 
posts are the best wood posts. 


FENCE CONSTRUCTION 


rae a GUIDE 


The makers of U‘S'S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- ena the peas 
lems farmers encounter in building fence, ——a  —* 


. : } ert rhe 
. and it shows how pressure-creosoted posts sas mma STATES Stee conroear, 


' ~ 
save time and money. Petal Katona tas oe sete 2, Pa. 
When you mail the card below, we'll send pel fant, alae 
you a sample of this guide, ‘““Fences That 
Pay.”’ Look it over. If you’d like copies 
later for your farmer customers, your pres- 
sure-treater who uses U’S’S Creosote can 


supply you. 


LOCAL If you wish to advertise pressure-creosoted 
, fence posts in your local newspapers, your 
ADVERTISING pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 

name and address. 


United States Steel is a major producer of Creosote used by many producers of You’ 

. : ae ve heard about 
pressure-creosoted fence posts. When your supplier tells you he uses USS’ §& k them! 
Creosote, you can be sure a quality preservative has been used. , You've read about them! 


We sell them / 
PRESSURE-CREOSOTED fence posts 


@You've he 
ard ab 2 
+ ert a out pressure. ducts of modern wood treati 
‘om . 
caadomen - ned neigh plants. Just the right amou : 
a sae vad about them of Creosote Oil - 
ding farm magazines Pres- pape me 
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FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R) 

Pittsburgh, Pa. 











deep 
oure-c: oted pe seas thea into the wood to give it the 
nats er lon 
oy rs buy over the years aie aaa — shew an 
labor in . fol vec 

pred iene tn and reset Over the years, you'll find 
fencing itself fe from the pressure-creosoted poats cost 

far less than any a 





BUSINESS REPLY CARD 


No Postage Stamp Necessary if Mailed in the United States 


Why are pressure-creosoted De other wood 
posts your best buy? esate post you can use. Come in and 


t 
they are the engineered pro — wormetion 


Your headquarters for PRESSURE-CREOSOTED posts 
DEALER SIGNATURE 


Se a a ER 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 
Room 2813-U, 525 William Penn Place 
Pittsburgh 30, Pennsylvania 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. Bold face listings denote 
market price changes since the last issue—the Editors. 


DOUGLAS FIR WESTERN PINES 














— : : Ponderosa Pine 
Vertien! Grain I toons in - ae 5/4 RW 
65.0 55 5.0 elects ‘ an 
1x4 (Mabe asasaeee 2 00 105.00 S2 or 48 s4aRw 6 4 Rt tW 8/4 RW 
+ f b 
” _ Grain ee, | C&Btr RL ...250.00 255.00 265.00 
RE tacnvesorers 5.0 130,00 93.00 Shop, S2S No.1 No.2 
x6 Oe ery se 1 55.00 160.00 105.00 3) Cg Ue aR a ae ...142.00 110.00 
Drop Siding OPE WeWerwaeeGels, £6 0005 142.00 110.00 
1x6 (Pat. #106).155.00 150.00 110.00 Commons, $2 or 48 
1x6 (Pat. #116).155.00 150.00 105.00 7&-Btr No.3 No.4 
Cetling be ee ee 128.00 84.00 64.00 
P © 9° ) . 
SE Mai wsdnuat 125.00 123.00 80.00 1x12 RL......128.00 84.0 64,00 
ey a eeerereer a mee $0.00 Idaho White Pine 
Selec s2 4s 
Boards and Sh plap and 2” (Green) - — _ 1x4 1x6 1x8 1x10 
an dus Gee te ts C&Btr. RL 270.00 271.00 271.00 278.00 
o eee ° 90.0 4. fo, 9 2 c 
No. 2...... 58.00 59.00 59.00 68.00 D RL .....239.00 239.00 239.00 250.00 
eS ere 51.00 53.00 561.00 60.00 Commons, 82 or 48 No. | No. 2 No. 3 
> St eee 157.00 145.00 118.00 
lien : ie Pe ee SAU kedincdcees 188.00 151.00 118.00 
2x 4 70.00 70.00 70.60 70.00 70.00 Sugar Pine 
2x 6 67.00 68.00 67.00 70.00 68.00 Selects 
2 f 67.00 67.00 65.00 67.00 67.00 S2 or 48 4/4 RV 5/4 RW 8/4 RW 
2x10 67.00 68.00 67.00 67.00 67,00 BaRte. RL ..270. 30 280.00 2856.00 
2x12 56.00 65.00 65.00 67.00 67.00 C RL ........368.00 275.00 280.00 
te. 2: Bieision D RL .ccesees 235.00 245.00 245,00 
2x 4 63.00 63.00 66.00 65.00 65,00 Shop, S28 No. 1 No. 2 No. 3 
2x 6 62.00 62.00 65.00 63.00 63.00 B/E wccscccces 157.00 125.00 85.00 
2x 8 64.00 64.00 64.00 64.00 63.00 CM tceianeis 157.00 125.00 85.00 
2x10 64.00 64.00 64.00 64.00 64.00 ; 
2x12 64.00 64,00 64.900 64.00 64.00 
“> * Dimension R/L ome nae 
canes See 
ox ;: hs So's w Bra wem eine 46.00 OAK FLOORING 
ox 8 vee a ving hehehe a sy 43.00 Clear Pin 1x24 i zi Ye x2 x1 
BETO cn ccssccdsvossesccsesoeese 40.00 White . free 42 
2x12 ye a ere eee 37.00 Red .. “188, 90 190,00 177.00 162.00 
(Add 10-165 dollars for dry lumber) Sel. Plain 
White 162 2 135.00 167.00 152.00 
Red 172. 140.00 167.00 152.00 
RED CEDAR SHINGLES "oom 
Pin. White 
Royals & Red .153.00 123.00 135,00 120.00 
No, 1 24” 4/2 13,25 #2 Co 
No. 2 24” 4/2 7.25 Pin. "White 
No. 3 24” 4/2 5.00 & Red 95.00 60.00 82.00 17.00 
Perfections , 
No. 1 16% 5/844 -9.90-10.00 "1 Com. 
No. 2 18” 6/2% 4,25-4.50 Shorts 
No. 3 18” 5/2% 3.75-4.00 1%,” ..105.00 75.00 97.00 97.00 
XXXXxX 
No. 1 16” 5/2 8.50-8.75 
No. 2 16” 5/2 4.25 
No. 3 16” 6/2 $.50-3.7i 


SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr Cc D 
WESTERN RED CEDAR 1lx4 170.00 160.00 140.00 





Prices for red cedar siding in mired Flat Grain Flooring 
enrs, new bundling, © to 10’ are: 


| RS. ea Bee 150.00 140.00 100.00 
Be eled Siding, % Inch i ree ...180.00 170.00 130,00 
Clear i. — Drop Siding 
j 75.00 70.00 45.00 
on a. co; aoe x6 (Pat. 7106) 160.00 150,00 120.00 
Xo Incn e . ) io, oe . De — ”, 
oe aah "100,00 95:00 7500 1x6 (Pat. #116) 160.00 150.00 120,00 
x8 inch ..-125.00 120.00 85.00 Bourds & Shiplap 
4 3 1 Siding, Inch 1x6 1x8 1x10 1x12 
ie a ae op Fig hy A No.1 ...100.00 105.00 115.00 140.00 
7, a hs 185 00 180 00 155.00-160.00 No, 2... 75.00 77.00 77.00 80.00 
12 inch 190.00 185.00 150.00 . 9° a rt 66.00 65.00 70.00 
Ao, 
Finish B and Btr. S82 or 48, Tm “i 16" 18° 20+ 
# to 106° or Rough 2x 4 89.00 90.00 932.00 102.00 102.00 
RD dnb aw see Kes cede cdieesen 240.00 2x 6 85.00 86.00 86.00 96.00 96.90 
Lf 2 era ai, Ge ae miae O'e-oe 250.00 2x 8 88.00 88,00 88.00 96.00 96.00 
SESS cae vtvvresesdceerocesatens 265.00 2x10 98.00 98.00 99.00 96.00 98.00 
Ceiling or Flooring, B and Btr, 0-10’ 2x12 104.00 104.00 104.00 115.00 120.00 
B&Btr. Cc D No. 2 Dimension 
oe Serre ye 120.00 100.00 90.00 2x 4 82.06 88.00 85.00 95.00 95.00 
ids nigie Seales 120.00 116.00 95.60 2x 6 78.00 79.00 80.00 89.00 91.00 
eeakatss on mouldings 620° -20° odd = 3 Ht AS 4 oo oe. 22 ty +4 
lengths, 3. , 91. 
Serien 8.000 2x12 82.00 88.00 83.00 89.00 91.00 
Listing under 4.00—list plus 35 per Ne. A Dtmoesten R/L Only 
cent, 2x MS. hens a 
Listing 4.00 and over—list plus 35 2x 6 54.00 
per cent. 2x 8 53.00 
Clear Lattice, 5/16” x 1-3/4”"—3’ to 19 2x10 53.00 
3 Sekar? 1.50 2x12 53.00 
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REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart....... 90.00 
%x 6 V.G. Clear All Heart....... 117.00 
%x 8 V.G. Clear All Heart....... 138.00 
4x 6 V.G, Clear All Heart..... . 117,00 
sx & V.G. Clear All Heart....... 145.00 
4x10 V.G. Clear All Heart....... 155.00 
%x 6 V.G. Clear All Heart.......154.00 
4x 8 V.G. Clear All Heart.......184.00 
4x10 V.G. Clear All Heart....... 207.00 
4x12 V.G. Clear All Heart....... 211.00 


Note: A grade V.G. Redwood Siding 


$5.00 less for 4%, % and \% in above sizes. 


Anzac Siding 


1x10 V.G, Clear All Heart........ 240.00 
1x12 V.G. Clear All Heart........ 250.00 


Note: Deduct $15.00 for A Grade 


Finish 
Ix 4 Clear Heart S48 : .... 166.00 
1x 6 Clear Heart S48 .... . ++ 1856.00 
Ix 8 Clear Heart S48 .. re, 
1x10 Clear Heart S48 ..... ...-- 816.00 
1x12 Clear Heart S48 .....ccccee 225.00 


Note: A Grade 1x4, 1x8 deduct $10, 
ix6, 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. e Db 
LS cds ewer were 150.00 140.00 100.00 
Vint Grain Plooring 
BRO . o6c0s cee --130.00 125.00 93.00 
AMG veccccccrserekeeee TOSS Bewe 


Drop Siding 
Ix6 (Pat. #106) 150.00 145.00 105.00 
Ix6 (Pat. #116) 150.00 145.00 105.00 


Ceiling 
ee .-. 105.00 100.00 70.00 
BEG vecesedeue 110-120 106-116 90.00 
Se and Shiplap and 
(Dry) 
1x6 1x8 1x10 Ix12 
= ewe 80.00 82.00 82.00 82.00 
No. 2 ...... 77,00 77.00 77.60 77.60 
No. 3 64.00 65.00 65.00 64,00 
No. 1 Dimension 
12 14 Vie 18 20 
2x 4 70.00 70.00 73.00 78.00 78.00 
2x 6.70.00 71.00 70.00 78.00 73.00 
2x 8 72.00 72.00 70.00 70.00 70.00 
2x10 70.00 72.00 70.00 70.00 76.00 
2x12 70.00 70.00 70.00 70.00 76.00 


No. 2 Dimension 
2x 4 65.00 65.00 68.00 68.00 68.00 
2x 6 65.00 66.00 65.00 68.00 68.00 
2x 8 67.00 67.00 65.00 65.00 70.00 
2x10 65.00 67.00 65.00 65.00 70.00 
2x12 65.00 65.00 65.00 65.00 70.00 


No. 3 Dimension BR/I. Only 


EKG vedas Fuekeues cea eae 54.00 
ee ee ete Ce Or ee Oe 53.00 
RD. va sesecwateee hinwtb eeu 1,00 
x10 pevussraweuda rere 
2x12 CW gs ee See gale ebine vale ee 51.00 





ENGELMANN SPRUCE 


Boards and Shiplap 
(dry) Ixe 1x8 1x10 Ix12 
No, 2&Brt..110,00 108.00 108.00 115.00 
No, 38&Btr.. 82.00 82.00 82.00 84.00 
No, 1 Dimension 
12° 14 164 18 20° 

2x 4 74.50 74.50 74.50 174.60 174.60 

2s 6 74.50 74.50 74.50 74.80 14.60 

2x 8 74.50 74.50 74.60 74.80 174.80 

2x10 74.50 74.50 74.50 74.60 174.80 

2x12 74.50 74.50 74.60 74.60 174.60 
No. 2 Dimension 

rs 68.00 68.00 68.50 68.50 68.50 





ox € 67.50 67.00 72.50 72.50 
x & 67.50 67.00 72.50 72.50 
2x10 67.50 f 67.00 72.50 72.50 
2x12 67.50 67.50 67.00 72.50 72.5 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 
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YOUR PROFIT-MAKING FORUM 


Booming sales 


One of the most booming markets for profits today 
is the do-it-yourself market. Wide open a year ago, 
it offers even greater opportunity for the shrewd 
dealer this summer. Take paint, alone, for example. 
Recent research by Better Homes and Gardens shows 
that 80% of their readers buy and apply their own 
paint for interior jobs—while 72% do their own ex- 
terior painting! 

Further evidence of zooming customer interest in 
the home puttering and tinkering department .. . 
50,000 people actually paid admission to see the Do- 
It-Yourself Show the very first week it went on ex- 
hibition, in New York City. Best of all, exhibitors 
noted that most of these cash customers were men 
in business suits and typical suburban home owners 

not merely curiosity seekers. 


. .. More power, please 


The bigger the demand for do-it-yourself materials, 
the more essential it is to run harder-hitting adver- 
tising. First, because more and more of these custo- 
mers are depending on their own judgment—are mak- 
ing their own decisions about where to buy and what 
to buy, instead of being “steered into something” by 
architects, contractors and other professional ad- 
visors. 

Second, more and more of these families are tack- 
ling bigger jobs themselves. Proof of how important 
it is to land their business—last year, 25% of all 
houses built for individual occupants in the U. S. were 
either completely owner-built or partly built by owner 
and sub-contractor. Third, most of these do-it-your- 
self prospects are writing in to national magazines for 
help and advice—are turning to mail-order chains, de- 
partment stores, hardware and lumber dealers for 
supplies on the local level. 


. . easiest way to stand out 


The smartest and easiest way to make your yard 
first choice for do-it-yourself materials of all kinds is 
to run frequent newspaper ads along these lines. 
Tell your readers what they want to know first and 
most about each job that you are promoting. For 
example, if it’s painting, run copy that says if they 
have any kind of painting problem, you can tell them 
how to prepare the surface—can recommend exactly 
the right paint for any job inside or out—on plaster, 
wood, wallboard, metal or even glass. The more spe- 
cific your ads, the higher your returns. 

Also reassure your readers that your experts can 
tell them how many square feet they can cover with 
a given amount of paint—how long they should allow 
for the job to dry thoroughly—and how to get the 
finest results whether they’re painting bedroms, ex- 
terior walls, porch floors, kitchen ceiling or lawn 
furniture. Copy should make it clear that you are 
also headquarters for brushes, rollers, paint removers 
and protective coverings for furniture and floors. 


by Morm Advertising, Inc. 
New York, N. Y. 
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Don't be an “also-ran” and use straight product ads 
that merely announce “Squiggly-Wiggly Paint .. . 
$3.86 per gallon for quality protection.” Ads like 
this do nothing to make your yard stand out from 
every Tom, Dick and Harry in town. Give your pros- 
pects the strongest possible incentive for choosing 
your yard first—by running as many ads as you can, 
explaining the many concrete ways you can help 
owner-builders and men doing their own moderniza- 
tion to save, trouble, dollars and time. 


... “grab the ladder, Mabel” 


Another way to boost your bank balance this sum- 
mer is to concentrate some of your ammunition on 
“the girls.” Major reason: July and August are the 
two best months a lady has to blast the old man :oose 
and get him to “do something” about the house, if 
they are among the thousands vacationing at home. 

Start now reminding the women in your community 
of this stellar advantage, and suggest that they get 
full information on redecorating the bedroom, putting 
up extra kitchen shelves or any other little chore they 
want done, before Egbert starts his vacation. In this 
way, they can go to work on the master of the house 
and have him all lined up and ready to go on those 
do-it-yourself jobs by the time vacation rolls around. 

Another excellent reason for angling some of your 
ads toward wives is that more and more of them are 
eager to pitch in and help with the actual work, them- 
selves—haven’t been so handy with brush and ham- 
mer since pioneer days! Also, as any wife can tell you, 
one of woman’s worst problems is the husband who 
gets bored and restless the fourth day of his vacation, 
doesn’t know what to do with himself. So why not 
play up this angle in your ads and mailing pieces to 
women, and point out that an exciting do-it-yourself 
project can add plenty of fun and interest to a “home 
vacation”——-means good, healthful exercise and is a 
grand activity that can be shared with the youngsters. 


. important P. S. 


In every ad you run between now and Labor Day, 
don't forget to suggest that your readers use part of 
their vacation paychecks for home improvements, and 
point out how far even a small amount goes in get- 
ting a headstart on monthly payments. 








Order Your Do-It-Yourself Kit 


American Lumberman has available a planned, step-by- 
step program that includes everything you need for sell- 
ing the consumer. The kit includes literature, posters, 
streamers, banners, slogan stickers, direct mail, publicity 
and a proof sheet of newspaper ad mats. And there’s a 
sales manual that tells all about the growing do-it-your- 
self trade and the best way to use each item in the kit. 


Send your order now and get started with a coordinat- 
ed program for profitable consumer selling. The entire 
kit is $7.00. Write American Lumberman, 139 N. Clark 
St., Chicago 2, Ml. 
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Carpenters prefer 
WESTERN WHITE 
SPRUCE because 
it's strong and 
tough, yet easy to 
saw and nail takes 
a smooth, lasting 
finish. And it has 
an ideal paint sur- 
face too! 


SPRUCE ~— it's the BEST from the 
WEST!" Right across the country, 
that's what builders, contractors, and 
homeowners are saying. And there's 
no doubt about it! Be it a house or a 
housing project, a partition or a shelf 

you can do the job better, more ec- 
onomically, with strong, weather resis- 
tant WESTERN WHITE SPRUCE the 
versatile, all-purpose lumber. Supplies 
are available for fast delivery to all 
parts of the United States 


AFPA 


ALBERTA 
FOREST 
PRODUCTS 
ASS 





MERCHANDISING CLINIC 


Name Calling is an Asset 


A well-known retailer has built up 
a long list of loyal customers simply 
by training his organization to find 
out the name of every customer, re- 
member it, and use it the next time 
the customer appears. 

“Customers like to be recognized 
and especially to be called by name,” 
he explains. “We make it an iron-clad 
rule for everyone in the store to call 
the customer by name several times 
during each transaction. Naturally 
it is not possible to do so in 100% 
of the cases but it is surprising how 
easy it is to find out the name of the 
customer in the event we do not 
know it when he comes into the store 
Once we know what it is, it is the 
responsibility of everyone to remem- 
ber it. This is not always possible 
but when the policy is firmly estab- 
lished a surprisingly large number of 
customers are always called by their 
names. The main thing is that it 
helps to keep customers coming back 
and makes them feel friendly toward 
our establishment.” 


.-» Customers are flattered when 
they are recognized . .. and are 
pleased when called by name. 


Dining Car Steward 
Becomes Famous 


Once upon a time the dining car 
steward of one of the crack trains 
between the Twin Cities and Chicago 
became famous because of his ability 
to remember the names of the busi- 
ness men who traveled on the line. 

When they stepped into the dining 
car, the steward would rush up to 
them, call them by name, and escort 
them to a table with unconcealed 
pleasure. 

This unusual attention made a 
great hit with the business men 
so much so that the railroad often 
found it necessary to carry two well- 
patronized dining cars rather than 
one. 

The steward, of course, had unus- 
ual ability when it came to remem- 
bering names and practiced it to the 
limit. In addition to his name-calling 
activities, he had other tricks of the 
trade which he used with telling ef- 
fect. For example, he would walk 
through the car, examining critically 
the food on each of the tables. Sud- 


114 





denly he would stop, signal the waiter 
and ask him to replace Mr. Brown’s 
or Mr. Smith's salad, or some other 
item. Then he would apologize pro- 
fusely to the passenger for having 
made a slip-up. 

It all seems pretty simple except 
for the fact that it made a tremen- 
dous hit and there was nothing that 
made the business man prouder than 
to be called by his name when he 
stepped into the car—-especially if he 
was accompanied by friends who did 
not patronize the line regularly. 


... Nothing is more discouraging 
to a customer than to come and 
go without recognition. 


It Works in Service 
Stations, Too 


Our nearest oil station manager 
uses the names of his customers to 
tie them to him. 

“There is nothing hard about get- 
ting a man’s name,” he _ explains. 
“When a new car comes into the sta- 
tion, we usually can tell whether it is 
a casual customer or someone that 
lives in the area. A question or two 
will bring out that information. Then, 
instead of asking for the name out- 
right, we check it up by getting the 
number of the license plate. Then, if 
he doesn’t show up in a few days, we 
give him a ring and ask him how he 
liked our service and invite him to 
keep on coming. Ability to call him 
by name usually is all that is neces- 
sary to bring him back. It’s a magic 
power.” 


. . « Impersonality is the curse of 
many of today’s retail establish- 
ments. 


Supermarket Uses Names 


It wasn't so long ago that super- 
markets thought they had found an 
answer in self-serve. Naturally, it 
all works out very well except for 
the fact that some place along the 
line customers still like to be recog- 
nized. 

“We can arrange our displays as 
attractively as possible and stimulate 
buying with the colorful arrangement 


of packages and merchandise,” says 
the manager. “We can provide cus- 
tomers with equipment which makes 
it easy for them to tour the store 
picking up such items as may inter- 
est them. But it really takes a per- 
sonal touch to keep them coming to 
our establishment rather than to 
other supermarkets in the area. Con- 
sequently, we employ a hostess whose 
job it is to stand near the check-out 
counter and call as many customers 
by name as possible. The minute she 
knows the name of a customer, the 
rest is comparatively easy. Next step 
is to find out something about the 
family so that the conversation is 
more or less personal. If she doesn’t 
know the name of the customer the 
first few times they come in, it is 
her job to find it out in some way. 
If she can’t do that, there are innu- 
merable ways she can direct her con- 
versation to exhibit interest and show 
our appreciation. 

“In other words, people like to do 
business with people and a self-serve, 
supermarket doesn’t exactly come 
under that definition. So we employ 
the hostess to provide a _ personal, 
friendly touch.” 


. . » Mail order houses, too, have 
found that the personal touch 
pays. 


Friendly Advice 


One of the most profitable adjuncts 
of mail order house distribution are 
the catalog stores which are manned 
by friendly, local people who know 
the names of their customers—a long 
step in overcoming the problem of 
impersonality. 

The young ladies in charge of such 
establishments do a great deal of 
sales work on the telephone. They 
have found it highly profitable to call 
local housewives by name and tell 
them about a certain new item that 
is available. Sometimes they have a 
sample and invite the prospective 
customer in to look it over. 

In a recent survey, it was shown 
that housewives are flattered great- 
ly when they are advised by the cat- 
alog store about special prices and 
new items. Getting on a friendly, 
conversational basis puts an entirely 
new relationship at work—a friend- 
ly contact which is highly valuable 
for the mail order house and conven- 
ient for the customer. As a result, 
shopping by phone has _ developed 
into big business for both of the large 
mail order concerns. 
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Heres Why Sisalation ! 


IS MORE PRACTICAL... when model houses are on display 


EASIER FOR YOU TO SELL! : ‘een fhe, 
| they inspect, .. 





Both sides coated 
Vapor-proofed P. with pure aluminum 
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the houses with such quality 
Steel-like fibre , y 
reenforcement ne ISBN construction features as 





.-- Because Only Sisalation 
Offers these 5 Big Advantages— 
fh is at one low cost! 


2-way reflective insulation— equivalent 
value of about 1-inch of bulk type insu- 
lation. 
Dependable prevention of costly conden- 
sation damages—paint peeling, wood 
rotting, plaster ruin. 

3S Protection against entry of drafts, dust, 


etc. 


Today, more than ever, dis- 
criminating home buyers 
prefer the Hidalift balance — so 
completely concealed, there's 
nothing exposed to mar the 
beauty of their windows. They 
like its smoothness, quietness 


The unequaled strength of close reen- 


G forcing in both directions for fast, sure, 
low cost application and enduring per- 


formance. 


5 Minimum storage problem ... Sisalation 


is compact in rolls. and non-jamming action — its 





positive lifting power. 


All for 1 low material and labor cost! 


And builders and dealers like 
its easy, rapid installation, 
its “before and after” methods 


of tensioning — just a few of 


Because of its amazing 
strength, Sisalation is easily 
stapled in place without rips 
or tears. Nationally-adver- 
tised, pre-sold Sisalation is 
available in 36” and 48" 





: , 4 aS i sot] ae Two types of at- : . 
widths. For further information a4 | ie taching brackets— Hidalift’s sales-building features. 


write Dept. AL-7. +i 2 “Lt” and “Cup” 





Quality Products For Over A Century T S 
& 
HIDALIFT DIVISION 
The Turner & Seymour Mf, 
pradi~e t Mfg. Co., Torrington, Conn. 


WATERPROOF 
Send complete literature and prices on Hidalift, 


REENFORCED 





PROTECTIVE 
mee The SISALKRAFT co es ee 
. Nome 
Chicago 6, Iti e 
nois New York 17,N.Y. © Sen Frencisce 5, Col Address 
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Here's the line of Insect Wire Screen- 
ing that's bwi’t to last... and sells fast! 
Keystone Wire Screening meets de- 
mands for every need today in new 
and replacement work. Made by 
modern manufacturing methods, 
Keystone quality is carefully control- 
led to assure outstanding strength, 
durability and eye-appeal in every 
roll! Aluminum, Bronze and Galvan- 
ized Insect Wire Screening available 
in all standard widths and meets 
U.S. Department of Commerce Com- 
mercial Standard 138-49. 
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KEYSTONE WIRE CLOTH CO. 


Hanover, Pa. 








Fostoria, Ohio 














WHAT’S NEW 





SEND FOR THESE: 


Dealer Mat Service 


Alprodco, Inc., manufacturers of 
“life-time” aluminum and galvanized 
spring steel gates, has released four 
free mats that can be used by local 
dealers in their advertising cam- 
paigns. The mats include a phcto- 
graph of one of the firm’s road gates 
and appropriate copy. The sizes are: 
1 col. 2%”; 1 col. 4”; 2 col. 3”, and 
2 col. 6%”. Write Alprodco, Inc., 
Dept. AL, Mineral Wells, Tex., Kemp- 
ton, Ind., or Dublin, Ga. 


Forty Garage Door Designs 


A variety of stimulating ideas for 
designing and building overhead ga- 
rage doors so that they integrate with 
home designs is contained in the Tav- 
art Company's 28-page booklet, “40 
Garage Door Designs—6 Prize Win- 
ners and How to Build Them.” 

Each design includes material list, 
fabrication plan and a_ rendering 
showing the garage door in position 
in a home. All designs can be con- 
structed by an average mechanic with 
materials readily available from ma- 
terial supply dealers. 

Helpful hints on design are given 
in an article by John Kewell, ATA, 
well-known architect and prize win- 
ner in the competition. Write Tavart 
Co., Dept. AL, 15134 Orizaba Ave., 
Paramount, Calif. 


New Newspaper Mat Book 


Hachmeister-Inc. have made avail- 
able to Hako dealers through their 
distributors a new 28-page newspaper 
ad mat book. The book contains ad 
illustrations available as complete 
mats featuring all products in the 
Hako Bix Six line. It also contains 
hundreds of individual ad elements 
for those dealers who wish to build 
their own newspaper or circular ad- 
vertisements. Write Hachmeister- 
Inc., Dept. AL, Box 357, Pittsburgh 
30, Penna. 


Floor Laying Booklet: A new edi- 
tion of the popular booklet, “How to 
Lay a Lifetime Floor of Northern 
Hard Maple” has been released by 
the Maple Flooring Manufacturers 
Association. The booklet is directed 
to the amateur home builder. It out- 
lines the important steps and neces- 
sary precautions to take in laying 
hardwood floors. It contains plenty 
of illustrations to clarify the text and 
offers suggestions concerning the 
type of nails to use and how to drive 
the nails. Write Maple Flooring 
Manufacturers Association, Dept. AL, 
35 E. Wacker Drive, Chicago 1, Tl. 


Lightweight materials handling 
equipment is described in a new cat- 
alog released by Tobey Manufactur- 
ing Corporation. The catalog covers 
the complete line of Tobey materials 
handling trucks which are construct- 
ed entirely of aluminum and weigh 





Products... . Sales Aids... . Literature 





from one-third to one-fourth as much 
as conventional trucks. Write Tobey 
Mfg. Co., Dept. AL, 1221 El Segundo 
Blvd., El Segundo, Calif. 


“Exciting” is the title and promise 
of a full-color 12-page booklet for 
dealers’ prospects, published by the 
Georgia-Pacific Plywood Company to 
stimulate sales of WedgeWood, the 
textured plywood wall paneling for 
homes and commercial buildings. Re- 
productions of natural color photo- 
graphs of WedgeWood in every type 
of home styling illustrate the book- 
let. Included are descriptions of the 
uses of the product as well as decor- 
ating hints which every consumer 
can follow easily. Write Georgia- 
Pacific Plywood Co., Dept. AL, 611 
N. Capitol Way, Olympia, Wash. 


Aluminum Window Handling: Two 
new pamphlets describing proper 
handling and installation methods for 
aluminum double hung and casement 
windows respectively have been re- 
leased by the Aluminum Window 
Manufacturers Association. Each of 
the 8-page instruction booklets con- 
tains highly simplified directions 
which are profusely illustrated. Write 
Aluminum Window Manufacturers 
Association, Dept. AL, 74 Trinity 
Place, New York 6, N. Y. 









New Shelton Literature 


Harloc Products Corp., manu- 
facturers of the Pacemaker Pre- 
assembled Precision Built Builder’s 
Hardware now have available lit- 
erature on their new Shelton Key- 
in-Knob Lock Set. The literature 
contains complete information and 
specifications on both mechanical 
features and simplified installation. 
Write Harloc Products Corp., Dept. 
AL, New Haven, Conn. 
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@ BEAUTIFUL Lockwood Tempered Oak Floors sell homes on sight. They meet 
the test of sanitation, economy and durability, too. 





@ LOCKWOOD Tempered Oak Flooring is cut from Cloud's own timber tracts 
and is milled in Cloud's own sawmills. 


@ DISTRIBUTION is Direct To The Dealer—Cheaper To The Dealer—within Truck- 
ing area, via Cloud's own giant vans. 





@ EASED EDGES with nailing groove in top of tongue speed laying and finishing. 


Many flooring installation contractors say this saves them 25 to 35% in labor 
costs! 


THE OAK FLOORING WITH More Cutlonuird Cocause: 
THE NAIL-GROOVE 

@ LOCKWOOD Tempered Oak Flooring is the even-textured 
uniform colored oak grown in the Ozark Mountains, which 
is noted for the beauty of its finer grain and which is less 
subject to contraction and expansion. 

@ OUR METHOD of kiln-drying is a great selling point 
Lockwood Oak Flooring is kiln-dried in compartment, cross 
circulation, fan-type kilns. It is the same kiln drying used by 
manufacturers of finest furniture where gluing is necessary 
This is the perfect method of kiln drying. 

@ LOCKWOOD tempering makes flooring more resilient and 
easier to nail. It lays and stays straight. 

@ LOCKWOOD precision-milling provides an even surface 


which requires a minimum of sanding. 











@ THERE'S A GRADE PRICED FOR EVERY NEED, each produced in ac- 
cordance with NOFMA standards. 


Call us or write us for a quotation on your requirement, 


*Flooring Dealers and Flooring Installation Contractors 
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New Molding Cutterhead 


For the home craftsman, the 
Delta Power Tool Div., Rockwell 
Manufacturing Co., is offering a 
new molding cutterhead and knife 
set package. The set converts a 
circular saw into a machine for 
making attractive, clean-cut shaped 
edges. With the set, even a begin- 
ner can add professional looking 
edges to picture frames, tables 
and other items. 

It is easy to install. The user 
simply puts the cutterhead on the 
saw arbor in place of the blade. 
The kit includes a _ cutterhead, 
wrench, three cutters and a special 


| bushing which permits the cutter- 


| head to be used on almost any 
| make 8” or 10” circular saw. 


; ’ (} ii 
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BAL 


DWIN-HILL 


Eilankl 


ROCKWOOL HOME INSULATION 





Every contractor knows that fast installation saves 
time and money. To gain time, they are using B-H 
SPUN BLANKETS whose firm body prevents flopping 
about. Here is a lightweight, clean insulation — easy 
hs to cut and to fit into place. 


Send gor gull 
details on 
Bala To you, all this means an increase in sales — a | 
merchands[ny bigger share of the insulation business in your area. 
BALDWIN-HILL COMPANY 


2007 Breunig Avenue * Trenton 2, N. J. 


Kalamazoo, Mich, - Huntington, Ind. - Temple, Texas - Housatonic, Mass. 
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The three cutters which come 
with the set are made of high- 
speed alloy steel with precision- 
ground edges. Write Delta Power 
Tool Div., Rockwell Manufactur- 
ing Co., Dept. AL, 678D N. Lex- 
ington Ave., Pittsburgh 8, Penna. 











| New Window Ventilators 


Storm window ventilators, made 


by Leigh Building Products Div. of 


Air Control Products, Inc., are de- 
signed to help homes breathe no 
matter what the weather. When 
closed they seal off air as com- 
peltely as the sash itself. A flick 
of the fingers on the slide valve 
permits the exact adjustment de- 
sired. 

Installation is made easy by: 
using the ventilator valve to mark 
exact location for the air holes in 
the sash; drilling the holes; and 
fastening the ventilator in place 
with four screws. 

Made of rustproof aluminum, the 
unit adds to the appearance of the 
storm window and gives years of 
trouble-free operation and com- 
fort. Suitable for use with wood or 
aluminum sash, the unit offers a 
large free area even though it is 
small in size (834”x2”). Write 
Leigh Building Products Div., Air 
Control Products, Inc., Dept. AL, 
Elm St., Coopersville Mich. 


13, 1953, AMERICAN LUMBERMAN &% 





weceLy WOLDS 


r row th s 
Oat Ones aaeets "*. 
pats 208 uve. OF ANT vs 


ee You Profit TWICE 
petit 1 Ce ee CT 


Panels and 
Fixtures 


you profit 

when you sell 

the fixt that 
1. when you sell e fixtures tha 
turn the panels 
into “working 
i walls” 

New Screw Anchor ; : 
Merchandiser 


you profit 


the panels 


An eye-catching, easy-to-use 
merchandiser has been made avail- 
able to dealers by the Molly Corp. 
The baked-enamel, metal cabinet is 
1614” high, 1314” wide and 614” 
deep. It contains 11 drawers: one 
for each of the sizes of Molly an- 
chors; one for the popular utility 
plug; and one for safety wrenches. 
Handles for drawers are the ac- 
tual products contained in the 
drawers. Across the top of the mer- 
chandiser is a full-color card de- 
scribing how to install the anchors. 
Behind the card are receptacles 
for product folders. Write Molly 
Corporation, Dept. AL, Medical 
Arts Building, Reading, Penna. 











New Tilt-Out Display 


A compact, 
new all - metal 
floor merchan- " 


discs tur tee 7 | Only “PEG-BOARD” equipment gives you the “Profit 








with Chromedge ° ° ” . . 

extrdued alumi- | Combination’ of Panels and matching fixtures 
num moldings 

has been an- 

nounced by the id “PEG-BOARD” Working Walls .. . a brand 
B & T Metals | 


1 new idea that's ding like wildfire! e : 
- Pa | wi spreading like wildfi <A f (Fr 


A feature of | The panels and matching fixtures make 


the new self - any wall area a hanging area . . . in closets, 
serve display j 


workshops, kitchens, garages . . . all thru ’ 
unit is the casy | the h ‘ Cash i +o fit c) 
“tilt out” action e house. Cash in on 2-way profits 
with which the by featuring the original . . . the best Tool Rack 
moldings can be . the genuine “PEG-BOARD” equipment 


removed from 1 to Veen | eT 
the unit. 
The Chromedge Twin Four floor | : 


merchandiser has a capacity of 960 | 
: : ¢ Shoe Rack T 1B 
feet of metal trims in 5’ and 6’ | eaiccoe ae a 


. _ a “‘Peg-Board”’ 
lengths, and is described as having is the Reg 


a large bin for sales folders and | Getic IMfg. NATIONALLY ADVERTISED in leading “Home” 
envelopes containing fasteners for | Sa.; ae. waed magazines . . . also in Builders’ and Architects’ 
. . | to Identif icati 
each stick of metal. . Rand nase ne trade publications. 

Full information can be obtained WRITE for complete descriptive literature, sample 
by writing to The B & T Metals 


kit, prices and name of your nearest distributor. 
Co., Dept. AL, 425 W. Town St., 
Columbus 16, Ohio. Copyright 1953 B. B. BUTLER MFG. CO., INC., 3162 Randolph * Bellwood, Ill. 


Here are a few of over 60 fixtures 
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Picture Hook & Shelf Brackets 
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Key Locking Latch 


The Idealox and Idealatches for 
storm and screen doors are a new 
push-pull design. They feature key 
locking and a simple fast applica- 


tion. Only three 3/16” holes are 
required for application. Construc- 
tion is extra sturdy with stainless 
steel bolts and case and pressure 
cast aluminum handles. Offering 
tamper-proof security the Idealox 
keying can be changed from “each 
different” to “keyed alike” or “mas- 
ter keyed” in a jiffy. An automatic 
throw-off prevents accidental lock- 
out. The Idealox is reversible and 
adjustable for 3,” to 114” doors. 

The Idealatch is the same unit 
without key locking. It has a push- 
in locking button in inside handle. 
Automatic throw-off. Write Ideal 
Brass Works, Inc., Dept. AL, 250 
E. 5th St., St. Paul 1, Minn. 
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Doiut out these NETNAPLY features! 


Doint ufe your PLYWOOD cates! 


AETWAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 


Cupboard and 
Flush Doors 
Peg-Board 

* 


24-hour 
shipping service 


Your profits will soar when you point out 
these AETNAPLY features to your customers: 
Widest possible choice of plywoods; full range 
of sizes and grades; uniform high quality stock; 
fast delivery. 

Each kind of plywood is engineered for a 
specific job: Waterproof plywood for exterior 
use, concrete forms, boats; Utility plywood for 
built-ins, cabinets, worktables, playrooms; 
Hardwood panels for wall finishing. 

AETNAPLY panels come in all standard sizes 
and many odd sizes. There’s an economical size 
to fit any job. This means less waste of material 
and a saving in man-hours, for the panels 
go up fast. 

Mr. Dealer, when you deal with AETNA your 
plywood sales increase fast, for the AETNA 
warehouse is your stockroom. You sell a wide 
range of plywoods, you select from numerous 
sizes, without keeping a large stock on hand, and 
you rely on AETNA’S 24-hour shipping service. 
Write for Aetna’s new Price Lists TODAY! 


AETNA PLYwooD & VENEER COMPANY 
1732 N. Elston Avenue ® 


ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


Call AETNA for PLUS VALUE in PLYWOOD 





Chicago 22, Ill. 











New Outdoor Fireplace 


Kitchen - range convenience in 
outdoor cooking is afforded by the 
new de luxe fireplace unit an- 
nounced by Bennett-Ireland, Inc., 
manufacturers of fireplace equip- 
ment. Called the Grilladier, this 
new cast-iron and steel form fea- 
tures wide, side-by-side cooking 
surfaces which are easily acces- 
sible from the front of the fire- 
place, and permit better propor- 
tioned appearance of the com- 
pleted fireplace. 

Bottom grate of the new unit 
nay be raised for charcoal or low- 
ered for wood fuel. A _ standard 
model, with the conventional front- 
and-back cooking surfaces, is also 
available. Both models have slid- 
ing draft vent for even cooking 
control. 

Simple, economical installation 
and broadest design flexibility are 
possible with these new Grilladier 
units, according the the manufa: 
turer. Write Bennett-Ireland, Inc 
Dept. AL, Norwich, N. Y . 





Asbestos Siding Cutter 


Texas Foundries, Inc. announce 
the manufacture and distribution 
of the Monarch asbestos siding and 
shingle cutter, formerly handled by 
Tri-States Building Materials Com- 
pany. The Monarch cutter saves 
labor costs as it can be operated 
by anyone easily, quickly and ac- 
curately. 

Monarch’s malleable castings 
have resistance to corrosion and 
are said to stand up well under 
heavy service. A front end nose 
punch, and notcher are two fea- 
tures of the Monarch to give faster 
service. The Monarch cutter is 
available in two models, 27” and 
32” sizes. Write Texas Foundries, 
Inc., Dept. AL, Lufkin, Texas. 
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MANUFACTURERS OF THE 
REMOVABLE, FAST SELLING 


Cava, 


ALASKA 


Glass Sash & Door Supply 
Anchorage, Alaska 


Don Able Millwork and 
Building Supply Co. 
Juneau, Alaska 


COLORADO 


Prefabricators, Inc. 
3800 Race Street 
Denver, Colorado 


NORTH CAROLINA 


Malta, Mfg. Co. 
Malta, Ohio 


SOUTH CAROLINA 


Malta Mfg. Co. 
Malta, Ohio 


CONNECTICUT 


Malta Mfg. Co. 
Malta, Ohio 


GEORGIA 


Malta Mfg. Co. 
Malta, Ohio 


OWA 


Presto-Matic, Inc. 

24th and Spring Streets 
Omaha, Nebraska 
ILLINOIS 


Lumbermen’s Supply Co. 
2020 Burlington Avenue 
Kansas City, Missouri 


“FULLY 


»y ee 
Sop Wino? 


Find out today how you can start handling this 
profitable window by contacting the concern, 
listed below, that is nearest you. 


IDAHO MAINE NEW HAMPSHIRE 


Utah Sash & Door Factory Malta Mfg. Co. Malta Mfg. Co. 
2341 South State Street Malta, Ohio Malta, Ohio 
Salt Lake City, Utah : 
aes 's $ ly c MASSACHUSETTS NEW YORK 
umbermen’s Supply Corp. 
3002 Mission Avenue East Malta Mfg. Co. General Millwork Corp. 
Spokane, Washington Malta, Ohio 529 Main Street 

Utica, New York 
INDIANA MONTANA Malta Mfg. Co. 
Allied Wholesale Co. Lumbermen’s Supply Corp. Malta, Ohio 
1212 S. Walnut Street 3002 Mission Avenue East NEW JERSEY 
South Bend, Indiana Spokane, Washington . 

Malta Mfg. Co. 
KENTUCKY MINNESOTA Malta, Ohio 
Malta Mfg. Co. Vetter Mfg. Co. OHIO 
Malta, Ohio Stevens Point, Wisconsin 
Presto-Matic, Inc. 
24th and Spring Streets 


Malta Mfg. Co. 


KANSAS Malta, Ohio 


Lumbermen’s Supply Co. Omaha, Nebraska Toledo Door & Sash Co. 


2020 Burlington Avenue Marvin Lumber & Cedar Co ne —_—— 
Kansas City, Missouri Warroad, Minnesota were ” 


MARYLAND MICHIGAN OREGON 


. . Olsen Mfg. Co. 
Monumental Millwork, Inc. Royal Oak Wholesale Co. J 90. 0 9 
1101 S. Brunswick Street 2121 S. Michigan Ave - Ww. 7 Avenue 
Baltimore, Maryland Saginaw, Michigan ugene, Wregon 
Malta Mfg. Co. Ros Curtis Company PENNSYLVANIA 
Malta, Ohio 831 Oxbow Lake Road 

Milford, Michigan Malta Mfg. Co. 
MISSOURI West Mich. Sash & Door Co. Malta, Ohio 
Lumbermen’s Supply Co. New Haven, Michigan Whipple Bros., Inc. _ 
2020 Burlington Avenue Laceyville, Pennsyivania 
Kansas City, Missouri NEBRASKA 
Defiance Window Mfg. Co. Presto-Matic, Inc. 
1605 S. Kingshighway 24th and Spring Streets Malta Mfg. Co. 
St. Lovis, Missouri Omaha, Nebraska Malta, Ohio 


RHODE ISLAN 


TENNESSEE 

Malta Mfg. Co. 

Malta, Ohio 

UTAH 

Utah Sash & Door Factory 
2341 South State Street 
Salt Lake City, Utah 
VIRGINIA 

Malta Mfg. Co. 

Malta, Ohio 

WEST VIRGINIA 
Malta Mfg. Co. 

Malta, Ohio 
VERMONT 

Malta Mfg. Co. 

Malta, Ohio 
WASHINGTON 


Dealers Millwork Supply Inc. 
1441 West Elliott Street 
Seattle, Washington 


Lumbermen’s Supply Corp. 
3002 Mission Avenue East 
Spokane, Washington 
WISCONSIN 


Vetter Mfg. Co. 
Stevens Point, Wisconsin 


Wilbur Lumber Co. 
Waukesha, Wisconsin 


i _ METALS BY 


A. R. B. 


WINDOW 
SALES CO. 


306 E. State Fair Ave. 


EASILY QUICKLY 


WEATHERSTRIPPED REMOVED ADJUSTED 


Buitptnc Propucts MERCHANDISER 


Detroit 3, Mich. 





New Spee-Dee 
SAWHORSE 
BRACKETS 


Pat. Pend. 





—with the Ex- 
clusive FLANGED 
NAIL HOLES 
for Quick, 
Easy Dis- 
assembling 





. @ Low-Priced, Top 
| Quality @ Takes 
Dressed 
or Com- 
mon 2 x 
4 Lumber 
e@ No 
.| Compli- 
cated 
Instruc- 
tions to 
Follow 
A—Fianged nail 
hole. B—Remov- 
en ing nail. Claw 
Won't Fall Apart When hammer slips 
| Cita by the Rail! | easily under nail 
head. 
Easy to use. Employs nails to secure the assembly 
Made of heavy gauge steel, fabricated for strength, 
rust resisting finish, Use for ping-pong, train and 
pieniec tables, display stands, carpenter's horses, ete 
Disassemble on the job for transporting, storing 


For Heavy-Duty Service 1 
: 


DALTON 
Fully Mechanical 
SAWHORSE 
BRACKETS 


NO NAILS, BOLTS OR 
MITERING OF LEGS! 


Sizes for ix4’sand 2x4's 





Put lumber in jaws 
and leg sockets— 
tighten wingnut! 
Sturdy steel con 
struction. Uses: Plat- 
forms, Seaffolding, 
Work Benches, etc 
Disassemble on the 
Job 


Locks Legs and Rail 
Rigidly in Place! 


it not stocked by your jobber, 
nave him order for you 


DALTON MFG. CO. 7%5,°,,07"' “AY 


“HASSALL 


annular 
threads have 


HOLDING POWER! 


GREATER 


Proven in in- 
dustries like 
shoe making, as- 
ef bestos siding, 
SY underlay flcoring for 
i 1 linoleum, pallet manu- 
a ay facturing, boat building, 
ESTABLISHED 1850 © ¢tc. The stronger grip of 
annular threads should solve 
many a wood fastening 
problem, maybe yours! 

Write for samples. 


A JOHN HASSALL INC. 
itetctell 184 CLAY STREET, 


BROOKLYN 22, N. Y 








Champ Lift Truck 


Following more than two years 
of exhaustive “on che job” tests 
under the most adverse working 
conditions, Champ Corporation has 
placed on the national market the 
Champ lift truck in two models. 

The Champ “500” and “700” 
series in either single or dual drive 
wheels entails some of the most 
revolutionary features in moderi 
materials handling equipment. The 
new Champ is rugged, fast, power- 
ful, economical and dependable. 

Among the desired features are 
such details as power steering, 
power brakes, 12” clutch, 100 h.p. 
International motor and 8 to 16’ 
lift masts. The engine has such 
features as overhead valves and 
replaceable cylinder sleeves. 

The Champ provides adequate 
road clearance to facilitate maxi- 
mum load work of 5,000 lbs. over 
the most rugged terrain. It has a 
wheelbase of 70” with a 13’ turning 
radius for fast moving of materials 
on construction jobs, in lumber 
yards, around warehouses and 
docks. Write Champ Corporation, 
Dept. AT. 1703 So. Mountain Ave., 
Duarte, Calif. 


Window for Air-Conditioning 


A pet peeve of many builders 
today, the higk cost of installing 
room air conditioner units in build- 
ings calling for steel casement 
windows, has been licked with the 
development of a special steel case- 
ment window especially adapted 
for the installation of standard 
units. 

The new windows eliminate the 
awkward and costly removal of 


any window parts, cutting or weld- 
ing. With room air conditioner 
units and casement windows con- 
tinuing to gain in popularity, the 
new device should be welcomed 
with open arms by builders and 
homeowners alike. 

The special casements are manu- 
factured in four standard sizes. 
The window has an adjustable 
member to accommodate practical- 
ly any popular make of room air 
conditioner. Write the Steelcraft 
Manufacturing Co., Dept. AL, 9017 
Blue Ash Rd., Rossmoyne, Ohio. 





New Cove Base 


Cass Products Co. has _ an- 
nounced release of a new cove base 
and adhesive. The base has 20 
dovetail-like ribs running length- 
wise on the back which permits the 
base to key to the wall just as 
plaster keys to wood lath. The 
new product will be called Sani- 
Cove-Base. The adhesive has been 
named Cass Grip Back. Recent lab- 
oratory tests have proved that the 
base has more holding power than 
similar extruded or molded rub- 
ber bases. Write Cass Products 
Co., Dept. AL, 6127 N. Cicero Ave. 
Chicago 30, III. 


New Brush Cleaner 


Paint Trap brush cleaner is a 
new product recently released by 
the Klean-Strip Co., Inc. The hard- 
est paint brush, with any type 
bristle, can be reconditioned and 
made like new again by soaking in 
the cleaner. Each can comes with 
the new raised wire-grill in the bot- 
tom of the can. Old paint settles to 
the bottom ef the can under the 
grill so the fluid remains clean. 
After soaking the brush in the can, 
users merely flush it clean in wa- 
ter. No paint will be left in the hee! 
of the brush. No thinner will re- 
main to drip down into the new 
paint or over the brush handle. 
Write Klean-Strip Co., Inc., Dept. 
AL, P.O. Box 3565, Memphis 6, 
Tenn 
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“Convertible Three-Way” 
Wire Rack Display 


Now making 
its appearance 
on retail dealer 
floors and coun- 
ters in leading 
markets all over 
the country is 
this unique ‘“3- 

Way convert- 

ible” all - metal 

display recently 

released by the 

Rust - Oleum 

Corporation as 

an integral part of its merchandis- 
ing package for the retail hard- 
ware and paint dealer. 

Featuring a four-color all-metal 
sign the novel display holds gal- 
lons, quarts, pints, and half-pints 
of Rust-Oleum. Highlighting its 
unusual versatility is the fact that 
the display units breaks in half, 
meaning that the top and bottom 
sections with signs may be used for 
counter or window display. Both 
sections used together form a com- 
plete floor display unit only 30” 
wide by 48” high. 

Complete information may be 
obtained by writing the Rust- 
Oleum Corp., Dept. AL, 2799 Oak- 
ton St., Evanston, Tl. 





New Louvered Window 


With an eye to the increasing de- 
mand by northern builders for an 
attractive, yet practical weather- 
tight louvered window, American 
Aluminum Products, Inc. have in- 
troduced their new louvered Seal- 
Vent seal-tested jalousie. 

A product of three years of re- 
search and testing, Seal-Vent was 
designed principally as a prime 
window. Dis*inctively different 
than other models of jalousies that 
have come out of the south, Seal- 
Vent jalousie is 100% weather- 
stripped with new, lifetime vinyl 
plastic weatherstripping devel- 
oped by the B. F. Goodrich Com- 
pany. 

Write American Aluminum Prod- 
ucts, Inc., Dept. AL, Miami, Fla. 


Bui_pinc Propucts MERCHANDISER 


Latest ‘'Trade Secrets’’ Success! 


48,000 pounding feet 
failed to mar this floor 


— that’s the beauty of Higgins Block* 


After the first three exhibit days, visitors to the LIFE-NAHB “Trade Secrets” 
House built by L. P. Smith in New Orleans found it hard to believe that the 
immaculate, gleaming floors of richly grained Higgins Block had already 


been walked on by 24,000 people 


equal to years of average wear! Visitors 


were further impressed by this list of Higgins advantages: 


* SPECIFICATIONS: 


9” x 9” net face hardwood blocks— 
easy to install 
3-ply cross-grain construction—when 
properly installed will not warp, 
buckle, cup or crack 
Selected oak face—comes with final 
finish 
Pressure bonded with marine-type 
glue—water-repellant, climate-proof 


Deep-impregnated with famous new 
“Penta’’—rot-proof, termite-proof 


Grooved back anchors into adhesive 
—quiet and comfortable 


Can be laid directly on concrete slab 
—without special preparation 


Blocks fit flush—without large, visible 
V-grooves 


é # 
Higgins BONDED HARDWOOD BLOCK FLOORING 
taht 


THE WORLD-FAMOUS BOAT BUILDERS 


Firm Name 








Address 
City 


| 
== 


Use this coupon for free sample block and literature 


Higgins, Inc., Dept. AL-7, New Orleans La. 
Gentlemen: Please send sample block and literature to 


Zone 





—— 


New Heavy Duty Saw 


A new 81,” portable electric 
saw with a number of patented im- 


provements has just been intro- 
duced to sell for $05 by the Porter- 
Cable Machine Co. The Model 108 
has a telescoping guard designed 
to prevent catching as the saw pro- 
ceeds through wood; a finger lever 
at rear of guard to enable the op- 
erator to uncover the blade with- 
out danger when making pocket 
cuts; an auxiliary guard which 
automatically covers the front 
teeth at any depth; and a built-in 
kickproof clutch that completely 
eliminates dangerous bucking. 
Porter-Cable claims this to be 
the most powerful saw in its class 


‘The Sign of the 
Complete Line 


ALL YOUR ROOFING AND SIDING FROM ONE SOURCE 
Old American 
of cattdé/ 


Old American has a complete line of asphalt and 
asbestos-cement roofing, shingles and siding to meet every 
need. For greater variety ... superior quality .. . prompt, 
personal service... order all your needs from one source — 


Old American, of course! 


Lab haitbhitedelliddhieh dent and roofing 
ASBESTOS SIDING and shingles 
a eS ih  e) N il [3d roof to foundation. 


and ----. 


Insulating siding, asbestos-cement wall- 
boards, built-up roof materials and allied items. 


Get FREE Catalog Sheets and Sales Literature...Write TODAY to 


Old American Roofing Mills 


7600 TRUMAN ROAD 


KANSAS CITY EAST ST. LOUIS 


KANSAS CITY, MO. 


SALT LAKE CITY DALLAS 


60% 


that the company has ever built. 
capable of cross-cutting a 1”x10” 
plank in one-half second. It weighs 
only 13% lbs. Write Porter-Cable 
Machine Co., Dept. AL, 19 Ex- 
change St., Syracuse, N. Y. 


New Lift Truck 


Safeway In- 
dustrial Equip- 
ment Corpora- 
tion announces 
a powerful new 
portable lift 
truck, designed 
for maximum 
safety with one 
man operation. 

This new unit 
is made in three 
sizes with lift- 
ing heights of 
68”, 80” and 
100”, and has a 
lifting rating of 
1250 lbs. The 
powerful hy- 
draulic system used is powered by 
an automotive type battery and is 
eauipped with a built-in charger 
with automatic cut-off and trickle 
charge. 

The Safeway lift truck is pro- 
vided with an electronic switch to 
cut off power at maximum height 
and prevent jarring load and dam- 
age to hydraulic system: also hand 
operated brake which will not only 
prevent movement of truck when 
loading and unloading but will 
brake the truck when travelling 
up and down inclines. 


Literature can be obtained by 
writing Safeway Industrial Equip- 
ment Corporation, Dept. AL, 184 
N. Franklin St., Chicago 6, Tl. 


New Redwood Finish 


Th Alumatone Corporation an- 
nounces the addition of a new 
product, Chromatone Redwood fin- 
ish, to their well established line 
of paint and finishing products. 

Developed through many vears 
of research and careful testing 
the new finish is manufactured 
from hichest caualitv.§ materials, 
consisting of resin-free oils. with p 
minimum solid content, and 
that it produces an_ esneciallv 
tough, elastic. long-wearing and 
weather-resistant finish. Although 
develoned primarily for redwood, 
this new product will also produce 
a fine finish when used on pine, 
cedar, Douglas fir and other 
woods, hoth interior and exterior. 

A companion product, Chroma- 
tone Pigmented Redwood Finish 
ic also available for use when a 
tinted sealer is reanired. This 
product dries flat, eliminating high- 
liehts and dull spots, giving a beau- 
tiful uniform finish. After using 
Chromatone Pigmented Redwood 
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LOCKWOOD'S New ‘C’ Senizs... 
Attractive ... Efficient ...Complete Line 


a Pet 
Combination jig and boring tool 


Functional styling keynotes the beauty of Lockwood’s new ‘C’ 
Series. The one-piece, hydraulically formed knobs reflect quality 
and durability. 


SMOOTH PERFORMANCE ASSURED ... all parts are made of solid 
brass or steel, engineered in a design that has been field-tested and 
proved under the most severe conditions. Cylinder locks have full- 
size, solid brass 5-pin cylinders and can be securely master-keyed. 
The series includes functions for all doors. 





REVOLUTIONARY NEW JIG AND BORING TOOL 
CUTS INSTALLATION COSTS 
e Reduces boring time as much as 75% below previous hand methods. 





e Guarantees smooth holes in perfect alignment. 
e Ensures rapid assembly of lock to door without rasping or whittling. 


e All Lockwood ‘C’ Series sets are ready for installation on right or 
left-hand doors without. any mechanical change. 


Distributed through leading jobbers 





LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Mass. 


BuiLpinc Propucts MERCHANDISER 





Finish. If a glossy effect is desired, 
additional coats of Chromatone 
Clear Redwood Finish may be ap- 
plied. Write Alumatone Corp., 
Dept. AL, Los Angeles, Calif. 


Warp 28” Wyr-O-Glass 


Warp Brothers are now offering 
for immediately delivery a new 28” 
width Wyr-O-Glas as well as the 
standard 36”, both in 25, 50 and 
100 lineal yard rolls. Wyr-O-Glass, 
a 4x4 mesh wire reinforced plastic 
material, has always been one of 
Warp’s most popular items in their 
extensive line of flexible window 


with Ln ETI UK 


Let our Sales-Engineering 
Department give you con- 
vincing evidence on the 
profitable results obtained 
from Systemized Layout of 
Yard and Stacking Aisles, 
designed for LIFTRUK 
operation . . . faster inload- 
ing ... higher stacking ... 
swift outloading of pallet- 
ized loads. 

Learn how yard after yard, 
by creating this extra stock- 
ing area, by a more efficient 
use of man power, and by 
fast movement of customers 
trucks, have attracted MORE 
BUSINESS to their gates— 
and at profitable savings— 
as bigh as 75% in materials 
bandling costs—through the 
use of rugged, dependable, 
heavy duty Silent Hoist 
LIFTRUKS, 


materials. 

Although 28” Wyr-O-Glass had 
been requested by consumers for 
years it was not practical to pro- 
duce because economical produc- 
tion facilities for this size were not 
available. However, recently ex- 
panded and improved plastic film 
production equipment now make it 
practical to make 28” Wyr-O-Glass. 
Write Warp Bros., Dept. AL, 1100 
N. Cicero Ave., Chicago 51, Ill. 


New Corbin Locksets 


P. & F. Corbin Division is intro- 
ducing a new line of standard duty 





Heavy Duty 
LIFTRUK 
§-72-10-15 Ton 
Capacities 





Many yards now feature super-outloading 
services... generally within 15 miutes 
of time truck's arrival ... through use of 
LIFTRUK handling of pre-packaged loads. 


WE WELCOME YOUR INQUIRY — ask for Bulletin 77 
SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


860 63rd STREET, BROOKLYN 20, N. Y. 





cylindrical locksets. Known as the 
Defender line, the new locks offer 
such features as ball bearing latch 
bolt retractors, dual bearings to 
prevent knobs from becoming wob- 
bly, and concealed attaching screws 
and knob retainers. 

Defender locks are furnished in 
all of the functions normally re- 
quired for light commercial and 
residential building. Installation 
is self-aligning and requires the 
drilling of only two standard-size 
holes in the door and a shallow 
mortise for the face plate. 

Auxiliary items in the Defender 
line include king-size rose plates, 
backset extension units, flush cup 
for closet doors, rabbeted fronts 
and strikes, reinforcing frame for 
hollow metal doors, knobs for 
working trim and dummy trim, bor- 
ing jig and bits, and a latch front 
mortising tool. Write P. & F. Cor- 
bin Division, The American Hard- 
ware Corporation, Dept. AL, New 
Britain, Conn. 


Challenger Tool Board 


A new and practical addition to 
every household is the Challenger 
Handi-Board with Tools, 15 basic 
and most useful tools for fix-it- 
yourself and do-it-yourself jobs. 
Compact Handi-board allows easy 
convenient storage and immediate 
accessibility. 

The Handi-Board is compact, 
lightweight and practical for stor- 
ing tools out in the open where 
they are always ready for instant 
use. Tools slip into place over firm- 
ly anchored 3,16” steel pegs (or 
into wood holder for punches and 
chisels. ) 


Tools are all chrome plated and 
rust-resistant and carry manufac- 
turers’ guarantee for highest stan- 
dard of workmanship, long life and 
service. Write Penens Corp., Dept. 
AL, Schiller Park, II. 
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larkes 79% 4Gmi 
PROFIT BUILDING 
eeevenees 


RENTAL FLOOR 
< eA 7 


ANNIVERSARY 
MODEL P-11 
MAINTAINER 


Amateurs have no 
trouble keeping floors 
gleaming with the ’ 
P-11. It's whisper- ANNIVERSARY MODEL C-5 EDGER 
quiet, lightweight, 

stores in a square Adds “finishing” touch to any sanding 
foot of space. Scrubs, job. Also used for sanding narrow 
polishes, waxes, steel halls, stair treads, closets, landings, 
wools! etc. Flat top permits standing machine 

upside-down for sandpaper change. 


ANNIVERSARY MODEL EC-8 SANDER 


Here's the fastest cutting, easiest handling 
machine in the rental field! Easier, faster 
sandpaper changing, rugged 11 h.p. motor, 
increased vacuum power. 


Thirty-five years of Clarke know-how are 
wrapped up in the new 35th Anniversary 
Clarke rental machines —the EC-8 


month, If you already have a rental de- 
partment, you’ll want these new models to 
bring in MORE profits. If you haven’t en- 


Sander, the C-5 Edger and the P-11 Floor 
Maintainer. Here are easy handling, 
rugged, designed-for-the-job machines 
that will pay you BIG profits, month after 


tered the rental floor machine field, start 
NOW with these all-new models job- 
designed by Clarke — the pioneer in the 
“Do It Yourself” floor machine rental field. 


Send This Coupon Today for Full De 
ils on How the Clarke Rental Plan 


4 Clarke 


Money for 
YOU! 
SANDING MACHINE COMPANY 
467 Clay Avenue, Muskegon, Michigan 
Authorized Sales and Service Branches in Principal Cities 
Pioneers in the ‘Do-it-Yourself’ Rental Field 


CLARKE SANDING MACHINE COMPANY 
467 Clay Avenue, Muskegon, Michigan 


Rush rae the colorful Clarke 16 page booklet showing how 
1 can build floor machine rental profits, with the new Clarke 
35th Anniversary machines. 


Fi iicitcscenies saa : 


ADDRESS 
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Metal Merchandisers 


Reflector-Hardware announces a 
new addition to its Spacemaster 
line of metal merchandising equip- 
ment—-the Econ-o-flex Salesmaker 
70-A. Priced under $80, it provides 
three times as much selling space 
as ordinary counters and is high- 
ly flexible. Construction features 
include sturdy 1-inch tubular steel 
legs and strong, lightweight shelv- 
ing.of Novoply laminated wood, 
complete with metal pricing chan- 


IMMEDIATE > 


nel to accommodate 7%” price tick- 
ets. Write Reflector - Hardware 
Corp., Dept. AL, Western Ave. at 
22nd Place, Chicago 8, Ill., or 225 
W. 34th St., New York 1, N.Y. 





Berns Restyles Ventilators 


The original Berns Air King 
manually reversible window venti- 
lators have now been restyled and 
are offered in single speed 10” and 
12” models and a 12” two-speed 
model. 

The fans, which are finished in a 
lustrous ivory, feature a modern 
grille with horizontal bars which 
emphasize the shallowness of the 
new design. An attractive, two- 
color, plastic name plate adds to 
the pleasing appearance of these 
new models. 

As in the previous models, the 
installation of the fans does not 
interfere with the operation of 


windows or screens, and the blade 
can be set to reach any part of the 
room. Sliding side panels enable 
the fans to adjust to practically 
any window width. Write Berns 
Mfg. Co., Dept. AL, 3050 N. Rock- 
well St., Chicago 18, III. 


Mobile Demonstrator 


A large assortment of portable 
electric tools can be carried effi- 
ciently with this sliding base table 
developed by a sales and service 
branch of The Black & Decker Mfg. 
Co. Accessories are shown easily 
on the vertical back panel, while 
heavier units are firmly fixed on 
the asphalt rubber tiled base. Write 
Black & Decker Mfg. Co., Dept. AL, 
Towson 4, Md. 


SELLS 


DELIVERY 


Stock and 
Sell 
BESSLER 
Disappearing 
Stairways 


. The ORIGINAL disappearin: 


stairway — made fer over rh 
years. 


. A real stairway—not a ladder. 


Seven well-engineered models 
—for every need. 


. Safety-designed in aoe de- 


tall for your protection 


. + pr , A the finest homes— 


‘ scams ra above and be- 
low. 


- Full width treads—SAFE for 
everyone. 


. ALL steps are of equal height. 


New Catalog! 


Westrates and describes 
complete line of seven Bess- 
ler Disappearing Stairway 
oe to meet all your 

This new catalog steps 
~~. be in your files 


flush type 


. Treads and stringers are made 
use. 


of Sitka Sor: 


. Full door width provides am- 


ple access for large objects. 


« Full length SAFE hand rail. 


Accurate architectural desi 
assures easy and SAFE 


quick notice for ull modnis— 
ne “orphans.” 


. Doors made of White Pine and Fir in twe- 
panel and flush types; hardwood doors in 


oaly 
. Tailor-made tor all heights—ne short or long 
, Mudreds of thousands in constant dally 


ready reference — write for is. IMMEDIATE Bes! avi 


your copy now! 19. 


The Bessler Disappearing 


Meets aif build 


Statrwey Co. 


1900 East Market $t., Akron 5, Ohio 
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windows! 


¢ to home 
buyers 


e builders 


-@ architects 


Engineered 
Balancing 
a 
Never Needs 
Adjusting 
” 


Now Nearing 
70 Years of Service 
to the Industry 


Better windows, 
truly counterbalanced, 
at amazing low cost! 


Double hung windows become 
a good “talking point” when 
they're equipped with Pull- 
man Sash Balances. Noiseless, 
trouble-free—guaranteed for 
the lifetime of the building. 
For homes, schools, hospitals 
—all kinds of commercial and 
industrial buildings. The Pull- 
man method permits quick in- 
stallation (10 to 15 minutes per 
window), uniform mortise 
size—wide scope in window 
design, maximum light area. 
Write today for full specs: 
Pullman Manufacturing Corp., 
325 Hollenbeck St., Rochester 
5, N. ¥. 


ULL LN Sanh ode 
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our 


in 
very s- 
s°? 





PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW, MISSOURI 


PHONE 





You'll find it 
profitable 


to Sell Stewart 
Nationally Advertised 
Products 


Stewart products are 
good selling items for 
building supply dealers 
because they are al- 
ways in demand. If you 
are not getting your share of this 
business, write for literature and 
get acquainted with the Stewart 
line. Dealers everywhere are mak- 





Chain Link Wire Fence 

















ing extra profits through the sale 
of Stewart products. Write for 
catalogs today. 















































TrrTr 


Picket Fence 
eo ty cEtiest, 
Wo 




















Other A 
Stewart Gates 

Money Guards 
Makers Bronze Plaques, 


etc, 


THE STEWART IRON WORKS CO., Inc. pute Mesh 


2051 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 


Bui_pinc Propucts MERCHANDISER 




















Wire Window * : i: Hi fi at 
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What a difference 
it makes when you use 


PERMALITE 


FOR FLOOR SLABS... 


Permalite perlite aggregate concrete is 

ideal for making insulating concrete floor 
slabs. Permalite concrete has up to 10 times the insulating 
value of conventional concrete; used as a sub-base slab, 
it minimizes heat loss into the ground. Hence, it makes 
the ideal foundation for floor radiant heating systems. 
With any type of heating system, a sub-base slab of 
Permalite concrete helps to effect fuel savings and in- 
crease comfort. Sub-base slabs of Permalite concrete are 
usually covered with an abrasion-resistant layer of con- 
ventional concrete, although some builders omit this when 
asphalt or rubber tile, or other flooring, is to be laid on 
the slab. 


gs ” FOR PLASTERING... 


1/3 Permalite perlite aggregate plaster is the 
Pal ideal base coat plaster for walls and ceil- 
ings. Light-weight, it is only % the weight of ordinary 
sanded plaster, saving in dead-load about one ton per 
100 sq. yds., 2 inch thick; prevents unnecessary settling 
and cracking; and enables the plasterer to maintain opti- 
mum production throughout the entire day, with much 
less effort. Jnsulating, it adds three to four times more 
thermal insulation than ordinary plaster. Fire-resistant, 
it adds greater fire-protection. Better workability plus un- 
surpassed ease of handling and ease and speed of appli- 
cation are additional plus values of Permalite plaster. 





. ‘ 
the full story on Permalice’s 


4 
' 
' 
1 
' 


untages, send today for your 
m Permalite, the largest- .y 
ageregate in the world / 
Lakes Carbon Corpora- 
612 So 


Lependable GREAT LAKES 


etmalite 


— THE LARGEST-SELLING PERLITE AGGREGATE IN THE WORLD 


PROCESSED FROM PERMALITE AND ALEXITE ORES ONLY BY THESE EXCLUSIVE PERMALITE FRANCHISEES OF GREAT LAKES CARBON CORPORATION 
indoken Perlite Company Aulete Processing Corp of fla. McClure & Erickson Corp. New lersey Perlite Corp Lake Zurich Concrete Products Co 
Cmcimnati 17, Ohne Vero Beach fla Los Angeles. Colvtorose Newark, Now Jersey Lake Lunch (Chicage). (mess 
Perlite Products Corp. Wilkom | McCormack Sand Co. inc Mackrthur Company Perma Rock Products, lac The Whittemore Compacy 
Oatlas, Texas New York, New York St Poul 4, Mine Beltomore 30 Maryland Wosindaie }\ Mass 


Rushmore Perlite Products Pennsylvania Perite Corp. x Voqins Perlite Corp. West indies Perlite Mig Co, inc 
Raped City, South Dahote Alientown Pennsy anu Hopewell Vagina Hevena Cuba 
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The Vmproved Handy” 
ASBESTOS 
SHINGLE CUTTER 












































Stace 1927 


Distributed by 
Asbestos Shingle Manufacturers 


Produced in three Models: 














Model "F” 27” — Complete .. . . $25.55 
Model “L” 32” — Complete .... 27.95 
Model "A-32" 32” — Complete .... 33.40 





F. O. B. Belleville. Hlinois 
















For complete information write 


SPECIALTY TOOL MANUFACTURERS 
732 S. Mlinois St. Belleville, Il. 











"“bitly 


SAWHORSE BRACKETS 
NO NAILS e NO BOLTS 













~ NO SCREWS 
f y 
4 ALL-WELDED CONSTRUC 
TION. Use any 2 x 4s for legs 





and crossbar ...set up or knock- 







ed down instantly 
Each package is a 

colorful counter dis- 

play. 12 Sets to a 






carton, Dealer helps 
‘REE, 







Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH 
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Carlson Display 


A new point-of-purchase display 
panel for Carlson Steel Tape Rules 
has just been announced by Carl- 
son & Sullivan, Inc., Monrovia, 
Calif. 

The attractive red and black 
panel molded from high-impact 
styrene, makes a beautiful con- 
trast to the metallic finish of rules 
displayed. Six sales leaders in the 
Carlson line of rules are shown, 
plus two types of white blades. It’s 
as durable as it is attractive. 

A point that appeals to dealers 
most is that no saleable merchan- 
dise is tied up in the display, yet 
the rules have the authentic ap- 
pearance of actual merchandise. 

The panel is known as the Carl- 
son Display Panel No. 53. Write 
Carlson & Sullivan, Inc., Dept. AL, 
Monrovia, Calif. 











Alenco Jalousie 


An entirely new product, the 
Alenco Jalousie, is being offered 
dealers and distributors by the Al- 
britton Engineering Corporation. 
This firm is the oldest manufac- 
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turer of glass jalousies in the 
southwest. 

There are many _ engineering 
and design features incorporated 
in the Alenco Jalousie that will 
appeal to dealers and builders as 
well as home owners. 

The unit has a heavy extruded 
aluminum frame with a friction- 
free lifetime operating mechanism 
and can be easily assembled with 
only eight screws. It is available in 
assembled or KD units. Weather- 
proofing at vane ends is achieved 
by a double baffle system which 
has been tested and proved over a 
five year period. The unit’s all- 
aluminum screen is easily remov- 
able and storm sash may be sub- 
stituted for very cold weather. 

Complete information may be 
obtained by writing the Albritton 
Engineering Corporation, Dept. 
AL, 2501 Wroxton Road, Houston 
SG; Dex. 


New Sampler Helps Dealer 


A new attractive counter display, 
called the KenFlex Sampler, to help 
floor covering dealers sell KenF lex 
vinyl tile, has just been made 
available by Kentile, Inc., world’s 
largest manufacturer of resilient 
tile flooring. This new sales aid 
presents samples in such manner 
that customers can easily examine 
them, make their selection, and 
buy. 

This KenFlex Sampler comes all 
ready to set up in a jiffy. It pro- 
vides 15 sets of 2”x2” KenFlex 
sample tiles (168 pieces), plus six 
ThemeTiles, yet occupies only 14”x 
18” of counter or table space. 

Its attention-getting headline is 
designed to stop customers as they 
walk through the store. The dis- 
play presents the KenFlex sales 
story in crisp, telegraphic copy 
with real buying appeal. In very 
few words the cony tells how Ken- 
Flex tile defies dirt, grease, stains 
and wear, and how easily this new 
vinvl tile flooring wipes clean. 
Write Kentile, Inc., Dept. AL, 58 
Second Ave., Brooklyn 15, N.Y. 





THOMASON 
FLUSH DOORS 


All Wood. Hollow Core or Solid Core. 


For Interior or Exterior Use. 


Produced from the finest quality 
of foreign and domestic woods 


As one of the largest producers of plywood in the United 
States, it is no wonder that the THOMASON PLYWOOD 
CORPORATION offers a wide choice of beautiful 
veneers. From Africa, the Philippine Islands, Panama, 
Honduras, Canada and from America’s own Appalachian 
forests come the rare and rugged woods that go into the 
production of THOMASON Flush Doors. 


AVAILABLE WITH THESE FACE VENEERS apt sabe ot FEATURES 


Philippine Mahogany, Genuine Honduras Mahogany, Walnut, 
Oak, Birch, Knotty Pine, Gum, or in any face veneer desired. 


Hollow Core Solid Core 


MANUFACTURED BY 


Th) VL. 


PLYWOOD CORPORATION 


FAYETTEVILLE «© NORTH CAROLINA 
SOLD ONLY THROUGH DISTRIBUTORS 


Write Us Today For Name and Address Of Your Nearest Distributor 


Buitpinc Propucts MERCHANDISER 








New Display Stock-Rack 


This sturdy, 
practical, weld- 
ed display rack 
has six stepped- 
up sets of metal 
rests. Each step 
will hold five 
sheets of any of 
the 16 East 
Coast Decora- 
tive Panelbord 
colors with a 
total capacity of 
30 sheets. Re- 


quires surprisingly little floor 
space. Stepped-up design makes 


for an attractive display of color 
Keeps sheets flat and compact and 
enables the customer to serve him- 
self. Gray painted frame, which is 
shipped knocked down, when as- 
sembled, stands 4’ high and is 2’ 
wide at base providing room for 
storing cement, moldings, etc. Each 
display stock-rack is furnished 
with an attractive East Coast dis- 
play board. Write East Coast Tile- 
bord Corp., Dept. AL, Brooklyn 37, 
N. Y 


Asphalt Patching Mix 


Crown Rock Asphalt Co. has a 
new block-topping mix for around- 





the-house 


repairs and patching 
jobs. It is a packaged, ready-to-use 
cold mixture of asphalt, tar, 
crushed stone and special synthetic 
which keeps it soft and pliable un- 
til tamped into place. It has many 
uses such as patching cracks in 
driveways, sidewalks, outdoor 


grills, packing basement holes and 
around water pipes. It is packaged 
in 25 and 50 pound cartons. Write 
Crown Rock Asphalt Co., Dept. AL, 
Elmhurst, II. 





Bostwick Area Walls 


In keeping with contemporary 
American home designs, The Bost- 
wick Steel Lath Company has in- 
troduced a new area wall. The 





product is intended for use on 
homes and other small structures 
where basement windows are below 
ground level. 

Bostwick area walls are formed 
in three sizes from 16-gauge gal- 
vanized sheets — 11”, 17” and 23” 
high. Standard width on all sizes 
is 37”, which may be lengthened 
or shortened to suit window sizes. 
Identical top and bottom edges 
with a 5/16” hem make_ upside 
down installation impossible. Write 
Bostwick Steel Lath Co., Dept. AL, 
Heaton Ave., Niles, Ohio. 


New Louvered Windows 


The Sun-Sash Company is now 
marketing and advertising its 
beautifully styled louvered windows 
on a national basis. The Sun-Sash 
is perfect for porches, breezeways, 
patios, kitchens, bathrooms and 
bedrooms. It also lends itself to a 
wide variety of uses in commercial 
establishments — such as dividing 
walls between restaurant booths 
and offices. It has almost twice the 
weight of any other window of its 
type which means extra life — no 
warpage better installation. 
Write Sun-Sash Co., Dept. AL, 38 








Park Row, New York 38, N. Y. 
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© The Borden Co. 


Elmer’s in millions of homes right 
now, selling Elmer’s GLUE-ALL 
through ads in The Saturday Evening 
Post, Good Housekeeping, Better 
Homes and Gardens, Parents’ , Better 
Living, American Magazine, Popular 
Science and Popular Mechanics. He’s 
‘fat home’’ everywhere, because 
Borden’s has spent millions to make 
Elmer one of America’s best-known 
salesmen. 

Put Elmer’s million-dollar person- 
ality to work in your store by plac- 
ing Elmer’s GLUE-ALL Display 
Cartons in your windows and on 
your counters. Then watch Elmer 
sell glue for you! 

Your wholesaler has Elmer’s 
GLUE-ALL in 2 0z., 40z., pint, quart 
and larger sizes. 8.3.12 


iF 17s Dordens i's Got 10 BE GOOD! 


Lordens Chemical Division 


350 Madison Avenue, New York 17, New York 





y, NEW PROFITS 


with 
KITCHEN CABINET 
COUNTER TOPS 







aaeuia e IDEAL FOR THE 
——v “DO-IT-YOURSELF” MARKET 

Guaranteed 

Against e USE IN YOUR OWN CUSTOM-BUILT 

Defects OR KITCHEN REMODELING JOBS 


High quality maple counter tops that offer big sales opportunities 
for you! Sell either as a profitable item to the homeowner doing 
his own remodeling—or as a part of your kitchen remodeling job 
for him! 

These beautiful tops will last a lifetime, are waterproof and 
warp-resisting. Penetrating sealer finish. 

In standard sizes, with or without 4-inch backsplash. 1/2 inches 
thick 25" x 15-18"-21"-24"-27"-30"-36"-42"-48" 


Also WORK BENCH YOPS of ALL TYPES for factories, schools, 
laboratories, and for home work shops. 


Write today for complete information, including low 
price lists and discount structure. 


POLLAK INDUSTRIES CORPORATION 


Escanaba, Michigon 


Supplier of Fine Cabinet Tops to the 
Nation's Leading Kitchen Cabinet Manufacturers 
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NATURAL 
PROFIT 
MAKER! 


100% 
Kiln Dried 


EASY TO WORK—EASY TO NAIL—EASY TO SELL! 


The natural soft texture and light weight of Ozan Pine 
are qualities builders prefer. They ease their work 
load by building better faster. 

If you haven't tried Ozan Pine, do so today. Your 
builders will show their approval with re-orders and 
compliments — which mean plus business and good 
will for you. 


100% Stored and Loaded Under Cover— 
Accurately Graded — Steel Strapped for 
Safe Delivery — Try a Car Today! 





OZAN LUMBER CO. 


Prescott, Arkansas 














PET puts power tools 
within easy reach of ali! 


r 


POWER TOOiS 


TURNOVER 
built the PET business 
let PET turnover build yours! 


@ Portable Electric Drills @ Portable Paint Sprayers 
@ Electric Drill Kits e@ Portable Polishers & 
e Portable Electric Saws Sanders 

e Fractional H.P. Motors 


Call your jobber or write: 


PORTABLE ELECTRIC TOOLS, Inc. 


320 West 83rd St., Dept. AL-73, Chicago 20, Ill. 


In Canada: Portable Electric Tools, Ltd, 
452 Birchmount Rd., Toronto 13, On‘ario 
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The double-hung 
window that swings 
in for easy 
cleaning! 








That's why house- 
wives and home 

buyers are “sold” 
on Etling Windows 

















More and more builders daily are 
9 featuring Etling Windows. They know 
that Etling Window sales appeal sells 

their homes faster, at greater profit. 


The Etling Window also cuts building costs 
to the bone. It’s a complete packaged unit. 
Just place it, square it, nail it. Paster primed 
and carton-packed for easy handling. 





FINGERTIP 
OPERATION 


Just press a tab and 
both sash swing into 
the home. 





Open or closed, both 
sash slide up and down, 


PICTURE WINDOW 
hang suspended. 
Etling Picture Windows feature 
stationary center section, 


flanked by in-swinging sash. 


A size and style for 
every home. 


Write For Catalog, Details 





ETLING WINDOW 
Dept, AL-537 
Barberton, Ohio 


I want to know more about the Etling Window: 
Name 
Address 


City & State 














Prefabricated Rustic Fencing 


Rustic fence in six designs, pick- 
et, flower bed, colonial, border, 
stockade and rail is now being of- 
fered by the successor to Fence 
Co. of America, of Escanaba, Mich. 
The six patterns come in prefabri- 
cated sections designed for quick 
erection. 

Folder describing Mohr’s “Pree- 
Fabb” fence patterns is available 
from the national distributor - 
Geo. Bilhorn & Co., Dept. AL, 
4201 N. Winchester Ave., Chicago 
13, Tl. 


Rubber Sanding Block 

A new narrow all-rubber hand 
sanding blick — for both dry and 
wet sandpapering—is being made 
nationally available by Minnesota 
Mining and Manufacturing Co. 

Tradenamed 3M brand sanding 
block, the new rubber block is de- 


signed for use with 134” by 9” 
sheets of pre-cut home and shop 
sandpaper. It can be used for sand- 
ing flat surfaces, narrow edges, and 
—by reversing the paper over the 
block’s curved top-side—for sand- 
ing inside curves. 

The sandpaper is held firmly in 
place during sanding by notches 
in the flexible rubber jaws at each 
end of the block. 

Twelve of the new blocks—four 
each of red, blue and green—are 
contained in a handy counter dis- 
play for resale from hardware, 
paint and lumber retailers nation- 
ally. Write Minnesota Mining & 
Manufacturing Co., 900 Fauquier 
St., St. Paul 6, Minn. 





New Steel Garage Door 


A new and radically different, 
one-piece all steel garage door is 
currently being introduced nation- 
ally by the Steel Door Corporation, 
exclusive manufacturers of the 
Berry garage door. Among the 
many new engineering innovations 
of the 1953 Berry door are two 
stabilizing arms. These arms abso- 
lutely eliminate all side sway. 

Another new feature is that this 
door operates almost silently. This 
development has been achieved by 
placing 26 pieces of sponge rubber 
between the framing and the door. 
These sponge rubber inserts stop 
sound waves from vibrating be- 
tween the frame and the door. 

The 1953 Berry door also has a 
new adjustable track hanger which 


can be placed at any point along 
the back half of the track. This 
new feature aids materially in 
speeding installation. Write Steel 
Door Corp., Dept. AL, 359 South 
Jessie St., Pontiac, Mich. 


MAIN DRAG 
(continued from page 60) 





report on prospects. The home 
store works closely with plumbers, 
painters, paper hangers and elec- 
tricians. The store obtains work 
for these mechanics and in turn 
they often turn in leads on sales 
or jobs. Many leads are obtained 
from customers who come to the 
store and from the local building 
and loan association. 

Every lead, regardless of source, 
is typed and distributed to every 
department head concerned 





“hi 


Meeting Prefab Competition 


Many dealers are haunted by prefab 
competition; some dealers have lost 
thousands of dollars worth of business 
to prefab manufacturers. One Ohio 
retail lumber dealer who is now a suc- 
cessful manufacturer of prefab homes 
tells what lumber dealers can do to 
meet this competition. This is the first 
in a series of exclusive articles about 
dealers who are solving this problem. 
Look for this important article in 
American Lumberman’s next issue — 


July 27. 





> 





WHITE FIR 


Trade Mark 








PONDEROSA PINE 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


INCENSE CEDAR 


CALIFORNIA 
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Sheffield SHEF-KOTE is the answer to the 
problem of adequate and economical roof 
maintenance! It stops leaks... forms a 
weather-proof and water-proof metallic 
coating...and will not crack! It’s NOT a paint 
... but an asbestos-like aluminum roof coat- 
ing in ao special formulation that flows into 
seams and cracks firmly sealing them! It's bril- 
liant aluminum finish reflects the heat of the 
sun's rays keeping OUT heat... making it 


as much as 20 degrees covler inside. And it 





is easily applied! 


Sheftield Zroreze PAINT CORPORATION | 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS | CLEVELAND 19, OHIO 
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PURE SNe: 


DE LUXE TILEBOARD 


SURE OF PROFITS! 


Prestile provides you with a 
complete line. And Prestile is 
priced right, too right for 
your customers— 


right for you! 


SURE OF QUALITY! 


Prestile's beauty is baked in 
It's tough, durable, non-chip 
ping—lasting beauty that cre 


ates satisfied customers 


SURE OF SERVICE! 


Complete stocks and’ prompt 
delivery enable you to fill 
Prestile orders in every size 


pattern and color 


From every standpoint 


it pays to push Prestile! 


mG 


oy 


217 | 
eal 


7 


Haas 


Clip this handy memo to your 
letterhead and mail today! | 
Prestile Mig. Co. © 5850 Ogden Ave. © Chicago 50 | 
We are interested in: | 
C) Prestile De Luxe Tileboord L 
C) Prestile Aluminum Mouldings ! 
Please send literature and samples. | 


Your Name J 
a el 


136 





NAMES iN THE NEWS 





Annual Meeting of the Atlantic Millwork Institute 


Pictured above are the new officers 
and trustees of the Atlantic Millwork 
Institute. 

First row, left to right: Anthony 
Mainieri, General Woodcraft Co., Inc., 
North Bergen, N. J., trustee; Harry 
J. H. Ruhle, Whittier Lumber & Mill- 
work Co., Newark, N. J., vice-presi- 
dent; Charles R. Rudinger, C. R. Ru- 
dinger, Inc., Kearny, N. J., newly 
elected president; J. A. Melnick, J. A. 
Melnick Co., Inc., Brooklyn, N. V 
treasurer. Second row, left to right: 
Arthur E. Engler, Engler Millwork 
Corp., Jersey City, N.J., trustee; Har- 
ry W. Brown, Bosman & Casson, Inc., 
Harrison, N. J., trustee, who was 


president last year. 

Clifford T. Melander was _ re-ap- 
pointed secretary-manager of the as- 
sociation for the coming year. 

The members of the Atlantic Mill- 
work Institute, in a resolution, ex- 
pressed their appreciation of the 
American Lumberman & Building 
Products Merchandiser and other 
trade publications for their coopera- 
ation and support of orderly distri- 
bution of millwork through estab- 
lished channels; dissemination of in- 
formation pertaining to government 
regulations and their assistance in 
promoting the use of woodwork 
products, 


White Oak Interior 


Interior of one of the four chapels 
of the House of God at Mooseheart, 
the Loyal Order of Moose, City of 
Childhood, Chapels of the House of 
30d, including altar rails, pulpits and 
organ grilles 46 feet in height, were 
fabricated by Rinehimer Bros. Mfg. 
Co. from Appalachian rift sawn 
White Oak. 

The Rinehimer organization, now 
in its 86th year, is one of the oldest 
and largest special millwork manu- 
facturing plants in the country. To- 
day the firm has modern plants in 
Elgin and Rockford, Ill. President 
Charles A. Rinehimer is the third 
generation of the family to be active 
in the management. 
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PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 


A MeDiuM vite, wedge-adjusted planer 
which ts widely used in nearly all 

phases of the wood-working industry. 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous contro! of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

24", 26" of 30" x 

8". A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54. 


MACHINE WORKS : 
238 EIGHTH ST., HOLLAND, MICHIGAN 





For All Your Future 


LUMBER NEEDS — 
LIGHTSEY QUALITY 


Band Sawn 

North Carolina Pine 
Southern Hardwoods 
and 

Cypress 


End-Matched 
PINE — OAK — MAPLE — GUM 
FLOORING 


Members: 


Send your inquifies and orders to 
Lightsey Brothers 


Modern Moore 
Planing Mill Fecilities 

















ROTHERS 


MILEY. SOUTH CAROLINA 


a ae 
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WESTERN PINE'S 
new film— 


THE 


; BOUNTY 


OF THE 


| FOREST 


The whistling roar that drowns out 
“Timber!” as a big Ponderosa falls 
¥ . the wonderful story of Western 
ee Pine Tree Farms... the fabulous giant 
es. “whittlers” that turn a tree to the 
a = endless uses of wood in the great 
2 lumber mills 


3 


these things are part 
* , ° . 
A of Western Pine’s grand new color film. 


You'll want to show it to your 
customers, friends and neighbors 
through local clubs and other 
community organizations. Write 
Western Pine Association for a print 
today. Because of demand, we ask 
that you give us 30 days notice 
before a showing. 


@ WESTERN PINE ASSOCIATION 
510 Yeon Building, Portland 4, Oregon 


Please send a print of “The Bounty of the 
Forest’ to 


ders Navie 
Addre 3 
City 


I plan to show this film on the following dates 





BUILDERS OF SUSAN B. CLAYTON HOUSING PROJ- 
credited walls and ceilings of %” 
with preventing 


ECT in Houston, Tex., 


Firestop Bestwall Gypsum 


Wallboard 


Serious Damage from Fire Prevented by Certain-teed's Wallboard 


Pictures above show how fire was 
confined to bathroom (left) where it 
started and raged for over an hour, 
and provide comparison of damage to 
bathroom and to adjoining room 
(right). Notice pieces of Firestop 
Bestwall Gypsum Wallboard still in- 
tact on wall over bath tub, and the 
undamaged condition of the studs. One 


charred stud and hole at far right 
over tub resulted when firemen at- 
tempted to gain another access to fire 
by knocking hole in wall. Notice the 
condition of Firestop Bestwall walls 
and ceilings in picture at right, taken 
in room next to bathroom fire. Stud 
exposed by hole was protected by 


serious damage to one unit when fire of undetermined 
origin started in bathroom of second floor apartment. 


firemen to gain access to bathroom be- 
cause wooden door was closed and 
burning. Effect of intense heat on 
painted walls and on nail heads is 
apparent although paper on Firestop 
appears undamaged. Firestop Best- 
wall is manufactured by Certain-teed 
Products Corporation, 120 E. Lancas- 


Firestop Bestwall. Hole was cut by ter Ave., Ardmore, Pa. 





2 WAYS TO RAISE PROFIT 
a REDUCE INVENTORY 


GREENLEE CHISELS 


—— 


for fast ’ HAWKINS HIDE-A-STAIR 


clean work 


Now lightweight METAL attic stair that 
comes completely cssembled, and packed 
for easy handling and _ installation. 
Prompt shipment from factory elimi- 
nates large inventory, takes up little 
room to stock. Precision built of steel 
for safety and durability, it meeets all 
FHA requirements. 

When you sell a Greenvee chisel, you are 


selling the means to true craftsmanship. Each 


HAWKINS 


WINDOW 
GUARDS 


A Natural for 
Over-the-Counter” 
Sales! 


Greener chisel is of highest quality 


carefully balanced . . . blade is selected tool steel 





that long retains its true, fine-cutting edge 


attractive green plastic handle provides 





comfortable, sure grip. Available in Socket Burt, 








Socket Firmer, and Tang Butt types. Stocked 
by leading wholesalers. Write for descriptive Adjustable ‘burglar bars’ that fii all size windows at half the 
cost of made-to-measwe bars! Attractive and strong, made of 
wrought steel, they are easily installed with special key — no 
screws, no holes to drill. Easily removed, too, for cleaning and 
painting and in case of fire. Sturdy construction keeps prowlers 
ovt, children in. Prompt shipment means small inventory. Offer 
new safety to homes and businesses, new profits for you. 


literature today 


IN SALES-MAKING SETS w > 
extra volume for you. Plastic Rolls, 
Fancy Wood Cases, Metal-Edge Fiber 
board Boxcs with various sizes of chisels 
CO multiply sales 





x 
GREENLEE 


Write today for free catalog and low price list! 


HAWKINS IRON COMPANY, INC. 


315 North 4th St Dept. Al 





Birmingham 4, Ala 


Greenlee Tool Co., 2267 Twelfth Street, Rockford, Illinois 
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Chordettes, Ameche Featured 
on Zonolite Commercials 


Songs by the Chordettes and spok- 
en messages by Jim Ameche high- 
light six new radio commercials on 
home insulation prepared by the 
Zonolite Company, Chicago. 

The recordings will be available to 
building supply dealers July 15, ac- 
cording to Philip R. Strand, advertis- 
ing manager of the vermiculite pro- 
ducing firm. 

The familiar voices of the four 
girls from Sheboygan, who won na- 
tional fame on Arthur Godfrey’s 
shows, will draw attention to local 
dealer campaigns, he said. Ameche’s 
voice is also widely known as a re- 
sult of his work on “Welcome Trav- 
elers’” and other TV and radio pro- 
grams. 

Three of the recordings are one 
minute each, and three run 30 sec- 
onds. Complete information on the 
commercials can be obtained from 
the Radio Department, Zonolite Co., 
135 S. La Salle St., Chicago 3. 


Three Dimensional Pictures 


The Flintkote Company and U. S. 
Plywood Corp. reportedly have been 
among the pace setters in the grow- 
ing practice of showing products in 
three-dimensional color slides, as 


seen through stereo viewers. The 
Hough Shade Corp. of Janesville, 
Wis., and the Sun Sash Company 


of New York have also been quick 
to make use of stereo slides. 
According to Melvin W. Searls, 
Flintkote Company's staff manager 
for building materials, stereo-slide 
showings have multiple advantages 
over actual product presentations. 
“This is particularly true,” he said, 
“for such materials as asphalt roof- 
ing shingles and siding, which are 


heavy and come in a variety of 
colors.” 

Flintkote uses stereo slides for 
dealer showing, as well as_ sales 
meetings. These slides are also 
made available for use in showing 


them to homeowners. 

U. S. Plywood Corp. has more 
than 6000 color slides disnersed 
around the countrv at its branch and 
sales offices, according to Olga Tou- 
reck of the comnanv’s advertising 
denartment. Dealers mav_ either 
borrow the slides or buy them for 
their own showings. 
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“DO IT YOURSELF 
market 









DRAPERY 
CORD 


VENETIAN 
BLIND 

























The 
King Coffon 
© Sash Cord 
© Clothesline 


for the guy who wants to re-cord his own venetian 
AO ft. coils of 
Cellophane wrapped. 6 coils to a 
“SELLCORD" counter display. All wT -Tal-ilelamelilalema@eldemaclicl a} 


blinds. Big sales potential to home owners 
number 6 cord 























@ Mason's Line 
e Chalk Line 
e Cotton Rope 


ee ee 


CORDAGE 
JOHN H. GRAHAM & CO., INC. 


105 DUANE STREET, NEW YORK 8, N. Y. 







































Westinghouse Training 
Program 


Twenty thousand retail salesmen 
have been trained on the company’s 
full line of major appliances and 
made eligible for Operation Bing 
Bong, according to R. J. Sargent, ma- 
jor appliance manager for the West- 
inghouse Electric Appliance division 

The training program for 1953 was 
divided into two parts, Sargent ex- 
plained. First phase was a series of 








Retails 
for 
$50 to $60 
* +. even 
more! 


Fits ‘ Easy 
Any Mig. aca to 
Slope L _ ~ Attach 
MAKE MORE MONEY SELLING 
AMAZING NEW CUPOLA VENTILATORS 
Double your money selling this fast moving 
item. Every sale brings in a dozen more cus 
tomers. Pinest ony Other windvane de 


igns ff desired. Cools house, garage, etc. in 
Authentic Colonial design. 


Special Offer If You Act NOW! 


Amazing Introductory offer to dealers only— 
Standard alze cupola, complete as shown (21x 
21"246”) only $29.55. (We pay express if east 
of Missiasippi, otherwise add $2.) Sells Mke 
hoteakes for $50 to $60 

Deluxe efze for larger homes (31%31x36”) 
Your price only $45.45. Sells for $80 to $90. 
Special! One of each size, only $72.45. 


Money-Back Guarantee of Satisfaction 


summer 


Write for FREE Literature on Cupolas and 
on $ ° f Iron Rallings. 


WM. J. SAMCOE IRON COMPANY 
917 Military Road @ Kenmore 17, N. Y. 














one-day retail sa clinics held in 
171 cities across thc country in which 
retail salesmen were fully trained to 
give a four point sales story on each 
Westinghouse major appliance. 

In the second phase, Westinghouse 
invested $150,000 in a nationwide 
telephone check-up, called Operation 
Bing Bong, to find out how well the 
retail salesmen had learned the sales 
stories at these clinics. Of the 20,000 
retail salesmen trained at the one- 
day clinics, over 8,000 have been 
called by telephone and asked for the 
four point story. Good sales stories 
paid off in cash prizes ranging from 
$5 to $50 depending upon whether 
the call was made from a distributor, 
branch or district office or appliance 
division headquarters 

Highlight of the program was the 
the week of June 15 when Westing- 
house sales executives placed calls in 
search of 32 grand prize winners. 
These winners will receive an all- 
expense trip to the Electric Appliance 
Division headquarters in Mansfield, 
Ohio. Distributor salesmen who 
trained them will also receive the trip 
to Mansfield. 


W. Ray Frye 
of Alexandria, 
La., has been ap- 
pointed vice-pres- 
ident and general 
manager of A & 
F Tileboard Com- 
pany, Inc., Alex- 
andria, La., it 
was announced 
recently by Roy 

“Ww RAY FRYE — presi- 

Mr. Frye is a graduate of Tulane 
University’s School of Business Ad- 
ministration and has had extensive 
business experience in banking, per- 
sonnel, promotion and _ institutions. 
He assumed his new duties April 1, 
according to Mr. Flowers. 

“T am pleased to be associated 
with A & F Tileboard,” Mr. Frye 
comments, “and I hope that I will 
contribute to the remarkable growth 
which this company has enjoyed.” 


W. R. Wrape Stave Company — Industrial Lumber Company 
Little Rock, Arkansas 


Oak Trim and Movwlding 
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VERTICAL SECTION showing appli- 
eation of asbestos-cement shingles 
with Insulite Shingle-Backer and 
wood lath. 


New Insulite System 

A new application system gives 
the “glamour treatment” to asbes- 
‘os-cement shingle sidewalls. The 
system, developed by Insulite, re- 
portedly gives asbestos shingles the 
deep, rich-looking shadow line, long 
associated with double-course appli- 
cation of wood shakes or shingles. 

In addition to the shadow line, the 
system makes it possible to apply 
asbestos shingles over Insulite in- 
sulation board sheathing with the 
regular asbestos shingle nail. Tests 
show that shingles applied according 
to the system are on to stay, and 
that either 25/32” Bildrite sheathing 
or 1%” Graylite sheathing can be 
used. 

The glamorizing shadow line is ob- 
tained by using Insulite Shingle- 
Backer under the asbestos shingles. 
The backer board is 5/16” thick, 
11%” wide and four feet long. Be- 
sides the added insulation that it 
affords, the backer serves as a 
cushion for the asbestos shingles, 
cutting down on costly breakage. 

This system gives five percent 
greater shingle coverage than the 
application of asbestos shingles ap- 
plied without Shingle-Backer. This 
is said to come about because of the 
11-inch shingle exposure made pos- 
sible by the system. Standard ex- 
posure is 10% inches with the con- 
ventional application. Write Minne- 
sota and Ontario Paper Company, 
500 Baker Arcade Bldg., Minneap- 
olis 2, Minn. 


Roddis Wins Awards 

The American Institute of Archi- 
tects, in cooperation with the Pro- 
ducers Council, Inc., has awarded two 
honorable mention certificates to the 
Rtoddis Plywood Corp., Marshfield, 
Wis., in the 1953 Building Products 
Literature Competition. 

The firm won an award in the cat- 
alog class, and also was honored fo 
its entry, “Characteristics of Modern 
Woods,” an encyclopedia of wood 
that Roddis revises yearly. Also cited 
in these awards was Klau-Van Pie- 
tersom-Dunlap, Inc., Milwaukee, Rod- 
dis advertising agency. 

Awards were presented June 15 in 
Seattled, Wash., at the Institute’; 
85th annual convention. 
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© for Asbestos Siding 
© for Lap or Bevel Siding 
® for Wood Shingle Siding 


They save application time and 

money, add to appeorance and 

durability. Kokomo Korners  sim- 

plify fitting, eliminate split siding, 

and planing or cutting at corners. Corners for 
wood bevel siding are aluminum, others are zinc, 
some available in colors. Holes provided where 
they are to be nailed. For complete details and 
free samples write— 


B\§ BUGHER MANUFACTURING CO. 


Sl 4 211 S. Main St Kokomo, Ind 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 
Mfrs. of WHITE PINE (PINUS 
Genuine STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED _ WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1953 








Jeffreys-MeElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Daily Capacity 300,000 feet 


Factory Locations 


Milledgeville, Ga. Macon, Ga. 
Arkwright, Ga. Chase City, Va. 
Jackson, 6a. 


Keesville, Vo. 
Raleigh, N. C. 
Oxford, N. C. 


One of the most profitable items you can carry 
is Cuprinol wood preservative. It sells easily, 
and the profit margin is excellent. Many deal- 
ers report a 300%* or more profit on their 
capital investment from Cuprinol display racks 
which take only 21" x 15" of floor space. 
What's more Cuprinol cuts their complaint 
troubles—builds satisfied customers—because 
it keeps wood from swelling or warping. 

If you don’t carry Cuprinol, write for 
information on our Special Introductory 
Assortment. 


*Based on conser- 
vative turnover of 


Cuprinol Division ' 
6 times a year 


Darworth, Inc. 
Simsbury, Connecticut 


CUPRINOL ST( 




















WESTERN & SOUTHERN 
FOREST PRODUCTS 


Dependable Service Since 1928 
CALL US TODAY! 


€miuard J. Koza Company 
WHOLESALE LUMBER 
1791 HOWARD STREET — CHICAGO 26, ILL 
TELEPHONE: ROGERS PARK 4-7148 
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TO VOLUME — 


i a Treated Stain. Ex- 
clusive Interlock & Ventilat- 
ing Features. 


@5 Quarter Frame. Exclusive 
Territories Available. Price 
List & Sample on Request. 


® PAPOOSE — the mest 
economical Kedwood 
Combination. 


, ww 
Lie) levelemaey’(.) tile. Be 
STORM WINDOWS ; 
WRITE _© PHONE OR WIRE FOR FURTHER INFORMATION 


Lather i UNiversity 
ge 4-7134 


MANUFACTURING COMPANY 
13330 W. McNichols Road, Detroit 35, Mich, 
































CASH IN 
Ga. on 






SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
tduertised 
BROWN’S 





Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 
profitable item and is 
produced by the largest 
and oldest experts in 
the business. Sold only 
through leading jobbers 
and millwork distribu- 
tors 





Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C. 


Establishe 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 







RED CEDAR CLOSET LINING 


UPERCEDAR 


Guaranteed 90% Red Heart-100% Oil Content 








115960 








READYBUILT FIREPLACE 


(Reg. U. 8. Pat. Off.) 


Hundreds of dealers coast to coast 
find the beauty, warmth and cheer of 
a READYBUILT Fireplace on display 
wins customers—and results in quick, 
sure sales! Large variety of attractive 
models in brick, stone and wood 
available—to suit any individual taste 
or any style home—for use with gas 
or electricity! Furnished plete, 
ready to be installed. Shipped any- 
where. Write for catalog and dealer's 
propositions. 


The Readybuilt Products Co. 


Dept. Al, 
1709-23 McHenry St. Baltimore-23, Md. 
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Behr-Manning Offers 
Do-It-Yourself Kit 


Behr-Manning Corporation, manu- 
facturers of sandpaper, abrasives and 
pressure-sensitive tapes, announce 
the launching of its new do-it-your- 
self campaign. Aimed at the grow- 
ing homecraft market, the campaign 
features a do-it-yourself kit as a 
sales-stimulator for lumber dealers. 
The kit includes store display pen- 
nants, charts, decals, instruction 
folders and booklets, a total of 16 
items to display and give away to 
hobbyist customers. 

The items are designed to “pion- 
eer’ the rental of power sanders of 
all types—floor sanders, belt, disc and 
shimmy machines, vital equipment 
for the homecrafter—and the ulti- 
mate sale of the machines. The en- 
tire campaign encourages concentra- 
tion on the important hobbyist and 
homecrafter customers, stressing the 
importance of cultivating these new 
buyers who are a constant source of 
repeat rentals and sales. 





Inquiries Relayed to Dealers 


One by one, until she reaches the 
year’s estimated total of 150,000, Ei- 
leen Bremson of the Masonite Corpor- 
ation’s advertising department dis- 
tributes to the dealer salesmen’s 
pigeonholes the acvertising inquiries 
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received from readers of consumer 
and class magazines. A 50% increase 
over last year’s record number of in- 
quiries was anticipated. Within 96 
hours of their arrival, inquiries are 
answered and the dealer and company 
salesman in the inquirer’s area noti- 
fied to begin the follow-up. The neat 
pigeonhole “postoffice” was made by 
fitting Masonite 4%,” Duolux strips to- 
gether by a series of saw kerfs in 
egg-crate fashion. The Duolux is 
supported at the sides by kerfs cut 
into the lumber. 


Mall Chain Saw Part 
of Chicago Museum’s Exhibit 


The power and precision of the 
Mall Chain Saw are a feature of the 
history-making hardwoods exhibit at 
Chicago’s Museum of Science and In- 
dustry. 

The new exhibit is now complete 
after more than two years of devel- 
opment and work. Occupying 10,000 
square feet of floor space, it is one 
of the Museum’s largest, and gives 
prominent position to the tool which 
has’ revolutionized timber - cutting 
technique. The chain saw, producing 
at a capacity of up to 10 times great- 
er than old hand-saw methods, has 
boomed commercial timber opera- 
tions. It has also meant a new income 
source for the farmer who can now 
himself alone—handle with ease the 
old woodlot back of the north 40. 

The Mall Chain Saw was selected 
for the exhibit as representative of 
the finest in the industry. Considera- 
tion was given to the fact that Mall 
is not only a pioneer builder of chain 
saws but one of America’s leading 
manufacturers. Thus, Mall becomes 
an important part of this Hardwoods 
Museun Exhibit, showing samples of 
hardwoods from all over the world 
and demonstrations of their uses. 


Certain-teed Opens 
Des Moines Sales Office 


A new sales district with head- 
quarters in Des Moines, Iowa, has 
been established by Certain-teed 


—_— = 3 P a ; 7 
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NOW ... A CHOICE Two attractive entrance 

door locksets . . . one with conventional rose, 

j the other with a large escutcheon (long back- 

BEAUTY - set). Locksets in polished brass, satin finish 
bronze and aluminum. Lacquered finish as- 


sures enduring beauty. 


THIS .. . AND MORE! All Stilemanor entrance 
: " door locksets have exclusive Russwin 5 ball 
SECURITY a “a! 7 bearing, 
yee knob retainer prevents entry if outside rose 
is forcibly removed. 


pin tumbler cylinders. Concealed 


DESIGNED . . . FOR MODERN LIVING! All popu- 
lar functions for greatest convenience and 
UTILITY ¢ economy meet every need. Choice of front 
door lockset styles plus latchsets for bedroom- 
bathroom, halls and closets, and patio. 


ADVANCED CONSTRUCTION FEATURES! Eight 


exclusive features, including latch retractor 
DURABILITY 


that glides on ball bearings, plus thirteen out- 
standing features assure maximum service life. 


Compare the built-in quality fea- 
tures of this new Russwin Line* of locks and latches. 
Compare everything . . . from designing to labelling, 
packaging to price. Isn’t this what you've been looking 
for . . . A Russwin quality standard-duty lock at no 
premium in price? See your Russwin dealer's display 
of the “Stilemanor”. Write for descriptive folder. 
Russell & Erwin Division, The American Hardware 
Corporation, New Britain, Conn. 


*Patents Applied For 
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eorgia-Pacific’s Salesb 


Rich texture with exciting swirls of natural 
grain, dramatic color effects in limitiess 
paint and stain combinations, new styling 
that offers a wide range of decorating 
passibilities in full-room or one wall treat 
ments . . . WedgeWood has features your 
customers want 


or. 


=a 
LN at 


re 


Every customer, home-owner, or business- 
man is a prospect for Wedgewood. Wedge- 
Wood's low price brings the luxury of 
genuine wood wall paneling within the 
reach of anyone. Right in your own back 
yard there's a big sales and profit oppor- 
tunity waiting for you and WedgeWood. 


Georgia Pacific will make available to 
you a complete package of sales tools that 
will equip you to sell WedgeWood to any 
prospect. Sales data, sales ideas, sales 
presentations, plus literature and free ad 
materials will help you put on a profitable 
sales drive . . . to sell more WedgeWood 
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For the New Construction Market 


Here’s a great new opportunity to boost your 
sales and profits. WedgeWood’s low cost and 
exciting new styling possibilities create a 
much broader market for genuine wood wall 
paneling. Conventional materials—many sold 
through other types of retailers — can’t com- 
pare with WedgeWood for new styling. . . 
for rich texture . . . for dramatic color possi- 
bilities . . . for building efficiency and econo- 
my. Get extra business from builders and 
architects .. . show them how they can enjoy 
the sales-making, customer-pleasing advan- 
tages of WedgeWood. 


For the Modernization Market 


Now you can make a strong bid for the giant re- 
modeling business with low-cost WedgeWood. Tell 
your local carpenter-contractor and home crafts- 
men customers how WedgeWood’s styling fits with 
any fabric or furnishing in distinctive full-room or 
one-wall treatments. Show them how easy it is to 
install. Demonstrate the simple finishing process 
and the wonderful color effects obtainable. Let 
WedgeWood help you get your full share of these 
profitable sales. 


Call your G-P representative or write 


To meet popular demand, WedgeWood is also 
available in 12x12 in. and 16x14 in. full-size 
squares for special decorative effects on walls 
and ceilings. 


Y wr Y > - OFFICES OR WAREHOUSES IN: Augusta, Baltimore, Bir- 
GL: ORGIA — PACIFIC mingham, Boston, Chicago, Cleveland, Columbia, Detroit, 
” 4 4 Fort Worth, Lancaster, Los Angeles, Louisville, Memphis, 
Meriden, Nashville, Newark, New Castle, New Hyde 

e L Y W 0 0 Dd Cc 0 M e A N Y Park, New Orleans, Olympia, Orlando, Philadelphia, 
Pittsburgh, Providence, Raleigh, Richmond, Salinas, 
Savannah, Seattle, Spokane, Toledo, Vineland, Waltham. 


Dept. G, 611 No. Capitol Way, Olympia, Washington 
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Products Corporation, building ma- 
terials manufacturer of Ardmore, 
Penna. The company has 12 other dis- 
trict offices in its national sales or- 
ganization. 

James N. Williams is sales man- 
ager of the Des Moines district, 
which will serve nearly all of Iowa 
and Nebraska, and some counties in 
Wisconsin and western Illinois. Mr. 
Williams is well known to lumber 
and building materials dealers in this 
area, He has been active in special 
gypsum products sales promotion for 
Certain-teed in the Midwest. George 
J. Burns is in charge of the new sales 
office which is located in the Insur- 
ance Exchange Building in Des 
Moines. Mr. Burns has been office 
manager of the general sales depart- 
ment in Ardmore. 


Byers Joins Colonial Co. 


Ralph Byers, formerly secretary- 
manager of the Stained Shingle & 
Shake Association, has joined the 
staff of the Colonial Cedar Co., Se- 
attle, Wash. He will head a new lum- 
ber and plywood wholesale depart- 
ment 


COMPANIES ANNOUNCE 


W. Wesley Gilmour, credit man- 
ager of Kyanize Paints, Inc., Ever- 


ett, Mass., has been 
man of the Cred 
reau of the Bosto 
sociation. 

Gilmour, also a director of Kyan- 
ize Paints, Inc., has long been active 
in local credit circles. He is a direc- 
tor of the Boston Credit Men’s As- 
sociation, and chairman of the busi- 
ness meeting committee of the Bos- 
ton group. 


elected chair- 
Interchange Bu- 
Credit Man’s As- 


The Associated Door and Plywood 
Company, 2141 S. Throop St., Chi- 
cago 8, Ill., announces the appoint- 
ment of Gerry Hellinga, 7337 South 
Olcott Ave., Hammond, Ind., as their 
new representative in the northwest 
section of Indiana. 

Mr. Hellinga has had a long and 
successful career in retail lumber 
merchandising and is now making 
calls on dealers in this territory. 


Robert E. Eby, forest products 
structural engineer, has joined Wey- 
erhaeuser Sales Companny’s Tacoma 
(Wash.) engineering sales staff, B. J. 
Ingoldsby, west coast sales engineer- 
ing manager, announced. Eby has 
been the West Coast Lumbermen’s 
Association assistant director of tech- 
nical service in Portland, Ore., for 
the past five years. 


National Gypsum Company has 
announced the following changes in 
its Engineering Department due to 
engineering and construction activi- 
ties involved in the company’s ex- 
pansion program. Walter H. Wetzel, 
chief mechanical engineer, will have 
the additional responsibility of co- 
ordinating design and construction 
work. Special engineering assign- 
ments will be handled by Walter A. 
Schmidt. Peter Badame has been 
promoted to field construction super- 
intendent in charge of all construc- 
tion work and Walter V. Sulkowski 
has been made chief draftsman. 


Joseph P. Loudon, Greensburg, 
Penna., has been appointed a sales 
representative for Mastic Tile Cor- 
poration of America in western Penn- 
sylvania sales area, it was announced 
by Carl Resnikoff, vice president in 
charge of sales. 


N. Ake Wiksten, a multi-lingual, 
traveled forester from Sweden, is the 
newest addition to the Weyerhaeuser 
Timber Company's forestry research 
staff at Centralia, Wash. Wiksten 
has spent 12 years studying and 
working on forestry research in 
Sweden, Switzerland and British Co- 
lumbia. 








TOO MUCH MOISTURE? 


NOW YOU can answer this question before structures warp and 
Test for moisture accumulation by materials in 
transit, in storage or on the job. The 

Model BD-10 Bradley Electronic 

Moisture Meter is the last word in 

the scientific instant testing of wood, 

plaster, masonry and asbestos shin 

Thousands in use. Every in- 

strument guaranteed. 


paint pee ls off 


Price 


BLACK <@ DIAMOND 
co. 


WHOLESALE 
CALIFORNIA LUMBER 


Exclusive Sales Agents for 
SOPER-WHEELER CO. SAWMILL 
(A WPA MILL) 


P. O. Box 2667 
Sacramento White and Douglas 


includes everything — bat- 
teries, self carrying case, 
shoulder sling, spare elec- 
trode needles and complete 11/16 Ne. 
operating instructions. 

Fir Clear Fact 
PRICED AT $56.50 F.0.B. WN. Y. Calif. Lumber Now on 


L.R. BRADLEY & CO. a — 


COMMISSION SALESMEN WANTED 
Dept. 30, 25 W. 45th St., New York 36, N. Y. 





Order Yours Today! 


























AUTOMATIC 
GA UGE 


TANNEWITZ 


for Swing Saws 
Ss AV iz S $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 











' 
Ee LL 


ORDER NOW OR SEND FOR 
CIRCULAR 





asi a 





E. WEBSTCR LUMBER CO., 
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BE THRIFTY AND 
INCREASE PROFITS 


i> Maple Flooring Saves ~~ 
pace Up to 50°! Ss 


Recommend Diamond Hard Excellent 
Thrifty 3rd Grades! They're excellent for econ 
omy housing, remodeling warehouses 
many other uses where the weorability « 

fine Northern hard maple is desired 

offer lower bids, win greater volume sales 
Inquire today! 


© Unit packaged 
if desired 


e Ist, 2nd & 
3rd Grades 


J. W. WELLS LUMBER CO. en 


Phone 3633 - 6400 MENOMINEE, MICH Member 








FEET OF HARDWOODS 


& SOFT 


ND 
ARCHITECTUAL TRIM A 
MILLWORK 





\TURE 
SERVICE 


CHURCH FURN 
QUICK ESTIMATING 


LN AND PLAN- 
LETE DRY Kl 
coe MILL FACILITIES 




















classified 
advertising ... 


is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 








FLAVELLE CEDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 years 


PORT MOODY, 8B C.. CANADA 


Bui_pinc Propucts MERCHANDISER 





J.M. J. 


Tools of quality for 
quality workmanship. 
Each J.M.J. cutter is ex- 
pertly and exactingly 
designed for the types 
of tile designated. 


cuts all 
resilient floor tile 





BLADE RESHARPEN- 
ING SERVICE 
cuts plastic wall tile 





DEALER RENTAL 
PROGRAM 
AVAILABLE 


Write for bulletin AL-3 
and nearest distributor 


TODAY! 


J.M.J. INDUSTRIES 


Incorporated 
Belleville, til, 


cuts and 
bevels metal wall tile 





“ROLLEZY"—Model 326 Overhead Door [illustrated above) is now 
made in 32 standard sizes from 8' x 6' 6" to 16' x 7°. Here's a top 
quality easy operating, low priced door that will win trade and hold 
it for you. 

"“GLIDEOVER'—Made in o wide range of overhead models and sizes 
from 8' x 7' to 24' x 24’, which enables 

you to meet all residential and com- 

mercial requirements, 


“AUTOMATIC DOORMAN" — The 

magic push button electric operator for 

pening and closing ANY make or type , 

of sectional overheed garage door and @ Folding Ladder 

most makes and types of one-piece Brackets 

doors. ® Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 

WAGNER MANUFACTURING COMPANY 


oP #€ ais 1aowa U.S.A 


® Sawhorse Trestles 
© Scaffold Bruckets 
@ Roof Brackets 


Ask for Garage Door Bulletin 53 AL 





Classified Advertising 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classifi de- 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 

Terms — Cash With Order 
Minimum Charge $2.00 
AMERICAN LUMBERMAN, INC. 

139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section of the U.S. or Canada. 
Qualified persons with good records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 


MALE HELP WANTED 
Territories open in [Illinois, Indiana, and 
Michigan, for experienced Wholesale Lum- 
r salesmen. © represent a progressive 
Wholesale Lumber Corporation. Address Box 
]-22, American Lumberman, Inc. 


Wanted by large West Coast manufacturer and 
wholesaler lumber salesmen in the following 
territories: Minnesota, lowa, Kansas, Missouri, 
Nebraska and Texas. Salary, expenses plus 
commission. Forward full particulars on 
experience and territory wanted. Address 
Box K-20, American Lumberman, Inc. 


MILLWORK ESTIMATOR 
Large mill, furnishing special and stock mill. 
work throughout Kansas and neighboring 
states needs an experienced millwork estima- 
tor. Detailing experience advantageous but 
not essential. Must be able to take off special 
and stock millwork from blueprints of com- 
mercial buildings of all kinds. Apply by let- 
ter, giving all pertinent information about 
experience and background to the Whelan 
Lumber Company, Box 328, Topeka, Kansas. 














Wanted: Dependable and experienced 
Special Millwork Estimator. 


R. E. Richardson & Sons, Inc. 
Box 5086 
Richmond, Virginia 





Wanted: Experienced salesman to represent 
long established insect screening manufac- 
turer on commission basis to call on sash and 
door manufacturers and jobbers in mid and 


far west territory. Give territory regularly 
traveled, experience, and other lines carried. 
Reply Box K-22, American Lumberman, Inc. 


EXECUTIVE ASSISTANT SALES MANAGER 
Wanted By 

Large progressive Western Pine Region lum. 
ber operation. Age 30 to 35, preferably col- 
lege man, experience required in adminis- 
trative selling. Excellent opening for right 
party. Give full particulars of training, school- 
a poreanel gy references, and 
starting salary wanted. Address reply to 

H-56, American Lumberman, Inc. stad — 


SITUATIONS WANTED 


Lumberman—age 53—has retired from lumber 
business three years. Wishes to connect again 
with concern, large or small, in midwest pre- 
ferred. Thirty years experience as manager, 
supt. and auditor of 15 yards. I will consider 
position as manager, estimator, or yard fore- 
man. I am well versed in all phases of the 
lumber trade, also in millwork and builders 
supplies. Salary only—no bonus. Address 
Box J-45, American Lumberman, Inc. 


EXPERIENCED SALES MANAGER, both whole 
sale and manufacturing background wants 
connection with reputable lumber concern 
where proven ability appreciated. Congen 
ial atmosphere and real opportunity more 
important than beginning salary. Standing 
in trade assures mutual satisfaction. Ad- 
dress Box K-27, American Lumberman, Inc. 








Lumberman, 25 years sales experience in 
softwoods and hardwoods, available for Chi 
cago territory. Address Box K-25, American 
Lumberman, Inc. 
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SITUATIONS WANTED 


Retail Manager, experienced in all phases of 
lumber, hardware, coal, paint and building 
material. Familiar with F.H.A. Honest, ca- 
pable and successful. Can take charge. Avail- 
able 30 days. Address Box J-30, American 
Lumberman, Inc. 

Young married man with 12 years experience 
in retail lumber business as assistant mana- 
ger, manager and owner desires position 
with West Coast or Southern Mill engaged in 
the production of lumber for distribution to 
retail yards. Now located in midwest but 
desires to locate in different climate. Reter- 
ences. Address Box K-23, American Lumber- 
man, Inc. 


Desire to move Pacific Coast States or South- 
west. Age 37 with ten years’ experience 
managing both line and independent yards as 
well as small home contracting. Thoroughly 
experienced office, buying, selling, F.H.A. 
References. Address Box K-24, American 
Lumberman, Inc. 


RETAIL MANAGER, experienced in all phases 
of Lumber and Building Supply Business. 
Young, successful background. At present 
managing lumber business in Western Penn- 
sylvania. Volume approximately $400,000. 
Willing to relocate. Available 30 days. Ad- 
dress Box K-26, American Lumberman, Inc. 


SALES REPRESENTATIVES 
AVAILABLE 


New Jobber of building materials desires to 
represent manufacturers of asphalt roefing, 
steel products, hardwood plywoods, birch 
doors, and other associated products. Ad- 
dress Box H-44, American Lumbermaa, Inc. 


Accounts Wanted — Quality lines for Pacific 
Northwest States. Well known salesman with 
long experience all typ2s building materials 
and related products selling retail lumber 
dealers and jobbers desires lines. Aggressive 
sales work and sales promotion will be given 
your product. Address Box J-49, American 
Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


























EXCELLENT OPPORTUNITY FOR 
SOUTHEASTERN SALES REPRESENTATIVE; 
ALSO 
CHICAGO AREA SALES REPRESENTATIVE 


A well established nationally known manufac- 
turer wishes to fill two vacancies for its 
highly desirable insulation line. One in Vir- 
ginia, North and South Carolina, Tennessee 
and Georgia. Another in the Chicago area. 
The men we seek should be between the 
ages of 28 and 40; should have a successful 
sales background calling upon wholesale and 
retail material and lumber yard outlets and/or 
in servicing insulation applicators. 


These two men will acquire good volume 
trom already established business and an ex- 
cellent opportunity for development of new 
business. Their efforts will be aided by a 
sound program of national advertising and 
sales helps tied in with quality products at- 
tractive to established firms. 


Address reply Box K-21, American Lumber- 
man, inc., giving age, experience, references, 
lines now handled and present scope of 
operations. 


Large Lumber wholesalers with National dis- 
tribution and with buying offices in everv 
major lumber producing area of U. S. and 
Canada, will grant selling arrangement in va- 
rious territories (on attractive commission 
basis) to experienced lumber sales repre- 
sentatives who would appreciate a profitable 
working arrangement with an excellent source 
of supply for all species of Western, Eastern 
and Southern lumber at competitive prices. 
Write fully: Box G-43, Amercan Lumberman, 
Ine. 


SALES REPRESENTATION 
WANTED 


Wanted—Sales Representatives to sell line of 
corner china cabinets and drawer cases to re- 
tail lumber yards. Write giving territory de- 
sired—Harris Products, Inc., Amherst, N. H. 








Manufacturers Representative to sell high qual- 
ity nationally advertised sash balance. Must 
have following among sash and door jobbers, 
lumber dealers and sash unit manufacturers. 
Company is long established, well rated. 
Commission. Reply should state experience, 
age, territory covered and lines handled. Ad- 
dress Box J-26, American Lumberman, Ine. 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Blidg., St. Louis 1, Mo. 


STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, W. Va. 


RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bldg. 
New York, N. Y. Pittsburgh, Pa. 

10S Lake St., Reno, Nev. 


BUSINESSES FOR SALE 


FOR SALE: Either control or entire interest 
in Lumber Yard located in the Calumet Re- 
gion. Annual busi pproximately $300,- 
000.00, with possibility of i ing to $600,- 
000.00 or more with proper management. 
Inventory of approximately $50,000.00; Equip- 
ment of $10,000.00; Rental property. To right 
party will amortize over a peri of years. 
If interested, please tact for p al in- 
terview. Address Box H-68, American Lum- 
berman, Inc. 





























FOR SALE: Yard in good community in South 
East Nebraska. Good sheds and clean dry 
stock. Owner wishes to retire. Address Box 
G-56, American Lumberman, Inc. 


Profitable Lumber Yard for sale. Northwest 
Illinois Industrial Area. Wonderful oppor- 
tunity for manager with $20,000.00 investment, 
partial interest. Address Box J-46, American 
Lumberman, Inc. 





FOR SALE — Small yard in Northern Ari- 
zona. Annual sales $85,000. Can be very prof- 
itable for an owner. Present absentee owner 
wishes to withdraw from business. For fur- 
ther information write Box H-64, American 
Lumberman, Inc. 


RICH TEXAS GULF COAST 
Well established lumber and building mate- 
rials yard located between Houston and 
Corpus Christi, Texas. Annual sales over 
$300,000.00. Inventory about $45,000.00. New 
modern office and plenty of shed space. Ad- 
dress Box G-29, American Lumberman, Inc. 


YARD FOR SALE 
RETAIL LUMBER, hardware and coal yard. 
Excellent location. Coal unloading to dump 
truck equipment on the L&N R.R. Co. Fifty 
miles south of Cincinnati, Ohio, between Fal- 
mouth and Cynthiana, Ky. Good profitable 
yard and can be increased. Been in business 
for 40 years. Will sell with inventory or 
without. T. L. Hardy, Berry, Ky. 


FOR SALE: Small yard and hardware store. 
Average annual sales $45,000.00. Can 
very profitable for an owner. I must quit be- 
cause of health. Write or see Wesley Moore, 
Tennant, Iowa. 


YARD FOR SALE 
Retail yard located in prosperous and grow- 
ing suburb in southern part of Milwaukee 
county. New modern building on railroad 
siding. Priced for quick sale. Write Box K-31, 
American Lumberman, Inc. 


FOR SALE 
Excellent opportunity to purchase old, well- 
established retail Lumber Yard with good 
earning record. Located in aggressive mid 
western city, commanding a large trade area. 
Can be sold on several bases, with minimum 
cash purchay? price of approximately $125,- 
000.00. For further information, write Box 
J-31, American Lumberman, Inc. 


Small lumber and building supply business 
in Flint suburban area. Going concern lo- 
cated on major highway. Priced to sell. Ad- 
dress Box K-29, American Lumberman, Inc. 
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BUSINESSES FOR SALE 


WESTERN YARD FOR SALE 
A successful yard in the “Big West’ of Mon- 
tana where outdoor life and business can be 
combined. Established 40 years. Owner re- 
tiring. Volume $100,000 to $120,000. Address 
Montana Retail Lumbermens Association, 107 
East Main Street, Missoula, Montana. 





FOR SALE 
AT SACRIFICE 


We are discontinuing our Hardwood Depart 
ment and offer for sale our concentration yard 
at Andalusia, Ala., said to be one of the best 
in the South. 


Excellent location for supply of both Hard- 
woods and Yellow Pine. 


Large Storage Sheds; excellent stacking and 
drying facilities. Private spur track and load- 
ing dock will accommodate six cars. Plant 
on paved highway. Complete equipment in 
top condition ready to start immediate opera- 
tion. 


Priced for quick sale. Terms to responsible 
purchaser. 


For further particulars communicate with 


A. W. STICKLE 
NO. 1 N. E. FIRST ST. 
OKLAHOMA CITY, OKLA. 


A REAL OPPORTUNITY IN TAMPA, FLA. 
A lumber and millwork business under same 
ownership since 1908 is for sale. Founder re- 
cently died and heirs want to liquidate. A 
completely equipped millwork plant as well 
as remilling plant together with a going re- 
tail lumber yard. Land, improvements and 
equipment can be purchased at a most reas- 
onable liquidating price for cash. 

Write - wire- or call 
J. L. Hearin, Realtor 
P. O. Box 1456 Telephone 2-8428 
Tampa, Fla. 


Established lumber yard in Texas’ Magic Rio 
Grande valley. Only yard in town located in 
center of large agricultural and resort area. 
Railroad siding. Large storage and office fa- 
cilities. Buildings in good condition. Net 
profit for 1952—$20,000. Average net profit 
for last three years—$17,000. Reason for leav 
ing—owner’s health. Buildings, land, deliv- 
ery truck, yard and office equinment and 
supplies—$25,600. Inventory $35,000. Cash 
or terms. Address Box J-47, American Lum- 
berman, Inc. 








Well established Retail Lumber and Builder’s 
Supply Yard on U.S. Highway at edge of 
growing city of 7,500 with many diversified 
industries in Northwestern Ohio doing $150,- 
000.00 annually with 6 employes and low 
overhead. 6000 feet floor snace under roof 
built 3 years ago, 20 miles from major whole 
sale supply source. No aggressive competi 
tion. Yard complete with rolling stock, mil! 
and cabinet room and office facilities. Ex 
cellent reason for selling. Books open to 
evslified interested parties. Write or phone 
ART RRUNS, ABC REALTORS, CELINA, 
OHIO 2184 


PROMPT SHIPMENT 








“MITER FAST’ CORNERS 
(2” wide, heavy gauge Aluminum) 


BEVEL SIDING 


1ox6 7loc resale 
14x8 8l5e resale 
5x8 Bloc resale 
34x8 Blac resale 
14x10 Sc resale 
54x10 Sc resale 
34x10 Sc resale 
34x12 lle resale 
DOLLY VARDEN SIDING 
TAaxSl% 7\ec resale 
V4x7, 8l4e resale 
5x7 8lec resale 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Tl. 


BuiL_pinc Propucts MERCHANDISER 


BUSINESS OPPORTUNITIES 


Exceptional opportunity for capable aggres- 
sive young man or corporation. Manufacturing 
forest products, fine locati N.W. Wisconsin. 
Some capital required. Send qualifications to 
Box J-39, American Lumberman, Inc. 








Wanted: Millwork Estimator and Shop De- 
tailer by medium sized Sash and Door Plant 
specializing in School and Commercial Detail 
Millwork — Twin City. Minnesota territory. 
Substantial interest in business for sale to 
qualified person. Address Box J-48, American 
Lumberman, Inc. 





FOR SALE: Substantial interest in old estab 
lished building material and _ construction 
business. Industrial city surrounded by excel 
lent dairy country. Capital investment over 
$500,000.00. Gross profit over $200,000.00. 
Buyer should have executive ability. Would 
amortize to right party. If interested contact 
for personal interview Box K-28, American 
Lumberman, Inc. 


WOODWORKING PLANT FOR SALE OR 
LEASE, 12,000 sq. ft. floor space. 3 acres 
land, all machinery, cheap power, good labor 
available. Prosperous Wisconsin city of about 
6000. Sawmill in connection. Now in opera 
tion. Write Box K-30, American Lumberman, 
Inc. 








LUMBER & DIMENSION 
FOR SALE 


Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 

Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 
Your inquiries answered promptly. 

Al Clements Lumber Co. 
© Box 908 
Eugene, Oregon 





TWX EG 049 Tele. 5-3317 


FOR HARDWOOD PALLETS, industrial crating 
dimension, zadio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 


Popple and Pine 
Send us your car lot inquiries for 6/4 and 8/4 
Popple and 4/4 and 8/4 Norway and White 
Pine. Can resaw and surface. 
W. T. BAILEY LUMBER COMPANY 
Virginia, Minn. 
West Coast Kiln Dried D. F. Industrial Clears 
in all standard rough sizes. A!l stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


MISCELLANEOUS 
FOR SALE 


CARPENTERS APROWS 
Write fo- prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 
Basswood, 2-color. 





Same price as 1 color. 


Also Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 








USED MACHINERY FOR SALE 


ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
and Rebuilt motors on hand at all times. Ex- 
oe Repair service. nd us your inquiries. 
._M. NUSSBAUM _& CO., Fort Wayne, Ind. 


Located in southern Illinois 3 — 62.5 KVA 
Cummins Diesel generator sets, 220 v. 3 . 
60 cy. Cummins Diesel engine 65 HP, P 
600 Cummins Diesel engine model H-600. 
Address Box J-34, American Lumberman, Inc. 





We are changing to a 60x60" Carrier and 
Lift Truck package and have the following 
54x54" equipment for sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model, 
each with operator's cab and steering wheel 
guards, F6209 Continental motor. 


Also Two 1950 Model 10-H Ross Lift Trucks, 
one 20’ and one 24’ lift, 54” forks, adjustable 
es carriage, operator's guard, with 
all standard equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. Chicago 14, Illinois 


For Sale: One UDI4 Diesel power unit Inter. 
national with clutch and flat pulley, $1500. 
Almost new Tower 28” - 2 saw inserted tooth 
edger, $300. O. W. Houts & Son, N. Buck 
hout St., State College, Pa. 


For Sale: Yates 91 fast feed heavy duty 
planer and matcher. Complete with cyclone 
blower system, electrical panels, all neces 
sary motors, belts, knives, etc. Excellent con- 
dition. Will come to you complete for setting 
into operation. Price $6500.00 f.o.b. Miami. 
TRAIL BUILDERS SUPPLY COMPANY 
Box 721, Coral Gables, Florida 


Hall & Brown No. 156, 24” Planer & Matcher 
Complete, also 8 American Moulder No. 20 
Complete, also 24 Egan Cabinet Surfacer 
Complete, in aood condition. Arundel Lum 
ber Co., 4317 York Road, Baltimore 12, Md. 











Tenoner—Harris Floor Model 


JANIS & STIER CO. 


2005 E. 8 Mile Hazel Park, Mich. 


REBUILT FORK LIFT TRUCKS 


Ross Model 19 HT 
Capacity 6,000 Ibs. 
Lift 10 ft. 


Ross Model 15 SH 
Capacity 15,000 Ibs. 
Lift 14 ft. 


Hyster Model RT 150 
Capacity 15,000 lbs. 
Lift 12 ft. or 17 ft. 6 in, 


Ross Model 12 HT 
Capacity 18,000 Ibs. 
Lift 17 ft. 6 in. 
Cab 


HARVARD EQUIPMENT CO., INC. 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS. 

ST - 2-0826 


Morgan 12 Track Nailing Machine 
Open Back - 30 inch Opening 
Clincher Bar 
Cavaler Spring Co., Inc. 

670 Henry Street 
Detroit 1, Michigan 


BOOKS FOR SALE 


CLEVELAND & LUFKIN BOARD RULERS 
Board Ruler Lumber Manual .... $1.50 








Dimensional Lumber Manual $1.25 
Chrome Thickness Gage % to 2” $1.80 
Chrome Thickness Gage % to 2!" $”.40 


LUMBER MEASUREMENTS 
Philadelphia 35, Pa. 
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Summer 


fashion note: Strangely enough, the 


less there is to a 
bathing suit the more it costs 
. 


. . 
Speak ing ¢ f whi 
tr pped a gal’ 


h ‘ don't forge t, 


circulation. 
. . 7 


tight clothing never 


One bartender reports that things are so bad out his way 
even the fellers who don’t pay have stopped drinking 
>. * . 
She was a gorge 
He was a do 
He admired 
ind wanted to prove it ied 
° 


us creature 
ting male 


in English 
Braille 


her fig ure 


Learn geography on your summer vacation. Go south of the border 
ind discover that tequila is the Gulp of Mexico 
>. > > 


Of course 


surrounded 


vacation 1s two 


weeks of paying. 


playing 


She 
over 


laughed when he sat down at the piano but when he 


to the couch she got x ared as heck 
. . . 


lumber only as ge d as your dealer 
cash or 
or a week from Thersday 
end spec ials are t the 
What is? pas value 
uring up to shectficatior de 
1 and priced right MAUK racy 
tandards, is known throug hout 
adherence to them 
d value company—the 
i deal for you. Tr 
r Sitka Spruce cut stock 
. . . 


vthether retail or wholesale, 

today, vesterda 
Basement bargains and week 
of f ur 1 Ousine 


’ 
merchandise mea 


"Value 


de 7 ler 


VAUK 


Simple Celia says the number of times a girl says no to tempta 


thon ms once weakly 

Doct 
Here’ 

Wife 
Doctor 
Understand the Legion of 
pearance in 3D 


as glasses 


Decency 
on condition the 


has ok’d Jane 


ushers hand out 


Russell’s an- 


glov es as well 


Do You Know What Dep’t 

Do you know what makes 
riage 

Do you know what makes a woman feel like 
without alimony 

Do you knew what 
retail lumber business? 


a man feel like a new woman? Mar- 


Divore e 


a new man? 


makes you feel you've a new lease on the 


\ wholesale order from MAUK 


MAUK Seattle Lumber Co. 


Seattle 5. Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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Cadillac-Soo Lbr. Co. 
Calder Mig. Co., The .. 
Ceco Steel Products Corp... 
Celotex Corp., The 
Christiansen Co., C. M. 
Clark Equipment Co. ; 
Clarke Sanding Machine Co. 
Cloud Oak Flooring Co. 
Columbia-Geneva Steel Div.. 
Connor Lbr. & Land Co. The 
Copeland lLbr, “o 
Cuprinol Div., Darworth, 
Curtis Companies Service 
Bureau en bea 


Inc. 


Dalton Mig. Co. 
Deniston Co., The .. 
Dexter Lock Co. 
Dodge Div. of Chrysler Corp. 13 


122 
103 
° 


Etling Window ..133 


Feather-Lite Mfg. Co. ‘ 
Fenestra Building Products, 
(Detroit Steel Products 
Co.) wt. Fe 
Flavelle Cedar Limited 147 
Fordyce Lbr. Co. otene te 
Fox Lbr. Co., Abbott 22 


14) 


Gates & Sons, Inc. . 
General Steel Warehouse, Inc., 

Gensco Tool Div. ; 
Georgia-Pacific Plywood 

Co. . 144-145 
Gillies "Bros. & Co. Ltd.. ..141 
Goldblatt Tool Co. ....... 20 
Goodman Lbr. Co. . 22 
Goodrich Co., B. F., 

Flooring wag . 80 
Graham 6 Co., John H.. .139 
Grand Haven oes 

Products Co. .... 
Great Lakes Carbon Corp.. 
Greenlee Tool Co. . 
Griffin Mfg. Co. 


130 
129 
138 


Hager & Sons ange — 
Co., 
Hassall, Inc., 
Hawkins Iron Co., 
Higgins, Inc . i 
Hines Lbr. Co., Edward 
Holt Ha-dwood Co. 
Homasote Co. .. 
Howell Mig. Co., ‘The 


Inc. 


Industrial Lbr. Co. 
International Harvester Co. 


Jaeger Machine Co., The 10 
Jeffreys-McElrath Mig. Co....141 
J.M.J. Industries, Inc. ..147 
Johns-Manville_ . pte 65 


Kentile, Inc. ... 
Keystone Steel & Wire Co. 
Keystone Wire Cloth Co 
Kinzua Pine Mills Co 
Koza Co., Edward J. 


Leland Flushwood Door Co... 99 
Libbey-Owens-Ford Glass Co.. 73 
Lightsey Brothers 137 
Lockwood Hardware Mig. Co. 125 
Ludman Corporation 


Malta Mfg. Co., The 

Markal Co. .... 

Marsh Wall Products, Inc., 
Sub. of Masonite Corp. 

Masonite Corporation pai 

Mauk Lbr. Co., The C. A. 

Mauk Seattle Lbr. Co.. 

Metal Products Corp. 

Michigan Pole & Tie Co. 


National Brass Co . 
National Gypsum Co.. 
National Mfg. Co. , 
National Pacific Timber 
Products, Inc. F 
National Plastic Products 
Ce., The .... ; 
Norwalk Lock Co 107 
Nova Sales Co. vt 101 


Old American Roofing Mills. 124 
Ozan Lbr. Co. .. 13% 
Ozark Oak Flooring Co., The. 74 
Pacific Lbr. Co., The. 
Pack River Sales Co. 
Padgett-Smith Flooring Co... 
Parkay, Incorporated 
Pierson Co., Ernest ... 
Pittsburgh Plate Glass Co.. 
Pollak Industries Corp. - 
Ponderosa Pine Woodwork 
Portable Electric Tools, Inc. 
Prestile Mfg. Co. ° 
Pullman Mig. Corp. ..128 
Readybuilt Products Co., The 142 
Red Cedar Shingle Bureau $1 
Richards-Wilcox Mig. Co.. 
Richkraft Co., The 
Robbins Flooring Co....... 
Robinson, Inc., Edward E. 
Roddis Plywood Corp.... 
ReOeW Sales Co. 
Russell & Erwin Div., The 
American Hardware Corp.. 
Russell & Pugh Lbr. Co.... 


Samcoe Iron Co., 
Schlage Lock Co. . sina 
Schneider Bros. Lbr. Co...... 22 
Sheffield Bronze Paint Corp...135 
Silent Hoist & Crane Co. . 376 
Sisalkraft Co., The cad 
Southern Pine Lbr. Co.. 
Southern Plaswood Corp. 
Southern Screw Co. 
Specialty Tool Manufacturers 
Standard Conveyor Co. 
Stanley Woks, The 
Steel Door Corp. 
Stewart Iron Works Co., 

Inc., The 
Strand Garage Door Div., 

Detroit Steel Products Co. 


Wm. J. 140 
7 


Tannewitz Works 
Tennessee Coal & Iron ‘Div. 
Thomason Plywood C-rp 
Trinity White Div., General 
Portland Cement Co.. 
Truscon Steel Div., 
Republic Steel Corp. 
Turner & Seymour Mig. Co., 
The, Hidalift Div. ; 


U.S.-Menge! Plywoods, Inc.. 
U.S. Plywood Corp. 68-69, 
US. Steel Corp. . 

U.S. Steel Export Co. 


68-69 
109-119 


Wagner Mig. Co. 
Weather-Seal, Inc. ‘ 
Webster Lbr. Co., H. E. 
Wells Lbr. Co., J. W. 
Western Pine Assn. ‘ 
Weyerhaeuser Sales Co. 
Wisconsin-Michigan Page 
Wrape Stave Co., W. R... 
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Profitable 


repeat sales 
denote full 
satisfaction 


When a product fulfills every 
claim made for its fine con- 
struction and service depend- 
ability you can rest assured it 
will enjoy a spirited demand 
when your trade is in need of 
builders’ hardware. 










A free copy of this attractive 
wall chart, showing the com- 
plete National line of over 
300 products will be sent upon 
request to any dealer. It will 
prove a handy, illustrated 
reference to the extensive 
array of products available 
for your trade. 









Your stock should include 
many of these hardware 
leaders which enjoy year 
‘round sales appeal. 







© Modern designs 
¢ Strong basic materials 
¢ Precision construction 















Your trade has helped create this 
buying preference! 
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Vydlornal, WANUFACTURING COMPANY 









Sterling, 
Illinois 






new Homes --- 


for Remodeling 


meost way to high atyle books! 
WUBLE IMMA ATION oumst comson 
' n 


usages OUAAATS FFTAI 
Mabe 
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won, 
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jee your dealer or builder for o FREE 


-™, tue ameeican & 
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ve a eee | 
Pre-stained Dua-Laps (available in 9 colors) are ready 
for application. Double coursing gives double insula- 
tion, double beauty. Lower grade undercourse offers 
extra economy. Perfect for remodeling. Can be ap- 
plied over old siding, blends with any type archi- 
tecture. 


estimate 


Tamed SHINGLE CO 


+ cee conan a 


Ameri Ai/l 


Dua Lae 


* Reg. U.S.T.M. 





Cy Paces seed meme of memes Demis Sete 


Dua-Laps back this big campaign to the hilt with sales 
helps for you! You get Interior Shingle Displays, 
Sample Color Fans, House Beautiful Counter Cards, 
Newspaper Mats, Radio Spots, Full Color 6-Page 
Folders, Self-Mailers and Envelope Stuffers, ALL 
FREE! Cash in on this campaign . . . use these free 
sales materials. Sell America’s quality 


shingle .. . Sell Dua-Laps. 


“1 SELL THE SHINGLE THAT SELLS 


FOR ME” ... HOW ABOUT YOU? 


Call your distributor now or mail coupon 
to cash in on big national promotion! 





| 
| 
THE i STAINED SHINGLE CO. ! 


Spruce & Dennison, Columbus 8, Ohio | 


Yes . . . Deal me in on Dua-Laps National Promotion. 
Send me more information about Dept. 42 
FREE TIE-IN MATERIAL FOR MY STORE. 





SIE TI cist nineties 
Title 
Add 
City 

The American Stained Shingle Co., 











State 
Spruce & Dennison, Columbus 8, Ohio 








